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This new Columbia Steel Case “Hot Shot” 
Battery has better selling points than any 
other battery in the world! 





CARBON CO. ING. 
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Super-Durable — constructed to withstand the roughest service 
Waterproof — unaffected by exposure to the elements 


Unbreakable — full service and life assured through protection 
of the battery by the steel case 


=> Price—no higher than fiber case batteries 


Study these four cardinal points that make Steel Case “Hot Shot” No. 

: $6 on 1461 is the size universally 

the Columbia Steel Case Hot Shot”’ the best popular for ignition. It is 

ignition battery in the world! Learn them— _ therefore the first size we 

are making in steel. Other 

talk them up! Teach your dealers the steel standard sizes of Columbia 

case story so they know it by heart. It “Hot Shot” Batteries will be 

: : made in the steel case as fast 
will build battery sales for them and for you. as practicable. 


NATIONAL CARBON COMPANY, INC. 
Long Island City, N. Y. 


Atlanta Chicago Cleveland Kansas City San Francisco 


Columbia 
Dry Batteries 


— they last longer 
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With the Editor 


<r HE keynote of this issue is prep- 


aration. With the certain im- 

provement in general business 
conditions will come a greater demand 
for electrical materials, and it is 
pointed out that jobbers must make 
plans to take care of the increased 
volume of fall trade. 

Plans must also be made for holiday 
trade, which promises to be the great- 
est in the history of the industry. As 
emphasized in an article by J. H. Mc- 
Kenna in this issue, it is by no means 
too early to be thinking of the Christ- 
mas demand and of methods of help- 
ing dealers to secure a greater turn- 
over. Unfortunately dealers are not 
in an optimistic frame of mind, and it 
will be necessary to do a great deal 
of work to get them to do a real mer- 
chandising job of it. 

Preparation and teamwork Sy Jjob- 
bers and dealers will make this a truly 
Electrical Christmas. 


* * + 


We think the “Sell "Em Something 
More” prize letters published on pages 
7-10 are good demonstrations of the 
value of this merchandising idea. They 
give every phase of the campaign for 
additional retail sales, and show how 
different salesmen have used it to help 
their dealers. “Sell "Em Something 
More” has undoubtedly done much to 
avoid the summer slump, and it can 
be used just as effectively when ap- 
plied to fall and holiday trade. 


* * * 


For next month’s issue there are sev- 
eral feature articles in the making, one 
an article by a prominent jobber deal- 
ing with merchandising methods. and 
another taking up the question of the 
best form of jobber sales letters. 
Then the regular departments, with 
contributions by Tue Josper’s SaLes- 
MAN Staff and salesmen in the field, 
should make the Nevember issue of 
more than usual jaterest. 
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‘‘What if a Spring breaks? 


What if a Screw loosens?”’’ 





Mr. Salesman, these are questions you are asked 
every day. 


If you are selling “BULL DOG” Safety 
Switches you can answer, that if they take out 
every Screw and every Spring of the “BULL 
DCG” operating mechanism the Switch will still 
function. 


Nothing can fall into the live parts. Everything 
is keyed together. Screws and Nuts are only ad- 
ditional precautions in “BULL DOG” Safety 
Switch mechanism. 


You already know that one Blade cannot stay in 
when the others pull out. 


There are fewer parts to the “BULL DOG” 
Safety Switch. Therefore, less possibility of 
break-downs. 


Springs are used only to accelerate the action. 
The Switch will work with all the Springs re- 
moved. 


It takes all the pep out of a Salesman to sell a product 

which continually causes him embarrassment with his 
Customers. You like to sell a man something that 
pleases him. Something that will be on the Job. When 
you sell him “BULL DOG” Safety Switches, you will 
have a pleased Customer and he will come back for 
more. 


The Jobbers who are handling “BULL DOGQ” Safety 
Switches will tell you of the big success they are having 
with them. 

Electricians of the big Industrial Plants will tell you 
how well they like them. 


We know the answer, because our Sales are gaining by 
leaps and bounds. 


“BULL DOG” Safety Switches are the biggest value on 
the market. 


They are Quick-Make and Quick-Break. They are in- 
terlocked, so that the door will not open with the Switch 
on, or the Switch will not be thrown on with the door 
open. The parts are Type “A.” 


That is what your customer wants, even though he does 
not ask for it. 


It is easy to sell “BULL DOQ” Safety Switches. 


You need have no hesitancy in telling your Customer 
to put a “BULL DOG?” on the Job. 


The profits are liberal. 
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Reasons Why Manufacturers Advertise 
in The Jobber’s Salesman 


T IS possible for a manufacturer 

to build a business without the aid 

of advertising. He can do it by 
sending a “missionary” representative 
to every buyer in the country to 
tell about the good 
things of his product. 
He will need to send 
them again and again 
to many buyers. It 
will take many years 
for his missionary 





SCOR 
men to cover the ee aa 
country—and it will QYe "anne 


require a very large 
capital to bear their 
expenses. 

An advertising 
campaign in THE 
JOBBER’S SALESMAN 
will tell this manu- . 
facturer’s story at a cost of a few, cents 
per name. Thousands of buyers will 
know about the product after a few 
months of advertising. Advertising is 
the modern business method—the quick- 
est route between manufacturer and 
buyer. _ 

—therefore, manufacturers advertise 
in THE JOBBER’S SALESMAN. 

* * * * 

The modern manufacturer doesn’t 
take much stock in the oft-quoted 
Emerson statement, “If a man can 
preach a better sermon, write a better 
book or make a better mousetrap than 
his neighbor, though he build his house 
in the woods, the world will. make a 
beaten path to his door.” 

“Tt may be so,’ he reasons, “but I 
notice that the world’s most famous 
preachers live in the cities where they 





ean reach the crowds. Our greatest 
evangelist travels from large city to 
large city with an organization which 
works to bring the crowd to his taber- 
nacle, instead of remaining at his 
Indiana home and 
waiting for the 
crowd to seek him 
out. I also notice 
that the writer of 
books seeks the city 
publishers with the 
best — distributing 
facilities and that my 
firm itself has done 
more business since 
it obtained dealers 
and opened branch 
agencies in the large 
cities.” 

The manufacturer 
realizes he must go to his buyers and 
tell them of the merits of his product 
—that he must make the processes of 


education and purchasing as easy as . 


possible for the buyer. 

—therefore, he advertises in THE 
J OBBER’S SALESMAN. 

* * * * 

The business world today wants to 
transact business in the open and. in 
an honorable, clean-handed, clean- 
minded manner. 

Advertising is the four-square method 
of introducing and maintaining a manu- 
facturer’s product before the public. It 
is open, gives equal opportunity and 
privileges to all buyers, and demon- 
strates the manufacturer’s belief in his 
articles. 

—therefore, manufacturers adver- 
tise in THE JOBBER’s SALESMAN. 
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STRONG right arm quality-jab followed by a 

stiff left advertising-upper cut is the combina- 
tion that puts competition down for the count. It is 
this combination of advertising with quality that has 
brought the Liberty Hot Plate so quickly and domi- 
nantly to leadership. 

A strong-pulling advertising campaign backing qual- 
ity means a continual turnover of stock and capital. 

Advertising in the Ladies Home Journal and the 
Saturday Evening Post, attractive window displays, 
counter displays, that command attention, and liter- 
ature that produces results, keep Liberty Hot Plates 
moving all the year ‘round. The Liberty Hot Plate is 
an all-year seller but is especially strong around the 
Holidays. 

Jobbers Salesmen: Tell your trade about Liberty 
advertising as well as about Liberty quality. Trans- 
portation is bound to be slow this year. NOW is the 
time to stock Liberty Hot Plates 


That's a Knockout 





for the Holidays. 


Lawrence Efferih, 
Sales Manager 


Eleven Points 
of Superiority 


i 
i 


The Liberty Gauge & a 


Instrument Co. 
(Electrical Division) 
6545 Carnegie Ave., Cleveland 
Pacific Coast Representatives es... ini sedis 


The United States Electric Company 
710 Polk Street San Francisco, Calif. 


reflects it upward. 

7. Nickeled bottom plate increases 
ena and protects surface under- 
nea! 

8. Six feet of heavy black double exten- 
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Extra Elements 







Rockies 50c Retail 
6c West of the Rockies 
$3.75 in Canada bes’ in poussins 
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Let’s Do Our 


Christmas Selling Early 


Some Good Suggestions Are Offered in an Interview with J. H. McKenna, 
Sales Manager, Kimball Electric Co., New York City 


66 EARS ago a New England farming district 
needed rain badly. Dust was thick on the roads, 


crops were dying, houses and barns were fairly 


smoking. The heads of the va- 
rious churches were appealed 
to, and they responded by call- 
ing a mass meeting for the fol- 
lowing Sunday, at which time, 
it was announced, a prayer 
would be offered for rain. 

“Word of the meeting spread 
far and wide and almost the 
entire countryside was present 
at the appointed hour. But of 
all that vast throng, but one 
person, a little girl, had suff- 
cient faith in the outcome to 
come prepared for rain—she 
brought a big cotton umbrella 
along.” 

The moral of “Mac’s” story 
is obvious. But what is the 
connection between that yarn 
and Christmas merchandising? 

“Well,” he answered, ‘‘the 
general practice at the holiday 
season is to urge the public to 
shop early. Electrical inter- 


ests are just as keen about that as any other class of busi- 
ness men, too. But how many of us back up our faith in 
the publie’s willingness to respond to that shop-early in- 
Vitation, by setting early to work on the job of Christ- 


By THOMAS F. CHANTLER 





“Mac” Says: 
“(Get the dealers, jobbers 


and manufacturers work- 
ing together to put over the 
“Buy Something Electrical for 
Christmas” message, and you'll 
bring many a dollar into elec- 
trical channels. There’s more to 
be gained by pulling together 
than there is by each one going 
it alone. 

“But if the public is again 
going to be told to ‘shop early’ 
we must be prepared to ‘sell 
early,’ and what suggestions I 
have offered are for this im- 
portant purpose.” 














mas selling? We pray for rain, all right, but neglect to 
prepare for it as we should. ; j 
“The ‘Sell "Em Something More’ campaign that Tue 


Jopser’s SALESMAN originated 
is good, and should be con- 
tinued; but that is a message 
to the industry—inside stuff. 
What I have in mind is a shop- 
early message put over to the 
public in such a manner that 
will make it evident that we 
are expecting’ rain and have 
our umbrellas raised. If Tue 
JospsBer’s SALESMAN can start 
a movement that will result in 
making manufacturers, jobbers 
and retailers pull together for 
that end everybody will benefit. 
We can make this coming 
Christmas season a busy one.” 

“You can count Tue Jos- 
BER’s SALESMAN in on that 
movement to the limit,” he was 
told. “What are your sugges- 
tions?” 

“Suppose I give you my 
ideas in one-two-three fash- 
ion,” he replied. “That will 


make it easy for others to make additions and to improve 
the platform generally. 
lines all trying for the same dollar that we in the electrical 
industry are out to get, there’s more to be gained by 


And with merchants in other 
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standing together and pulling together than there is by 
each one going it alone. Here are my thoughts; they may, 
serve to start the ball rolling. 

(1) “An excellent way for electrical dealers to inform 
the public that they are united in expecting a heavy 
shower of Christmas business and have their umbrellas 
all ready would be for all to adopt the same general 
scheme of window display. Personally, I am firmly con- 
vinced that there is a psychological appeal inherent in a 
lighted Christmas tree that is 
not to be equalled by any 
other type of display that is 
practicable. The tree can be 
had in any size to fit the indi- 
vidual window or scheme of 
decoration; the minature 
lamp makers have solved the 
question of lighting the tree 
safely, and cotton and tinsel 
will supply the necessary ef- 
fect of snow. 

“At first thought it might 
seem there would be objec- 
tions to this plan of all deal- 
ers adopting the same scheme 
of window trim, and from the 
point of view of one electrical 
dealer competing withanother 
that perhaps is so. However, 
there are other ways whereby 
the dealer can express his in- 
dividuality effectively. Our 
first effort as a united indus- 
try, however, must be to the 
end of influencing the public 
to buy something electrical; 
and to do that effectively we 
must first of all find some 
means of competing success- 
fully with other tradesmen 
who will be striving to have 
the public settle upon some- 
thing in their respective lines 
as the ideally best thing to buy for a Christmas present. 

“The window of one electric shop in a city trimmed as 
has been suggested would be effective, of course, although 
it would fall short of putting over the general impression 
that is desired. But think of the effect upon the public 
mind resulting from all the electric shops in that city 
blazing forth the same message from their windows. The 
first window would attract favorable attention, the second 
would strengthen that impression, the third would drive 
the impression home—the electrical dealer would have 
the jump on his competitors in other lines. 

(2) “Arrange to have that display installed in the win- 
dows of all electrical shops not a day later than Dec. 1: 
perhaps even earlier would be better. 





It is customary for 
most people to begin figuring at about that time on what 
they can afford to buy for Christmas. Perhaps the wife 
hints that she would like this or that one of the major 
appliances for Christmas. Friend Husband visualizes 
himself as having to pay cash; he suggests deferring the 
purchase until a later date, perhaps. But suppose that 
blazing tree calls attention to a shiny new cleaner, let us 





Let’s Get Started Early on the Job of Christmas 
Selling, Urges J. H. McKenna. 





say, bedecked with a neat card announcing to friend 
husband that he can give that cleaner to his wife for 
Christmas present for $1 down. Suppose, further, that 
the manufacturers co-operate by supplying certain inex 
pensive specials that can be offered at a figure low enough 
to attract people into the store—something that will look 
like big value for the money and constitute an appropriate 
Christmas present. 

“Just consider the psychological reaction of the public 
that would be likely if all 
electrical dealers united along 
some such lines as have been 
mentioned. First, an early 
bid for business. Second, the 
magic of a lighted Christmas 
tree. Third, the same gen 
eral appeal in every electric 
shop window. Fourth, at 
tractive specials at prices 
within reach of all. Fifth, a 
frank offering of installment 
payments as the ideal way of 
buying major appliances as 
Christmas presents. Certainly 
there would be a_ better 
chance of having electrical 
appliances given first consid 
eration as appropriate Christ 
mas presents than is going to 
be so if such concerted action 
is lacking. 

(3) “Suppose that the So 
ciety for Electrical Develop 
ment was to work up a gen 
eral scheme of window dis- 
play along the lines indicated 
that could be adapted to win 
dows of any size or shape. 
Suppose that THe Josser’s 
SaLesMAN collaborated with 
the Society in placing liter 
ature describing the plan of 
campaign and picturing the 
scheme of window display to be used by dealers in 
the hands of all jobbers’ salesmen. Suppose then that a 
suitable contest was staged and prizes offered for the job 
ber’s salesman who made the best showing in securing 
pledges from his dealer customers to take part in the 
campaign and trim their windows according to the design 
adopted. It would seem reasonable to expect that the 
manufacturers could be depended upon to chip into a pol 
to buy the prizes for the jobbers’ salesmen. 

“On second thought, it might be bettér to make tli 
contest hinge upon the number of photographs submitted 
by jobbers’ salesmen showing windows actually installed. 
The country could be laid out into zones and competitions 
arranged for the salesmen in each such zone; that would 
give every salesman an equal chance. 

(4) “I would also suggest that suitable literature 
prepared emphasizing the great desirability of ‘something 
electrical for Christmas.’ In towns where there are ele: 
trical leagues or other such organizations this literatur’ 
might be sent out over the name of the local organization: 
for towns where such organizations (Turn to page 116 
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‘Sell Em Something More” 
Prize Letters 


Jobbers’ Salesmen Tell How They Have Worked With Their Dealers to 
Increase Retail Sales, Especially During the Summer Months 


NE of the most significant facts in connection 

with sales of electrical supplies during the sum- 

mer months just passed is that the usual slump 
has been avoided to a great extent. Sales have held up 
remarkably well, many jobbers say, in spite of the in- 
dustrial stagnation. This has been due partly to the 
demand occasioned by residential building, but mostly 
to the efforts of jobbers’ salesmen in finding retail out- 
lets and in helping dealers and contractors make addi- 
tional sales to customers. The “Sell "Em Something 
More” idea has been used in a very effective way. 

To stimulate effort of this kind we offered $100 in 
prizes to the salesmen writing the best letters telling of 
their accomplishments and experiences in assisting dealer 
customers with the “Sell "Em Something More” idea. A 
large number of letters were received and they were sub- 
mitted to the judges, who were N. G. Harvey, president 
of the Illinois Electric Co., Chicago; P. A. Powers, adver- 
tising manager of the Benjamin Electric Manufacturing 
Co., Chicago, and the editors of THe Jospper’s SALESMAN. 


The awards were made on the basis of the methods 
used and actual results secured in furthering the idea of 
making additional sales of related electrical products, 
which is the purpose of the “Sell "Em Something More’ 
campaign inaugurated by THe Jopper’s SALESMAN last 
January, and which has been participated in by jobbers 
throughout the country. The letters show the different 
ways in which the salesmen have applied this sales- 
building idea in their daily work. They give an indica- 
tion of what has already been accomplished as well as 
the possibilities of the campaign for making better elec- 
trical merchants and increasing the volume of sales in 
the electrical industry. Not only that, they show how 
jobbers and their salesmen are doing a very important 
work in co-operating with dealers to sell the electrical 
idea to the public. 

By request and for obvious reasons the names of those 
salesman whose letters are reproduced herewith are 
cmitted. In every case the writer is a bona fide salesman 
employed by a recognized electrical supply jobber. 








First Prize — $50.00 


Personal Service in Connection with 
“Sell ’Em Something More” 


By a CALIFORNIA JOBBER’S SALESMAN 


these lines. A great many dealers 
are wiremen and act as though they 
were glad to get rid of customer: 
when they come into the store. Often 
I have been in stores when customers 
would show interest in washers. 
vacuum cleaners or other articles, and 





HE “Sell "Em Something More” 

idea has been my hobby ever 
since I entered the selling game; | 
have advocated it at every opportun- 
ity, and was greatly interested when 
vou started this campaign. One of 
my customers has made a great suc- 
cess, based on this one principle. He 
never misses an opportunity when 
customers come into his store to show 





them something else, and his example the dealers would dismiss them almost 


has spurred me on to tell it to others. 

The big merchandisers, such as de- 
partment stores, go to great expense 
to get people into their stores, and 
then sell them enough to make it 
profitable. We in the electric supply 
business know that the majority of 
the dealers are not merchants, and 
we must help educate them along 


rudely instead of trying to close sales. 
In a great many cases I would step 
up and explain the article, and my 
demonstration would give the dealer 
more confidence. 

One contractor-dealer insisted that 
he was no salesman and he could not 
merchandise appliances. He said his 
customers would go to his competitor, 
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who had a specialty man that could 
close a sale every time. 

“Mr. Blank, you are making a great 
mistake,” I said to him, “you have 
just as much ability as that salesman. 
I have watched him in his store and 
he doesn’t know as much about 
vacuum cleaners as you do. If you 
just think that you can sell I know 
you can do as well as he can. Why 
don’t you put on a little campaign, 
sell yourself on some cleaner, and 
try to sell one to every person that 
comes in the store. Don’t let a man 
or woman walk out with a lamp or 
fuse plug without showing the clean- 
er. Get enthused over the proposi- 
tion and you will find that you can 
sell, and you will find that the mer- 
chandising end of the game is the 
best end. I will send you a good 
supply of circulars on our cleaner 
if that is the one you want to push. 
I will send you moving picture slides, 
and I will come down and help you 
for one or two days to get you start- 
ed right. If you want a good house- 
to-house salesman later on, I know : 
man I can send you.” 

He said he would give it a trial. 
He really used the circulars and the 
movie slides, and he personally saw 
to it that the circulars were dis- 
tributed. He made it a point to talk 
cleaners to every one that came in. 
And he sold three cleaners in one 
week. Then he was enthused, and 
when I called on him next time he 
said, ‘Send that salesman down; I 
am ready for him. I am sold on this 
proposition now.” 

I sent him a man and he got two 
others by advertising in his loca! 
paper, and they sold over 100 clean 
ers in a month. I suggested that he 
keep a card system on all prospects 
and he now has a good mailing list of 
cleaner prospects. After his cam 
paign is over he will offer to allow 
$5 on any old cleaner in exchange 
for a new one, which 
suggestion I made. 

Mr. Blank and his bookkeeper are 
both sold on the “Sell "Em Some 
thing More’ idea and are right on 
their toes all the time. As a result 
they favor me with a lion’s share of 
their orders. 

Another customer would not handle 
washing machines. He said he was 
no salesman and he did not know of 
a man that he could get. He did not 
think there was any demand in his 
town for such a high-priced article. 
I suggested that he run an advertise- 


was another 
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ment in the local newspaper and tha’ 
in a nearby city, and get a salesman 
I sent him one washer and he sold it 
himself. He found a good salesman 
and he sold five machines last month. 
Now he realizes the profit in appli- 
ances and is sold on the merchandis- 
ing idea. I sent him some cards furn- 
ished by the factory, offering to make 
a demonstration of a washer; these 
cards had a return card for mailing 
attached and he is getting prospects 
in that way, and his salesman follows 
them up. 

Another dealer was moving into : 
store. He did not push appli- 
ances and I told him to arrange his 
show room so he would have room fo: 
appliances, large and small. At first 
he was doubtful about his ability tc 
sell merchandise, but finally decidec 
to give it a trial. I made a rough 
sketch of his store, showing a sug 
gested arrangement of show cases and 
counters, and he carried out the plan 
to a letter. I made it a point to b: 
in that town when he had his open- 


new 


ing and I made waffles for him on 
an electric waffle iron, and served al’ 
that came with waffles. We did no 
sell a single waffle iron that day, but 
we did sell the idea, and since then 
he has sold many wafile irons, besides 
irons, percolators, washers and clean- 
ers. In fact, he sells more appliance 
than many of the big city stores, and 
has one of the most profitable store: 
in the West. He has graduated fror 
the wireman class:to the electrica’ 
merchant, and he surely believes in 
the “Sell "Em Something More’”’ idea. 

These are only a few instances 
where I have boosted the game, and 
it has done more to help me than al! 
the cigars or high-powered sales talks 
could do in a thousand years. My cus- 
tomers know I am interested in their 
success and there is a close bond 0’ 
friendship that is hard to overcome 
My rival salesmen wonder how I get 
my stand-in with my customers. It’s 
this personal service rendered in con 
nection with the “Sell "Em Something 
More” campaign and talks. 


Second Prize—$30.00 


Using the Idea to Overcome Adverse 


Selling Circumstances 
By a PENNSYLVANIA JOBBER’S SALESMAN 


HE city of Johnstown, Pa., has 

been a bug-a-boo to salesmen for 
the past two years, owing to the fact 
that 75 per cent of its 100,000 popu- 
lation are dependent, either directly 
or indirectly, on the Cambria Stee’ 
Works for a living. This steel com- 
pany had labor difficulties a little ove 
two years ago, and the mills and 
shops were partially closed down for 
almost a year. About 20 per ceni 
of the workmen were getting two o: 
three days a week at a wage that 
was constantly decreasing. Today 
these mills are working probably 6¢ 
per cent of normal and not only is 
the wage scale low but none of the 
men are getting full time. 

The Penn Traffic Co., which is : 
large department store of Johnstown 
was formerly owned by the steel com- 
pany, and all of the employes of the 
latter could obtain credit at this store 
buying on their accounts as employes 
This store was made a_ separat 
corporation some time ago and credit 
was withdrawn from all except those 
who were financially responsible. The 
other stores in the city have practical 


ly reached the limit of the credit: 
they wish to extend and therefore 
the working class are nearly on « 
strictly cash basis. 

These conditions affected the mar 
ket for electrical appliances to a ver) 
great extent. One of my customers. 
the Citizens’ Electric & Gas Appli 
ance Co., of which B. F. Cooper i- 
owner, had for seven or eight year: 
been doing a nice washing machin 
business, amounting to nearly 500 ma 
chines a year. This company found 
that it could no longer sell washing 
machines to the working class on the 
time-payment plan,» because it wa: 
impossible to collect the payments. 
Everyone knows that machines that 
are used for two or three months de 
preciate so much in value that it in 
volves a very large loss if the dealer 
uses his authority to take them out 
of customers’ homes and tries to sel! 
them second-hand. 

Mr. Cooper’s business fell off s: 
much that there was _ practicall) 
nothing left to speak of, and it was 
only by determined effort and con 
stant plugging that he was able to 
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keep his sales of washing machines 
at 12 machines a month. He re- 
modeled his store at my -suggestion. 
put in fixtures for prominent display 
and sales work, kept his outside force 
pepped up as much as possible, but, 
still conditions were not improved to 
iny great extent. 

We talked this situation over « 
uumber of times and finally decided 
that it would be best to concentrate 
ill efforts on the people who had sub- 
stantial incomes and would be able to 
pay their bills. In most cases these 
people had washing machines and em- 
ployed servants to do the housework. 
cte., so we started an ironing ma- 
chine campaign among this class, and 
aq fairly good success, although it 
did not entirely offset the falling off 
in the sale of washing machines. We 
did not know what else to do. 

The rates for electrical energy in 
Johnstown are 10 cents for light and 
7 cents for power, and they seemed 
too high to make possible the extend- 
ed use of electric ranges and such 
heating devices. However, Mr. Coop- 
er decided that there might be an op- 
portunity for some sales of this clas: 
of merchandise and he started a cam- 
paign in which he featured an elec- 
tric range which operates on the fire- 
less-cooker principle. He was abk 
to place several ranges in the home 
of influential citizens and this served 
is a starter. That was about si: 
months ago. Through some hard work 
we have since placed 29 large elec- 
tric ranges, securing the wiring job 
in every instance. Just recently the 
company which makes this particular 
range came out with an electric wate1 
heater which is quite economical it 
operation, so we immediately started 
‘ campaign with the same people that 
purchased ranges, demonstrating to 
them the advantages of the heater 
Within a very short time we sold 13 
eaters, with prospects of more sales. 

This experience does not relate 
‘ery closely to the “Sell "Em Some- 
thing More” movement as it refers tc 
le sale of items over the retail count 

but nevertheless it did actually 
sult in the placing of a considerabl« 
number of electrical devices in con- 
sumers’ hands. Every range prospect 
ind water heater prospect has been 
‘rought into Mr. Cooper’s store sev- 
‘ral times for demonstrations of the 
itferent models of ranges and heat- 
, and to talk over installatior 
roblems. In many instances we were 


Ss 


able to say that the customer could 
use an additional electric iron in the 
laundry or heating pad in the bed- 
room, and numerous sales of thes 
and other devices were made becaus« 
of the fact that these campaigns ac 
quainted the customers with the util 
ity and convenience of electrical de 
vices they did not possess. 


The difficulties encountered in con 
nection with the sale of electrical) 
devices under such adverse circum- 
stances demonstrate quite fully the 
extent to which the “Sell "Em Some- 
thing More” idea can be used, and 
the results also prove how effective it 
is in the merchandising of electrical 
appliances. 


Third Prize—$20.00 


Numerous Additional Sales to Increase 
Volume of Retail Business 


By a WASHINGTON JOBBER’S SALESMAN 


HERE are two things that every 

dealer should know: First, over- 
head is like time; it goes on and on 
never stops for Sundays or holidays 
and is going just as fast at 1 o'clock 
in the morning as it is at 3 in th 
afternoon. Second, the profit on any 
sale is practically instantaneous; i' 
starts and stops when you've got the 
customer's money. 

Compare your business to a heavy 
flywheel. The size of your business 
determines the size of the wheel 
You keep the wheel turning by tap- 
ping it with the sales you make 
Every sale is a tap. The more sales 
you make the surer the wheel runs 
But the friction—that is, the over- 
head—is there all the time. The job 
ber salesman’s job is to see that the 
wheel keeps turning all the time 
When it stops he loses his job. Fric 
tion is a mighty important thing te 
know about, but the most important 
thing is the driving power. Tapping 
keeps the wheel running. 

The period of wild buying on th: 
part of the public that we have al’ 
gone through leads to a_ situation 
where practically every electrical deal- 
er set himself up on a little throne and 
wouldn’t mention anything that sold 
for less than $100. In those days 
when a dealer spent any time at al! 
selling a dollar article he figured tha’ 
he lost a lot of money as he could 
have sold a $100 article in the same 
time—and he was right. The taps 
that the old wheel got in those days 
were heavy and frequent, and the 
wheel kept turning pretty fast. 

Soon, however, the wheel began to 
slowdown. The taps were just as 
heavy, but they weren’t as frequent 
and a good many wheels stopped alto 
gether. Physics explains this in the 
statement that a rapid succession of 


small blows on a movable object will 
produce more motion than one heavy 
blow on the same object, even though 
the total energy expended in each case 
is the same. 

What the dealer needed two years 
ago, and what he needs today is the 
rapid succession of small blows—in 
other words, a large number of small 
sales, which is what he will get if 
he remembers to “Sell "Em Some 
thing More.” The big sales will come 
back and it is up to the dealer to see 
that his wheel is still operating when 
they do come back. 

So I encourage my dealers to sell 
small specialties and devices—rang- 
ing up to $15. Most of my dealers 
are of the progressive type who go 
after business rather than wait for 
it to come to them. They travel their 
counties selling washing machines, 
vacuum cleaners, sewing machines, 
farm power and light outfits and 
water systems. They also haye serv 
ice devices for their old customers 
The idea that I am trying to sel! 
them is that they should always “Sell 
"Em Something More” on every trip 
they make. 

A prospect for a power and ligh’ 
outfit or a water system demands from 
two to five calls before you can land 
him. Each of these calls cost good 
money. Now if a dealer carries a 
few small specialties that are eas: 
to show and to demonstrate, he can 
sell the prospect on this $2 or $5 
article on the first call. Then he ha: 
turned the prospect into a customer. 
and an old customer is much easier 
to sell than a prospect. And he has 
made a little profit. 

The devices that I have used in 
this work so far include: 

A soldering torch, a device that 
every householder could use and will 
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buy. A demonstration is easily madc hear that little bell on the cash regis- vices, made them accessible with 
and is very convincing. ter tinkle he is as enthused as you plenty of space between ironers, 


One of those spark plug testers 
that sell for $1 or $1.50. Every 
automobile owner and gas engineer 
owner will buy at one demonstration. 

A two-way plug, the value of which 
is apparent to every householder. 
it is surprising how 
many fused with nickles 
and quarters, and they might as well 
be fused properly and the nickles and 
quarters put into circulation. 


Fuse plugs-— 


houses are 


Bell-ringing transformers. 

Sewing machine motors. 

Cream whippers. 

Curling iron heaters. 

Many of the dealers are adding 
radio items to their “Sell "Em Some- 
thing More” list for all. All we 
want now is the rapid succession of 
small sales, and when we get them 
coming in, the business flywheel will 
begin to spin along merrily once 
again. 


Honorable Mention 


Sell the Idea of “Sell ’Em 
Something More 


By a NEW YORK JOBBER’S SALESMAN 


THINK jobbers’ salesmen should 

all get together and make up a 
pot and hand it to the “instigator” 
of the “Sell "Em Something More’”’ 
idea, because it has been instrumental] 
Had 
we all worked 100 per cent along this 
line I believe there would have been 
no falling off of sales at all this 
summer. 

We can’t do this, though, by going 
into ‘‘Bill’s” place like this: ‘Hello 
Bill, how are you? I am a day late, 
as you will see by my card, and 
haven't much time to stay with you, 
but I have a new one for you and 
you can make money if you will ‘Sell 
‘Em Something More.’ Guess you 
have read all about it, so ’tain’t no 
use for me to tell you. Give me what 
you have on your want book and I 
will see you again in 30 days. Sc 
long, Bill; much obliged for the 2 
rolls of tape and the 500 ft. of 14 
and the 6 snaps, etc.” 

We can’t put it over that way, but 
what we have to do is to go behind 
the counter, sell Bill the idea, help 
him arrange his stock, help him se- 
lect suitable display cards, tell him 
how to show Mrs. Customer this or 
that, ete., and when Bill begins to 


in helping boost summer sales. 








are about “Selling “Em Something 
More.” Also, every time that little 
bell tinkles, it’s money in your 
pocket; don’t overlook that fact. 

Did you ever try this just one trip, 
and then watch the mail orders come 
in while you are out of that territory? 
No matter if it does make you a week 
or two weeks late on your trip, you 
are helping your customer, your hous: 
and yourself. The S.M. is not going 
to say anything, for the results wil’ 
tell him why you are late and he will 
know you are not loafing in the terri- 
tory. 

If we can get our S.M. to see that 
by a little service and co-operation we 
can build up a territory by not skip 
ping over it, it’s only a matter of time 
until we can be working two or three 
junior salesmen out of our office, and 
then the jobber is going to get tired 
of being called a jobber and will tak« 
the name that belongs to him—dis 
tributor. Then salesmen are going 
to be called district managers. I think 
the name salesman is just as much out 
of line as the name jobber, and I am 
willing to bet a month’s commission 
that before many moons they will 
both be changed to the proper words 
of identification. 





Honorable Mention 
Helping a Dealer with 


Store Arrangement 
By an OHIO JOBBER’S SALESMAN 


HE dealers in my territory have 

become well acquainted with me 
through my methods of co-operating 
with them. Going and coming, as I 
do, regularly from their places 
business, and having given consider- 
able study to store arrangement I 
have occasion now and then to enter 
a store that in appearance gives me 
mental indigestion. 

My method is simple. 
with, seasons divide the year, and in 
connection with seasons there are ap- 
propriate color schemes. To be spe- 
cific I shall explain what was accom- 
plished in one store. Having heard 
the buyer complaining over and over 
again about poor business, I took the 
matter in hand. It was the spring 
of the year and the store was large 
and the stock replete. First I had 
the porter clean the windows and al] 
surfaces; then I grouped kindred de 


of 


To begin’ 


washers, vacuum cleaners, etc., and 
had chairs placed convenient to these 
display spaces. Then I organized 
the receiving department so that new 
merchandise in old cases was not left 
in the store on delivery. 

With everything clean and in its 
place, women began to come in, and 
before long the three counter sales 
men were working full blast. 

In short, I proved to this store 
keeper that the one feature overlook 
ed by a great many dealers—namely 
proper arrangement—is necessary for 
successful selling. Needless to say 
his customers saw more and bought 
more everytime they entered his store 
after the transformation from chaos to 
order. 





Carrying Samples One of 
the Best Methods 


By a NEW YORK JOBBER’S SALESMAN 
FIRMLY believe that the 


convincing way to “Sell "Em Some 
thing More” is to carry the actual ar- 
ticle in the form of a sample to show 
and describe in every detail, both for 
practical use and from a commercia! 
standpoint. 

Emphasis should be made on the 
construction and use of article to such 
a degree that it will enable the dealer 
to pass that knowledge to the con 
sumer, and then, and only then, will 
the dealer and consumer know that 
they really need “Something More,’ 
giving the dealer a turnover and a real 
necessity to order again and at once. 

My territory requires four one-week 
trips for a complete circuit and | 
make it a point to take with me at least 
one and oftentimes three or more ar 
ticles which I show to everyone once 
over the entire trip. I can truthfully 
say that I am positive that were I to 
attempt to sell certain articles from « 
descriptive photograph or literatur: 
that I could not induce them to show 
an interest or buy one small portion o! 
what I do sell by having the samp! 
with me and making them thorough|\ 
understand it. 

Now the matter does not and should 
not end there. When the dealer or 
ders such specialties or standard de 
vices which we or the dealer have neg 
lected to investigate when they cam 
out, and we find on the following tri} 

(Turn to page 104) 
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Qualitatively 
and 
Quantitatively 


Jack Discourses 
on the Necessity of Popularizing 
Electrical Stores Qe 


By LAWRENCE EFFERTH 


Sales Manager, Liberty Gauge & Instrument Co. 


66 ELLO, JIMMY,” greeted Sid, as the two job- 
ber’s salesmen met in the office of Dad’s hotel 


on Thursday evening. “Seen Jack?” 

“Guess Jack is in the dining room. How’s business?”’ 

“Looking up right along,” returned Sid. ‘“Every- 
body’s expecting great things now, and with the advance 
in prices the wise birds are rushing to cover. Believe 
me, it’s fine to see a little anxious look in the buyer's eye 
now—something we haven't seen for a long time. Now, 
if the radio guys don’t bust back in and get the dealers’ 
minds off the main issue and muss things all up—.” 

‘What do you mean ‘muss things all up’? interrupted 
Jimmy as the pair moved toward the dining room. 

“Why,” explained Sid, ‘‘last summer everybody was so 
crazy about radio that a lot of electrical dealers clean 
forgot what their real business was.” 

“I hope they did, and it will be a good thing if most 
of them never recover their memories.” 

“How do you get that way?” asked Sid, registering 
disgust. ‘‘Hello, there’s Jack now.” as he spied Jack at 






“You Can’t Cut Into the Stream With an Axe.’’ 
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“‘There’s Jack With a Magazine Spread Before Him.” 


the farthermost table with a magazine spread before him. 

“What kind of high-brow stuff are vou reading now?” 
asked Jimmy. 

“Hello, boys,” returned Jack. “Why, I have a very 
interesting article here by a Lithuanian scientist. He 
points out very clearly that a quantitative change results 
invariably in a qualitative change in the constituent 
properties of mass or organism, although it is oftentimes 
difficult to perceive it.” 

“Most astonishing,” ejaculated Jimmy. 

“Even though I always expected it, this comes as a 
shock,” said Sid. 

“Has all that anything to do with selling goods to 
electrical dealers?” 

“Sure it has,” replied Jack. 

“Go ahead and untangle some of them long words and 
I'll listen,” said Sid. 

“Well, the whole thing, in words of one syl-la-ble, is 
just this—that when you change the volume of a thing, 
you change its character or nature. For instance, there's 

a baseburner over in the corner that Dad tunes 


e up in zero weather to help out his funny old 
4 steam plant. If you let a certain amount of air 
¢ through the grate you get a combination called 


carbon monoxide. Get more air into and around 
the fire, and the result is carbon dioxide, with 
three times the heating value. By changing the 
quantity of air you get a different result. 

“Take water as it runs out of the faucet in 
the kitchen sink. You can break up the stream 
with your little finger; but you can’t cut into 
the stream gushing out of a firehose with an axe.” 

“Very good,” assented Jimmy. “But what 
‘has that got to do with Mr. Electrical Dealer?” 

“A whole lot,’”’ replied Jack. “I have always 
contended that the big problem of the electrical 
dealer is to get more people to come into his 
store. As long as he confined himself to sockets 
and lamps, washing machines, flatirons, etc., 
the average woman had occasion to step into an 
electrical store only once in a blue moon. When 
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the average man got into one he felt out of place, and yet? Price doesn’t necessarily mean quality. You can 


kept one eye on the nearest way out while he looked at 
the merchandise. That’s why I insist the radio craze 
did a big thing for the electrical store. Hundreds of 
thousands of people were made to realize that there were 


such stores, and got 
acquainted with them 
by repeated visits. So, 
while some of us fel- 
lows kind of chafed 
because everybody 
was’ thinking and buy- 
ing radio stuff, it did 
a great job in popu- 
larizing electrical 
stores.” 

“But what do you 
mean about this quan- 
titative stuff? Where 
does that come in,” 
asked Sid meekly. 

“Simply this—that 
by inducing more peo- 
ple to trade at elec- 
trical stores you 
change the quality or 


character of these stores, and it’s for the better.” 

“How can that be done?” asked Jimmy. 

“By encouraging electrical dealers to broaden their 
lines. Radio did a great thing by adding a popular arti- 
cle. A lot of other things can be done. Too many elec- 
trical dealers have the idea that they must handle only 
high priced goods. They don’t realize that you can put 
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“You Can Pay $15 for a Pair of Shoes and Get Stung.”’ 





pay $15 for a pair of shoes and get stung, or only $5 and 
get your great big money’s worth.” 

“Yes,” chimed in Jimmy, ‘“‘and there’s a deuce of a lot 
more people in this good old U. S. A. wearing $5 and 6 


shoes than there are 
wearing $15 shoes.” 
“Now,” = continued 
Jack, “once the great 
American public 
makes the intimate ac 
quaintance of the elec 
trical goods store, and 
thinks of it as readily 
as it thinks of a sho 
store or a hardwar 
store, the greatly in 
creased business is go 
ing to change the char 
acter of the electrical 
stores. They will 
move into better loca 
tions. The  propric 
tors will become bet 
ter business men. 
They will do more and 


better local advertising. In fact, you will hardly realiz 
that the electrical stores of the future grew out of the 
contractor’s ‘hole in the wall,’ with their coils of wir 
and fixtures scattered all around.” 
“Sounds good,” said Sid, ‘““What is the next step?” 
“Well, Christmas is coming. Tell your customers to 
get off their dignity and try as never before to make their 


all the bon-ton families in the average American city on stores popular. That means putting in the lower priced 


an average city lot, and there'll be room for their chauf- 
feurs, maids, and the men who carry out the ashes.” 
“But how about quality?” asked Sid. 


“Say kid,” growled Jack, “haven’t you got the idea means, does he?” 


lines to interest the masses, as well as the high priced 
goods for the classes.. Don’t forget toys for the kids 
“Jack doesn’t talk so crazy after you find out what |i 





Electric Heaters and Coal Shortage 





















ALES of electric heaters promise to 
be large during the autumn months 
because of the shortage of coal for 

domestic use. This is the opinion of a 
number of jobbers and manufacturers who 
are familiar with the situation. It is true 
that many retailers have not awakened to 
the opportunity, but the more far-seeing 
jobbers are looking ahead with the idea of 
preparing to meet the anticipated demand. 

The electric heater, within its proper 
field of usefulness and operated on central- 
station energy, bids fair to make a new 
place for itself in household affairs this 
fall. Manufacturers will be able to han- 
dle the situation more effectively if the 
distributors analyze the prospective mar- 
ket and place orders accordingly. Deliv- 


ery requirements can then be met more 
satisfactorily, and there wi!l be less chance 
of a shortage of this class of equipment if 
the demand is cultivated to its logical size. 

One prominent manufacturer has stated 
that for two months his factory has been 
busy producing heaters, that stocks are 
being built up to meet the initial require- 
ments of the cold season, and that orders 
are already beginning to reflect a greater 
interest in this type of apparatus. 

The cost of operating heaters on regu- 
lar lighting rates has militated against the 
sale of these devices on a large scale, but 
experience has proved that the cost of op- 
eration is not great when compared with 


that of starting and controlling coal fur-— 


maces. 
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What and Why Is a Jobber? 


Fourth of a Series of Articles Dealing with the Services Rendered by the 
Electrical Distributor to His Customers 


EWSPAPERS pay enormous sums for member- 
N ship in what is called a news agency—an 

organization of news gatherers who “cover” 
every important event in the civilized world and tell about 
it to their member-newspapers. The Associated Press is 
such an agency, well known to all of us. It has com- 
petent and unprejudiced reporters everywhere; it gathers 
the facts at great expense and trouble; it tells as near the 
absolute truth as can be told by human beings; and it 
tells this truth without taint of political, religious, race 
or money influence. Its value lies in being on the level. 

In a smaller and more specialized way, every electrical 
jobber worthy of the name maintains a news agency for 
his customers. Through personal contacts, through the 
trade press and through the mails, he gathers as near the 
truth as he can about every event and development in the 
industry. He sorts and organizes these facts; he dis- 
tributes them through his salesmen to all customers and 
prospects called upon. The value of this “news service,” 
like that of the Associated Press and similar organiza- 
tions, lies in being on the level. 

Too few of the jobbers’ customers realize the utility and 
worth of the news service which is thus rendered them. 
Too few jobbers, if the truth were known, realize what 
it is worth. We all look upon it as a sort of gossip- 
mongering, a time-wasting by fellows who would rather sit 
and talk to a willing listener than trudge next door to 
solicit an order. Yet this service is of value, and may 
be made of much greater value, simply by giving it a 
little real thought and making customers give it thought. 
It is a service jobbers should “sell” just as surely as they 
“sell” warehouse service, credit service, delivery service, 
and all the other small but vital services which, taken to- 
gether, make up what the world calls jobber’s service. 


* * * 


Consider for a moment the tremendous “circulation” 
which the jobbers of the country can give to any event, 
any movement, or any product. There are approximately 
5,000 jobbers’ salesmen in active service in the land. 
They make an average of perhaps ten calls a day—taking 
the greater numbers made by city salesmen and balancing 
them with the fewer made by the road men. In a normal 
working year of 250 days, these salesmen aggregate more 
than 10,000,000 calls of say 30 minutes each. Of the 30 
minutes, 20 per cent, or 6 minutes, surely, are spent in 
talky-talk. Think of the wind-power that can be de- 
veloped from 10,000,000 six-minute interviews—the 
equivalent of 1,000,000 man-hours of talk! 

The tremendous latent power of the jobber as a news 
agency is realized when we thus consider it as a whole. 
Its actual efficiency is mighty small because it has not 
been organized, has not been directed to definite ends, 
and has not been “sold” to the jobbers’ customers. 

This is a job for jobbers’ salesmen. The boss must 
help, of course, but the salesman is the lad with the con- 
tacts, and it rests with him whether he shall be a gossiper, 








a scandal-monger, a teller of tainted stories, or a real, 
honest-to-goodness disseminator of helpful, business- 
building facts and thoughts. It rests with him whether 
he shall make his wind-jamming a positive or negative 
force. And if he decides to make it a positive, ‘con- 
structive force, it is distinctly up to him to make the 
trade realize that such reliable news service is a worth- 
while factor in the complete jobbers’ service which he 
sells along with pipe, fittings and wire. 

An idea which salesmen must get firm hold on is that 
this service consists in stating facts, not in “selling’’ a 
conclusion drawn from those facts. We must understand 
that it is no part of the reportef’s job to do the reader’s 
thinking. He finds out the truth, just as accurately as he 
can, and he relates that truth in simple, clear-cut phrases. 
The reader can take it or leave it. 


* *¥ * 


Most of us don’t operate that way—more’s the pity. 
We learn certain facts, and we draw certain conclusions 
from those facts, and we then heatedly attempt to make 
others accept our conclusions. ‘Take, for example, a cer- 
tain incident of the coal strike which occurred in I]linois. 
A number of men were driven from their work, rounded 
up, and killed. Those are the bare facts. But in telling 
it, the average narrator will say that a mob of wild-eyed 
anarchists, crazed with bootleg, slaughtered a bunch of 
innocent men in cold blood and that troops ought to be 
sent down there to wipe them off the map. You see, we 
have a tendency to inject our own conclusions into a 
statement of fact—which right away colors or distorts the 
fact and makes it fiction. 

In similar fashion, we are inclined to twist business 
facts into sales argument or propaganda. The manu 
facturer of a dish washer goes broke. That’s all we know 
about the case, but the story we tell is that another manu- 
facturer of dish washers has found the game too stiff, and 
we add that the wise electrical appliance dealer had better 
stick to clothes washes; especially he should stick to the 
particular clothes washers we are selling. 

That is coarse work. In the first place, we haven't 
told the truth; and in the second place, the fellow we tell 
this tale to knows that we are simply using another’s mis- 
fortune as a peg upon which to hang a sales argument. 
That isn’t news service; it is—well, you give it a name. 

Now the way to handle such a story is to tell the sim 
ple fact: “The Swish-Swash Dishwasher Co., went bust 
last week,” says you. “Why!” asks the customer. “I 
haven’t the inside facts, but the reports are that they 
were over-extended—a good deal of money tied up in ac- 
counts receivable and too many overdue accounts payable.” 

The customer, unless he is a hardwood dumb-bell, 
draws his own conclusion from this. The phrase, “too 
much money tied up in accounts receivable,” starts him 
thinking about his own books—has he too much money 
tied up in accounts receivable? He makes a mental note 
to do a little neglected collecting. And that other phrase, 
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“too many overdue accounts payable,” reminds him that 
he’s not’ quite as sweet with some of his creditors as he 
ought to be. Better chisel off a few dollars and scatter ’em 
among the overdue accounts. These two conclusions are 
the mental gvrations of the customer as result of this bit 
of news. He senses the lesson in the failure you have men- 
tioned; he makes mental resolve to avoid a similar catas- 
trophe; he is a better business man as result of this service 
rendered him. 

The straight recital of business news, without embel- 
lishment or deduction, is a very valuable service to Gus- 
tomers isolated in small towns, or so engrossed with their 
own affairs that they do not pick up this news for them- 
It keeps them abreast of the times. It keeps 
It gives big-town vision to fellows 


selves. 
them out of the ruts. 
who otherwise would have a small-town perspective on 
It makes better customers. 

* % * 


their business. 


There are, of course, many sorts of news which it is 
the privilege and duty of the jobbers’ salesmen to broad- 
cast. Market conditions, building conditions, prospective 
price changes, new developments in materials and ap 
paratus—all these matters te jobber’s salesman should 


know about and be in position to detail to his trade. 
Then there are new ideas of selling and advertising, short 
cuts in handling jobs, methods of accountancy and col 


lection, tricks in window trimming and store arrange- 


ment—these also are not only legitimate news but ar: 
of constructive value. 

The difficulty in the news-service function of the job 
ber’s salesman is not the acquiring and organizing of his 
material; it is the common human error of wanting to do 
too much. When we say to become a walking newspaper 
for the trade, we do not mean to become a Sunday edition 
with colored supplement, a comic section and a lot of belly 
wash “special stuff.” 

You have still to impress the trade with the value ot 
Fortunately for us all, nature does a large 
If you call upon a cus 


this service. 
part of such work without help. 
tomer or prospect regularly, and make it your business on 
each call to give him a half-dozen succinct and dependable 
bits of uncolored news, he will naturally come to rea 
lize the value of your calls, to appreciate the reliability 
and usefulness of your “news service,” and he will in 

But while little cultivation 
Let the salesman inform his prospects and cus- 
tomers, when opportunity arises, that the firm makes it a 


nature does a lot, a will 


lielp. 


point to keep the trade up-to-date on news, methods, 
prices and market conditions; let him suggest that the 
gathering and organizing of this trade information is quite 
« serious job: let him put over the idea that his house 
has particularly fortunate and far-flung contacts which 
make this news new and reliable—and instead of chin 


music it becomes a true jobber service. 








C. C. Skiles, general manager of the Shelby Lamp Division, 
National Lamp Works, Shelby, Ohio, gathered quite a group of 
the big bugs in the jobbing field at the annual sales conference, 
Aug. 28 to Sept. 20. He sold them on the value of Nela Park 
to the lamp business, and then nearly spoiled it all by award- 
ing prizes to S. C. Greusel and W. H. Morton for being the 
biggest roughnecks in the camp. Just imagine it! Anyway, 
sdid b. b.’s, top row, left to right, are: S. C. Greusel, G-Q 
Electric Co., Milwaukee; W. H. Van Skaik, Shelby Lamp 
Division, Cleveland; W. H. Morton, Sanborn Electric Co., 
Indianapolis; Howard F. Viot, Shelby Lamp Division, Chicago; 
C. C. Skiles; R. A. Davis, Nela Park; Samuel Schimmel, Schim- 
mel Electric Supply Co., Philadelphia; A. M. J. Gibbons, Dayton, 





Ohio; C. A. Buscher, Kansas City, and C. A. Granden, Omaii' 
Middle row: William Ellis, Shelby Lamp Division, Portland, 
Ore,; M. S. Wolfe, A. W. Z. Co., Pittsburgh; W. E. Lennox, 
Nela Park; C. E. Fawcett, Cedar Rapids, Iowa; F. E, Kopecky, 
Shelby Lamp Division, Birmingham, Ala.; E. W. Hubbs, Chicago 
office, Shelby Lamp Division; J. A. Krause, Shelby Lamp 
Division, Philadelphia. Bottom row: Wesley Brannon, Beck & 
Gregg Hardware & Supply Co., Atlanta, Ga.; C. L. Buerstatte, 
Manitowoc, Wis.; A. E. Loeb, Avery & Loeb, Columbus; !1. 
Sotzen, Shelby Lamp Division; Perry R. Boole, G-Q Electric 
Co.; I. D. Schimmel, Schimmel Electric Supply Co., and Harr) 
Hutchison, Leutkemeyer Co., Cleveland. Next year these jo! 
bers will send salesmen to take their places—maybe. 
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Helping the Customer 


Some Service Experiences of the Kind That Are Not Given in the 
Salesman’s Instruction Sheets 


By M. D. WILLIAMS 


4 4 J HEN first starting out 
to “hit the trail,’ I 
was under the impres- 
sion that a salesman’s chief func- 
tions were to carry a pocketful of 
cigars and appear on the horizon 
at stated intervals. This idea 
was corrected by one of the first 
men on whom I called, one who is 
today a nationally recognized au- 
thority in the central-station field. 
He didn’t seem to have any 
trouble finding out I was a begin- 
ner, and he patted me on the 
back, saying: “You will always 
be welcome here if you can give 
us new and advance information 
that will help the betterment of 
our business. Not that you need 
be an expert engineer yourself, 
but you should be able to obtain 
information of your company’s 
plans in relation to improvements 
and additions to its products. Be 
a few laps ahead of competitors 
by rendering us service along original lines. Do some- 
thing the other fellow does not do—but don’t bluff. If 
you don’t know, say so. It will get you further with me 
and all the other men you call upon.” 

This bit of advice has served me to good purpose and 
is equally applicable to the work of manufacturers’ and 
jobbers’ salesmen in their contact with central-station 
men, contractors, and dealers. Subsequent personal expe- 
riences have furnished proof of its value in all these 
relations. 

Service to the Central Station 

I had been on the road only a short time when a long- 
distanee telephone message from our office informed me 
that a central-station plant at some distance had burned 
down during the night. By making a cross-country drive 
vf 14 miles, I caught a train that took me to the scene at 
| o'clock in the morning. This central-station company 
has never given us any of its business. I found the 
manager surveying what looked like a complete wreck, 
and in despair of resuming operations for many weeks. 
| found, however, that one machine had been protected 
by a falling roof, the coils being but slightly damp. By 
running this machine at no load for three or four hours 
the coils were dried, and it was in operation within 8 
hours after my arrival. 

Another machine needed only the replacement of a few 
coils. Inasmuch as this was a standard machine (al- 
though of an old type), a long-distance call to the factory 





secured immediate shipment of 
coils to replace those that had 
been destroyed. These arrived 
by express in 24 hours. The 
street-lighting transformer was 
completely wrecked, but I was 
able to locate another at a nearby 
warehouse. This also was ex- 
pressed, and within 48 hours af- 
ter my arrival we were giving 
service to all customers. The lo- 
cal weekly papers gave this cus- 
tomer a two-column write-up in 
praise of his ingenuity in getting 
his plant in operation, and we, in 
turn, have secured about $25,000 
in business from him—both ap- 
paratus and supplies—during the 
past seven years. This was in a 
town of only 4000 population. 

My friend's advice, “don't 
bluff,” was endorsed by an ex 
perience with the owner of a small 
water-power plant who had an in 
tricate problem in regard to street 
lighting. His contemplated solution seemed so impracti 
cable that I told him so, and also that I could not give the 
answer, but that it should be referred to the engineering 
department. He said: ‘Young man, that’s the way 1 
like to hear you talk. One of your competitors was here 
a few hours ago and I was convinced that he did not know 
what he was talking about, but he attempted to bluff his 
way through.” 

Service to the Dealer 

A salesman finds frequent opportunity to serve the 
dealer by advising him of real mistakes that he may be 
making. Lately, while in a retailer’s store, I overheard 
a customer inquiring the price of one of a certain apyli 
ance. She was given a price that I knew had been re- 
duced, some weeks previously, by about one-third. She 
declined to buy, and I followed her to another store, 
where she purchased a similar product. She also bought 
a washing machine and an ironing mangle. On returning 
to the first dealer, I told him what he had lost. He was 
aware of the reduction in list price of this particular com- 
modity, but was not willing to make the corresponding 
change in his price. I told him of the results—his loss of 
two large appliance sales, aggregating about $300. 

The manufacturer accepts losses on shrinkage and in- 
ventories and from other causes, and the dealer will best 
serve his own ultimate interest by passing the reduction 
on to the consumer. 

Another dealer complained that he (Turn to page 77) 
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Business Success Depends 


U pon Team Play 


The Fallacy of Competition 


By DR. FRANK CRANE 


say. It is. That is to say, it is the hfe 

of such trade as that carried on by 
huxters, banana peddlers and small fry gen- 
erally. The higher you 
get in business, and the 
bigger deals you have 
and the more money you 
handle, the less important 
competition becomes and 
the more you have to 
study the business of co- 
operation. 

Competition is for the 
scholars in the primer 
and the first reader. 
When you get up into 
algebra and the high 
school you have to go on 
to co-operation. 

Speaking in world 
terms, competition was 
the great cry of yester- 
day: co-operation is the 
cry of today and of the 
future. 

Competition was con- 
siderably cracked up in 
the nineteenth century, 
but the twentieth century is 
co-operation. 

In the nineteenth century the world was 
getting out from under its old monarchies and 
tvrannies in politics and from under its old 
systems of privilege and slavery and favoritism 
in business. Consequently it was the epoch 
when freedom was emphasized. Everybody 
was shouting the battle cry of freedom. 

When the twentieth century came along we 
began to discover that freedom, if it was noth- 
ing but freedom, did not get you much. Every 
man for himself, politically speaking, meant 
anarchy. Every man for himself, economically 
speaking, meant enormous waste and com- 
munal inefficiency. 

Men began to see that it was not enough to 
-be free, and if they. wanted. to~ accomplish 


by OMPETITION is the life of trade, they 


era of 


the 





(Copyright, 1922, by Dr. Frank Crane) 


anything they had to get together, and some- 
how make the natural co-operation of free men 
be as efficient as the artificial unity of tyranny. 

Competition unchecked is a pure centrifuga! 
force. Co-operation is a 
centripedal force. Busi- 
ness and all human af- 
fairs move in their proper 
orbit when these two 
forces are duly balanced. 

In the long run, and 
with the general welfare 
of the community — in 
mind, there is no money 
in competition. All the 
great fortunes of the 
United States have been 
made by men who. had 
the genius of combina- 
tion. 

Armour did not yet 
rich because he was a 
better meat packer than 
anybody else. It was 
because he had a genius 
for organization that he 
became the greatest mer- 
chant of his day. Harri- 
man and Hill made their 
fortunes not so much by building railroads as 
by combining them. 

Rockefeller and Carnegie had the same large 
genius by which they were enabled to build up 
vast co-operating concerns. 

The United States Steel Corp. is a triumph 
of co-operation. 

And the same principle holds true in every 
man’s business. The success of any business 
concern depends upon the degree in which 
everybody connected with it joins in perfect 
team play with everybody else. 

The same thing makes a successful business 
enterprise that makes a successful baseball nine 
—team play. 

And by the same token the key to your own 
success in business and in life is to be found in 
vour ability to get men to co-operate. 
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Pictorial Review of Electrical Developments 
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Spectacular lighting effects are a feature of the Centennial Exposi- 
tion at Rio de Janeiro, which commemorates 100 years of Brazilian 
independence. The illumination was designed by W. D’A. Ryan, 
who won fame as the originator of the wonderful lighting effects 


at the Panama-Pacific Exposition at San Francisco in 1915, 


England has taken up radio broadcasting on an extensive scale, 
and at the right is a picture of Lord Hambledon, taken while he 
was making a speech to an unseen audience of English radiophone 


enthusiasts.—Photos by Intl. 


Below is Mr. Monson, 
an Englishman who 
claims he has devel- 
oped an electrical cure 
for cancer. 


New faces from plastic surgery 
and electricity. “I don’t care,” 
said Eva Tanguay when she 
tried out the new method. 
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The next time you get 
hooked in a game of 
Kelly or three-cushion, 
make up your mind to 
improve your play by 
listening-in on lectures 
on “How to Play Bil- 
liards Correctly,’ now 
being broadcasted by 
radio. Look how inter- 
ested the bunch is, prob- 
ably wondering if the old 
gentleman will punch a 
hole in the cloth after 
he executes a masse shot. 
Executes, as a general 
rule, is right —Photo by 


‘.. & 2. 








At the left is a view 
looking upstream at the 
Hetchy Hetchy dam, 
which will impound 348,- 
000 acre-feet of water 
and form an important 
unit in San Francisco's 
water supply _ project, 


now being built. 


Who said disarm- 
ament? Nothin 


with Japan, for at the 


naval 
ig doing 
left is shown the first 
electrically propelled 
ship in her navy.—Photo 


by K. & H. 


As time goes on, the 
Bureau of Standards is 
becoming recognized as a 
very important factor in 
the development of the 
electrical industry. At 
the left is a scene in one 
of its illuminating engi- 
neering laboratories, 
showing a huge photom- 
eter for determining the 
spherical candlepower of 
a lamp. Accurate stan- 
dards and comparisons 
are made in this way.— 


Photo by U. & U. 
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Above is a general view of the “Centrale” electric 


power plant at Gennevilliers, France, now nearing 


completion and said to be the largest plant on the 


Continent. 
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Above is shown the part of the instrument and con- 
trol boards in the “Centrale” station, which has an 
output of 320,000 kw., which is distributed at 220 
volts a. c. and 500 volts d. c. At the left is a scene 
in the boiler room, the equipment of which is mostly 
of American manufacture.—Photos by K. & H. 
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MEN YOU SHOULD KNOW 


\ \ , >: ae President, of the Iron City 
C. oT Ridinger, Electric Co., Pittsburgh 


matronly lady clad in sunbonnet and gingham 
stepped into one of the stores which Irwin, Pa., 
boasted. It was one of those general stores that are 
usually found in rural districts, carrying in stock every- 
thing from soap to silos. 
“Give me a peck of potatoes, a dollar's worth of sugar 
ind three yards of cheese- 
cloth,” she said. A small boy 


()* A midsummer’s day in 1885 or thereabouts a 


engineer, he entered the employ of the Westinghouse Elec- 
tric & Manufacturing Co., at that time located near the 
river in Garrison street, Pittsburgh. After working in the 
testing department for a year he was sent out on the road 
as installation engineer, and here his troubles began, for 
the electrical equipment of those days did not run with the 
precision it does today. The details of his many expe- 
riences with the weird contrap- 
tions called arc light machines 





could be seen back of the 
counter and in the next mo- 
ment he was behind a row of 
barrels to do the lady’s bid- 
ding. The boy was C. W. Rid- 
inger—then Charlie Ridinger 

whose father owned Irwin’s 
nearest approach to Marshall 
Field’s or John Wanamaker’s. 

But numerous changes have 
come to pass since that time, 
and today this self-same slight- 
ly built lad of 13, who was the 
boy of all jobs in his father’s 
store, is president of one of the 
most progressive and rapidly 
growing electrical supply 
houses in the country. 

It was just after March had 
come in like a lion in the year 
1872 that C. W. Ridinger be- 
came an actor in this world 


tomers. 


affairs. 





“Make the Golden Rule your 
standard of living, in your busi- 
ness as well as in your private 


“Do not make any promises 
unless you are sure your com- 
pany can carry them out. 

“Happiness is not a matter of 
income, but of output. It is the 
by-product of work.” 


are too assorted and varied to 


To the Salesmen: palin hak! Wea ena 
ERE are C. W. Ridinger’s 


messages to the salesmen 

on the firing line: 
“Tell the whole truth, even if 
it may result in the loss of an 
order; be honest with your cus- 


strides that when only 23 or 
24 Professor Fessenden sug- 
gested they go into the consult- 
ing electrical engineering busi- 
ness together. Ridinger con- 
sented and they were associ- 
ated together for two or three 
years when the government, 
after hearing of Professor 
Fessenden’s work in X-ray, 
asked him to come to Wash- 
ington and attach himself to 
the government service. This 
he did, and Ridinger was left 
alone. 

Following the dissolution of 
the firm, Ridinger moved to 
the Frich building and then 
changed the name of the com- 
pany to the Iron City En- 








which Shakespeare calls a 
stage. At first his part wasn’t 
big or the costumes and settings elaborate. He was the 
regular barefoot small-town boy working in his dad’s 
store during vacations and sometimes taking a trip to 
his grandad’s farm, where he became quite a Bill Hart 
at riding and more or less of a little rat at sucking eggs. 

After acquiring his common and high school education 
in Irwin, he was sent to “prep” school at Allegheny, 
where he spent two years, and then in 1889 entered the 
Western University of Pennsylvania, now the University 
of Pittsburgh. 

lt so happened that an older brother owned a couple 
of lighting plants in nearby towns, and often Charlie 
helped him construct pole lines, becoming quite adept at 
connecting up transformers and doing other pole-line 
work. It was a new field and was fascinating, so upon 
entering college Ridinger decided to take the course in 
electrical engineering under Prof. R. A. Fessenden, now 
well known in electrical engineering circles. Taking the 
course in itself did not mean so much, but the fact that 
he was the first graduate of the school’s electrical en- 
gincering course has meant a great deal to Ridinger. 
‘"pon graduating in 1893 with the degree of electrical 





gineering Co., which did a gen- 
eral electrical contracting busi- 
ness, specializing in power-plant work, electrical instal- 
lations in office and bank buildings, and once even con- 
structing an electric railroad. 

But it happened that in the course of events Ridingers’ 
customers began asking if he would pick up various 
articles of electrical equipment for them. To give serv- 
ice in every sense of the word he made arrangements 
with W. W. Low, of the Electric Appliance Co., Chicago, 
to act as that company’s agent. As time passed, the de- 
mand grew until R. C. Murdock was brought into the 
organization to take care of the supply branch of the 
business, as vice-president and (at that time) salesman. 
A little later W. I. Bickford joined the company as secre- 
tary and treasurer, which position he still holds. 

The Iron City Electric Co., by virtue of demand, had 
been forced into the jobbing business. It was either a 
case of get in right or get out, and Ridinger chose to get 
in. What is more, he liked it. He found he liked selling 
better than engineering—so much so that he separated 
the contracting from the jobbing business, and remained 
with the latter. Ever since that time his problems 
have from his own choice been those (7T'urn to page 104) 
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Automotive Lighting 


Essential Facts for Jobbers’ Salesmen to Assist Dealers in Effecting the 
Sale of Lamps and Lighting Equipment 


By W. E. UNDERWOOD 


LIGHTING field that doubles itself every 
two and a half years is not to be disregarded, 


A 


tive lighting demand. 


particularly when it is as big as the automo- 


A great many jobbers’ salesmen have these little 
lamps in their catalogs, but overlook them as an op- 
portunity for a big volume of business. 

In handling automotive lamps it is mighty essential 
that the jobber’s salesman should be of real aid to 
the retailer. Remember that there are many differ- 
ent bulb sizes, voltages and candlepowers among 
these little lamps and that some are fast movers and 
some move very slowly. 

It’s up to you to watch the dealer’s stock. If he 
gets loaded up with slow-moving types of lamps and 
becomes disgusted with the business because he has 
no turnover, that’s your fault. On the other hand, 
you can’t supply him entirely with fast movers or he 
won’t be able to serve car owners adequately. It’s 
up to you to keep the dealer’s lamp stock balanced— 
enough lamps and enough different ratings to serve 
his trade, but not enough to handicap rapid turn- 
over. To do this for yourself 
what constitutes a well-balanced stock. Your lamp 


you must learn 
people can inform you if you do not already know. 
When you are able to serve the dealer in this re- 
spect you will be welcome and he will have enough 
confidence in you to let you go behind the counter 
and write out your own order for renewal lamps. 
Service to the Car Owner 

Here, as in all other lighting fields, real success 
is measured by good illumination, and not by the 
volumes of sales. Your dealer should know exactly 
what particular style and rating of lamp to supply 
for any lamp socket on any car. Make sure that he 
is supplied with the booklet or chart published by the 
lamp manufacturer, which gives this information. 


See that his lamp stock is arranged so that he can 


quickly find any particular lamp desired and impress 
it upon him that it is important that he be conscien- 
tious in supplying the right lamp for the particular 
car to be served. 

Then comes the matter of getting the right light 
on the road from headlights or spotlights. Not one 
car owner in a hundred knows how to focus a head- 
light bulb in a reflector and it is surprising how few 
dealers really know. Do you know, and could you 
show a dealer how to do it? If not, send a dime to 
the Motoring Service Department, Cosmopolitan 
Magazine, 119 West 40th street, New York City, 
the booklet, “Lighting and Lighting 

It will not only give you a simple, read- 
able and illustrated description of how to focus head- 
lights, but will also tell you the facts about cover 


and get 
Troubles.” 


glasses and about all sorts of car-lighting troubles. 


Merchandising Aids and Ideas 

Every dealer should be provided in some way with 
a store reminder to his trade that he handles auto 
lamps. This may be in the nature of a lamp stock 
cabinet upon his counter, a window display, a metal 
outdoor sign, or a transparency sign on his door. 

And once again the “Sell "Em Something More’”’ 
and “Ask ’Em to Buy” ideas will work beautifully. 
Every car owner ought to carry a set of spare lamps, 
and it takes but very little sales talk to convince 
him, especially if the dealer can hand him a whole 
set selected to fit his car and put in a lamp kit. Such 
kits may be obtained at small cost from nearly all 
This kit and the spare 


lamp idea will sell six lamps at a time instead of one 


auto lamp manufacturers. 
for any dealer who will honestly try it. Several 
lamp manufacturers now have two kits. One is a 
small collapsible pasteboard kit which may be given 
away by the dealer to the buyer of an extra set of 
lamps; the other is a more permanent kit which may 


be sold to the car owner for a small sum. 





This is the ninth of a series of articles giving condensed sales data on different phases of 
electric lighting. They are written expressly for jobbers’ salesmen, so they can furnish 
facts, figures and other definite information to their customers and thereby assist in the mer- 


chandising of lamps and lighting equipment. 
your lighting sales portfolio. 


Save these pages from month to month for 
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Eighteen percent of the industrial accidents 
are due to defective lighting installations. 














OBBERS, do you know that this is just an- | 

other way of saying that there are several 

hundred thousand industrial lighting jobs wait- 
ing for you? 


ESTINGHOUSE is here to help you get 

_that business. Dealer helps of all kinds, 
Advertising, and Lighting Specialists are at 
your service. 


ESTINGHOUSE - CUTTER _ industrial 
lighting equipment is the kind you would 


like to sell, the kind that means business 





Senden REM Boake ype, Nese friends and continued profits. 

the effective, well directed light in 

Sehies Beaned= Cor: Cou: erties, | F IT’S THERE, why don’t you get it? Write 

“eer to the address below for complete infor- 
mation. 


Westinghouse Electric & Manufacturing Company, 
George Cutter Works, South Bend, Indiana 


Westinghouse 
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OW I LANDED 









told by 


Sold Over His Head 


ROM time to time I had diplomati- 
cally tried all sorts of stunts to 
sell a certain manager, and had as 
often failed. It seemed that I could 
do nothing that would get me in his 
good graces. 
One evening, while puffing at my 
pipe in a hotel lobby, I got to think- 





HRS.HUSTLING” 


“-PLASHED THE RESULT OF 


ing about him, and an idea sneaked 
into my cranium. I hurried through 
the next two towns on my route, so I 
could have a full day in his. At 9 
o’clock that morning I selected a like- 
ly looking street and began tinkling 
the door bells. By noon I had con- 
vinced two housewives that they want- 
ed one of my vacuum cleaners, and 
had their orders in my pocket. 


At 2 o’clock I was in the manager’s 
office and advised him “it was a shame 
to sell over his head,” flashing the re- 
sults of my three hours of hustling. 
Well, the long and short of it was that 
he gave me an order for eight clean- 
ers, two to supply the women I had 
sold, and six for stock. Not only that, 
he presented me with a box of cigars 
in place of the commission on my can- 
vassing. 

D. P. WituiaMs. 


e* a 2 


Playing “Nurse Girl” 

HAD been trying for some time 

to secure an initial order from a 
certain dealer, but for some reason 
or other could not get an opening. 
I continued to call on this man every 
trip, though, and one time was 
there when his wife brought the baby 
down. He introduced me to his wife, 
and, of course, I had to take the 


Little stories of 
unusual sales~as 


salesmen. 


baby in my arms and play with it 
for a while. 

When, at last, I looked up the 
mother was gone. I had been so 
busy watching the baby laugh and 
play that I did not see her leave. 
The husband explained that she had 
gone shopping and had brought the 
baby down to leave it with him. Just 
as he was about to take the baby a 
customer came in and I had to take 
care of the youngster while he 
waited on the customer. Then the 
telephone rang, and more customers 


came in. It was a busy store. 
I was growing more and more 
nervous. Baby was beginning to be- 


come restless. Really, it was quite 
a relief when at last the mother re- 
turned. She did not take the baby 
at once, but began looking through 
my catalog. She found some table 
lamps she wanted, and, holding the 
baby with one hand, I wrote up her 
order with the other. Then the 
daddy began to take notice, and he 





added orders for a lot of wiring ma- 
terial, and has been buying from us 
ever since. 

A salesman must play many parts, 
but the role of “nurse girl” was en- 
tirely new. 

C. W. Hueues. 


* * 


Wiring Morley’s House 
OST salesmen, if given half a 
chance, will break up all 
casual conversation to relate the 
circumstances connected with their 
“hardest case,” the’ one that taxed 
them to the nth degree before they 

“swallowed their prospect.” 

The case I like to recall as my 
hardest was a regular rip-snofter. 





At the time I was selling for a big 
electrical jobbing and _ construction 
company in Brooklyn. This concern 
carried everything in the line of 
household utensils. 

There was, in a certain old aris- 
tocratic section of the city, an old- 
fashioned widower of fabulous 
wealth. He had retired from active 
business a few years before. His 





house—it really was a mansion—was 
a prodigious and capacious edifice 
modeled after the generous fashion 
of the early 80's. 

Mr. Morley—that was the old 
gentleman’s name—was so backward 
he didn’t have a bit of electric wire 
in his entire house; all the illumina- 
tion was supplied by gas. This ec- 
centricity of his was what pained 
me. If he had had only 10 feet of 
wire, I often thought to myself, | 
would manage to get something over 
on him, even if it was only a toaster. 
The wiring men of my concern— 
and of all rival houses—had long 
before given up trying to convert 
Morley to the point where he would 
see the benefit of electricity. 

However, one day he took unto 
himself a wife many years younger 
than himself. That interested me 
more than it did anyone else exclu- 
sive of principles and their relatives. 

I don’t know what the feminine 
of major domo is, but the cook in 
Morley’s house certainly expressed it 
nicely. She had been in his service 
for over 20 years, and practicall) 
ran the household, insofar as the in 
ner works went. Through a rela 
tive of mine I, unknowingly, mad: 
her acquaintance, and it was a week 
after the meeting that. I was mad: 
aware that she was refgning in Mor 
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Color Ray 


The twenty-five years 
of continuous and sat- 
istactory service have 
made X-Ray Reflec- 
tors the standard for 
show window hhtin3, 





Window 
Footlight 


is your Guarantee 


of quality 


This labelon -~ 
X-Ray Reflectors 


NATIONAL X-RAY REFLECTOR COMPANY 


NEW YORK CHICAGO LOS ANGELES 
Engineers in all principal cities 





An Ray Reflector for Every Ligh tin 1 Need! 
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‘The camera never lies, so this is no fish story. 





It was sent in by C. D. La Mee, 


sales manager of the Florida Electric Supply Co., Jacksonville, as a sample of a fair- 
sized afternoon's catch made by W. B. (Bill) Crane, purchasing agent for the South- 


ern Utilities Co., who, when he isn’t fishing, is located at Palatka, Fla. 


The string 


was so heavy Bill had to call on one of his assistants to hold up the middle while the 


picture was being snapped. 


Jobbers’ salesmen down Florida way all know Bill, but 


none of them can get close enough to him to find out where he makes the hauls. 





ley’s kitchen. This was good news 
for me. 

I made arrangements whereby my 
relation extended invitation to 
Her Majesty, the cook, to visit her 
This relative of mine 


an 


at her home. 
had a clothes washer and many other 
the 
evening Mr. Morley’s cook was per- 
mitted to operate some of these de- 


electric conveniences. During 


vices. . Needless to say, she was im- 
pressed beyond words at the ease 
with which she could run them; par- 


ticularly the clothes washer. 


“Your wash woman would not 
have stooped shoulders with this,” I 
said, while her enthusiasm was 


highest. “Is your new mistress up- 
to-date?” I added. 

“Up to-date!” 
“Sure, she’s ahead o’ date.”’ 

“Then she'll fetch the old fellow 
around and have him install electric- 
ity,’ I interposed. 

“Although I never did think much 
of electric things,” the lady went on 


she exclaimed. 


to say, “I’m beginning to believe we 
hard at the 
And I guess the young woman her 


work too down house. 


self will miss it, ‘for shé’s been raised 
pretty much on it I guess.” 


That was the beginning. After 
that night I knew she was on the 
electric side. The rest was ‘rather 
easy. I sought, through this lady, 
an interview with the young mis- 


tress. This was granted. 


She- was all one sided in:the mat 


ter. “Why, of we'll have 


electricity,” she vehemently protested. 


course, 


In departing, after that successful 
“Then T shall trust 
to you to seek an interview for me 


interview, I said: 


with Mr. Morley, so that I may ex- 
plain the money side of the case to 
him.” 

“Leave it all to me,” she said, 
with such an air of finality that | 
was almost swept off my feet. 

I got into communication with the 
wire department of my house and 
had several estimates drawn up, onc 
for the whole ‘house, one for each 
floor separately, one for the kitchen, 
another for this room and that; in 
fact, I wasn’t going to let him get 
away without securing a chance to 
get some kind of wire in that house. 

It was lucky I did that very thing, 
for the old gentleman couldn’t be 
induced, even by his young wife, to 
wire more than the kitchen. Need- 
less to say, it was not so much due 
to my salesmanship that we got that 
much. Even though I never did suc 
ceed in learning, I always believe it 
was none other than Her Majesty. 
the cook, who won the victory over 
Morley. However, a year later | 
was fortunate to see him not only 
putting in the clothes washer, but 
also making arrangements to have 
the other principal rooms wired. 

A. T. Noren. 








Next time you sell a 


looking over a shipment to one of his southern customers. 


really big order of schedule or other material, wander out 0! 
the shipping platform, take a look at the stuff piled up, and then swell out your ches! 
If there’s a snapshot artist handy, park yourself alongside and tell him to shoot 
Here’s Charles N. (Chick) Wiltbank, sales representative for the Bryant Electric Co 


Chick used to be assistani 


purchasing agent for the Philadelphia Electric Co. Supply Department, and then serv 


in the Signal Cerp. 


After the war he peddled lamps for the Franklin Division of th 


Westinghouse Lamp Co., and is. responsible for some of those brilliant lighting effec! 


in eastern Pennsylvania. 


He was Philadelphia district sales manager for the Man 


hattan Electrical Supply Co. for two years previous to joining the Bryant Electric C° 
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Boston, Mass. 


Brooklyn, N. Y. 














The WAHLE line of lighting fixtures enables you to meet every requirement, 
be it the Humble Cottage or the Pretentious Home, regardless of cost or grade. 
High class fixtures with prices within reach of all; that constitutes effective sales 
help—a real selling service. 


A Fair, Square Distributing Policy 
The dealer must be interested. Having the Wahle line will mean something truly worth- 


while to you in your business. Ask the many who already know—any of our present 
distributors. 


Just mail this advertisement to us, together with your card or letterhead. Catalogues and 
other information will be sent to you at once. 


Start Something Big—Do That Little Thing NOU 


DISTRIBUTORS 


Chicago, Ml, New York City Providence, R. I. 
States Elec. Co Electric Appliance Co Sibley-Pitman Elec. Corp Union Elec. Supply 
— = Western Elec. Co i F 
Albany, N. Y. Elmira, Ne Be yet x Richmond, Va. 
Supply & Equip. ( Elec. Supply & Equip. Co Norfolk, Va. Southern Electric 
Elec. Co. Hartford, Sem. seed antian Southern Electric Co san Francisco, Calif. 
Baltimore, Md. Elec. Supply & Equlj Oakland, Calif. Pacific States Elec. 
Electric Co ogre vy aT eee Pacific States Elec. Co Seattle, Wash. . 
Sai Peoria, I Pacific States Elec 
Pettingell-Andrews Co Los Angeles, Calif, ’. $ Blec. Supply Co Spokane, Wash. 
Pacific States Elec. Co = ; Pacific States Elec 
Western Elec. Co New Haven, Conn. Philadelphia, Pa. ‘ Springfield, MT. 

B . > Western Elec. Co Schimmel Elec. Supply Co , “aa. . on ‘ 
uffalo, N. Y. U. S. Elec. Supply Co 
Supply & Equip. Co Newark, N. J. Portland, Ore. Syracuse, N. Y. 

Elec. Co Western Elec. Co. Pacific States Elec. Co. Western Elec. Co 


ALBERT WAHLE COMPANY 





e Lighting Fixture — 
































Incorporated 


224 Fifth Avenue, New York City 
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Increase 


in Electric Ranges 
Statistics show that there are ap- 
140,000 electric ranges 
installed in the United States today. 
It is estimated that at least 54 per 
cent of these ranges are installed west 


proximately 


of the Rocky Mountains. About 6,- 
000 communities with electric service 
have special electric cooking rates. 
The records of the Associated Manu- 
facturers of Electrical Supplies show 
that 21,739 electric ranges were 
manufactured in 1919, and 41,000 in 
1920. It is estimated that 30,000 
electric ranges were installed in 1921, 
and it is predicted 100,000 will. be 
sold this year. 
* * 


Mazda Lamp Sales 


Of the Mazda type of electric lamp 
alone the General Electric Co.’s sales 
last year were about $62,000,000. 
Sales to the American public of elec- 
tric lamps by all manufacturers (ex- 
cluding miniature sizes) aggregated 
$93,000,000, of which $92,000,000 
was for tungsten filament lamps. 

A tremendous saving in cost of light 
was made possible by development of 
the tungsten lamp. Electrical statis- 
ticians have estimated that last year 
energy used to produce electric light 
cost the public about $500,000,000, 
whereas an equivalent amount of light 
with old type carbon lamps would 
have cost $2,000,000,000. 

In 1907 the 40-watt tungsten lamp 
cost $1.50. Today the price is 35 
cents, and it is estimated that eleven 
times as much light is obtained for 
the same expense. The Edison Elec- 
tric Illuminating Co., of Boston uses 
more than $500,000 worth of tung- 
sten lamps a year. 

* * * 


Making the Electric Sign Sell 
Goods 


Increased use of electric sign ad- 
vertising is predicted by Szgns of the 
Times, which points out that business 
conditions at present are very much 
the same as they were in the years 


preceeding the war. From now on 


= sa)e 









Facts and 


Figures 


am Al. 





electric signs must do more than cre- 
ate good-will; they must make sales. 
And to accomplish this will require 
the intelligent co-operation of the 
architect, the electrician and the ad- 
vertiser. 

Although many architects still re- 
gard signs as a parasitic growth upon 
the buildings the design, a few 
have accepted this form of advertis- 
ing and are including a sketch of the 
sign in the building plans just as 
they include the marquee and build- 
ing-front display lighting. This is 
certain to have a favorable effect on 
the daytime appearance. But it is 
the electrician’s problem to make the 
signs attractive at night. 

Because of the adoption during the 
last two years of higher wattage 
lamps for electric signs, it has become 
necessary to determine the relative 
size of the spot of light obtained from 
lamps of different wattages when used 
in electric exposed lamp displays, in 
order to predetermine the exact pat- 
tern of the appearance of the sign 
when seen at night. 


* * * 
Do You Know? 
That out of 10,000 employees, in 
factories and commercial houses, 


whose eye-sight was examined recent- 
ly, 66 per cent had faulty vision? 

That out of 42,000,000 people 
gainfully employed in this country, 
over 25,000,000 are handicapped by 
defective vision or eye-strain? 

That correct lighting will do much 
to improve this appalling condition? 

That successful salesmanship is 10 
per cent talk and 90 per cent getting 
ready to talk? 

That the hydroelectric and other 
electric power sources in California 
represent an investment of $408,000,- 
000? 

That in Milwaukee during 1921 
about 3,000 new and 8,000 old homes 
were wired and equipped electrically? 

That women are interested in re- 


sceiving lessons on how to operate an 


electric sewing machine? This was 


proved by the Kimball Electric Co. 


and the Brooklyn Edison Co., whic! 
received so many applications for in 
structions at their electric sewing 
machine classes that they were obliged 
to crowd three or four lessons into 
each session. 

That in the United States 84 elec 
tric light and power companies re 
ported selling to the public 570,000 
shares of stock during the year 1921. 

That 40 cents will buy a 30-candle 
power incandescent lamp, the manu 
facture of which entails 112 opera 
tions of precision and includes th: 
use of those rare metals, platinum 
and tungsten. Ordinary chimneys for 
oil lamps, a product simple to hand): 
and easily manufactured, sell for 25 


and 80 cents. 
* * * 


Inadequate Industrial Lighting 

Dr. George M. Price, writing on 
“The Importance of Light in Fac 
tories” in T'he Modern Factory, states 
that “light is an essential working 
condition in all industrial establish 
ments, and is also of paramount influ 
ence in the preservation of the healt! 
of the workers. There is no condition 
within industrial establishments to 
which so little attention is given as 
proper lighting and_ illumination. . 
Especially is this the case in many of 
the factories in the: United States. A 
prominent investigator, who had ex 
tensive opportunities to make observ: 
tions of industrial establishments in 
Europe as well as in America, states: 
‘I have seen so many mills and other 
works miserably lighted that bad 
light is the most conspicuous and gen 
eral defect of American factory prem 
ises.” 

“My own investigations for the 
New York State Factory Commission 
support this view. In these investiga 
tions it was found that 36.7 per cent 
of the laundries inspected, 49.2 per 
cent of the candy factories, 48.4 per 
cent of the printing places, 50 per cent 
of the chemical establishments, wer 
inadequately lighted. There 
hardly a trade investigated without 
finding a large number of inad: 
quately lighted establishments.” 


was 
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Season for this is 


Convenience—and convenience outlets—are 
most appreciated now. More electric irons and 
electrical devices are being used. More elec- 
trical cooking is done. Household tasks that 
can be performed electrically can generally be 
moved to more convenient locations. 


PAISTE Plugs and Receptacles can be made 
to serve the dealer as Profit Inlets as well as to 
serve the user as Convenience Outlets. 


















For the “convenience 


are aS convenient as 


recoil. 





Easy 





least Resistance.” 


THE HarTS HEGEMANMFao. 
«vwWAARTFORD, CONN., U.S.A. 


“The Line of Least Resistance”’ 





S¢ ason”’ 
H. & H. Tumbler Switches c 
i even a 
‘lazy’ man would desire. <A 
sweep of the elbow, wrist o 
hand works them—quiet, even 
pressure, no sudden jerk, n 


to sell—a variety of 
styles and every style up to 
the standard of “The Line of 
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PERTINENT SALES FACTS AND FIGURES 








page relates to no single manu- 
facturer’s products, and no pref- 
| erence is intended, the purpose 


| The information given on this 


being to furnish general sales 
data of use to jobbers’ salesmen. 





Just what is meant by gas-filled 
lamps? 

They are 
lamps with compactly coiled wire- 
drawn tungsten filaments operating 
in sealed bulbs containing an inert 
gas—either nitrogen or argon. The 
a much higher 
the of 
These lamps 


electric incandescent 


filament operates at 
than 
vacuum tungsten lamps. 
are some times called nitrogen lamps, 
but the most appropriate class name 
is “gas-filled tungsten lamps.”’ 


temperature in case 


Why and how were gas-filled 
lamps developed? 

To prevent the filament from de- 
composing, which it would do rapidly 
in air, all incandescent lamps until 
about ten years ago were provided 
with vacuum bulbs. It was known 
that the higher the temperature of the 
filament the more efficient the lamp 
would be; that is, the more light it 
In 


vacuum lamps raising the temperature 


would give for a certain wattage. 


above a definite limit hastened evapo- 
ration of the filament, since there was 
no air or gas pressure present to pre 
After much 
search it was found that by filling the 


vent disintegration. re- 
evacuated bulb with a gas that would 
not combine with the heated filament 
the latter be 
considerably higher temperature be- 


could operated at a 
cause the gas pressure retarded evap- 
oration. 

Introduction of the gas, however, 
increased the means for carrying off 
the heat of the filament to the glass 
bulb and thus lowered the tempera- 
ture. This is minimized by tightly 
coiling the filament so that it occupies 
only a small concentrated space that 
is but a fraction of the space taken 
up by the filament in a vacuum lamp. 
In small lamps the gain in temper- 
ature by gas filling is offset by the 
increase in heat dissipation so that 
lamps of 40 watts and less are always 
made in the vacuum type. 


What special characteristics do 
these lamps possess ? 

The most important feature of gas- 
filled lamps is their high efficiency. 
As intimated above, the efficiency de- 





Gas-Filled Tungsten 
Lamps 


pends on the size of the lamp; the 
larger the lamp the more efficient it 
is. For a 75-watt, 110-volt lamp the 
efficiency is 8.0 lumens per watt (the 
lumen is the modern unit of light), 
while for a 1000-watt lamp it is 17.95 
lumens per watt. Because of this 
improved efficiency all 110 to 125- 
volt incandescent lamps above the 
100-watt size are now always made 
gas-filled. 

Gas-iilled Jamps give a good per- 
formance throughout rated life, which 
is 1000 hours. Up to about 50 hours 
of use the lumens output and. candle- 
power rises slightly; after that period 
of usage it steadily decreases, but 
more gradually than with vacuum 
lamps, to about 92 per cent of initial 
at the end of useful life. Current and 
wattage consumption are very con- 
stant throughout life. The filament is 
highly concentrated and whiter than 
in vacuum lamps, thereby giving a 
very high brilliancy, which in many 
cases requires special means to pre- 
vent annoying glare. 


What are their relative advant- 
ages? 

Use of gas filling has resulted in 
extending the range of sizes of in- 
candescent lamps, so that they are 
made commercially up to 1000 watts 
and even larger for special uses. No 
other type of lamp can be made in 
so many sizes and for so many ser- 
vices. The incandescent lamp has 
therefore become the most used all- 
around lamp, replacing, because of its 
simplicity of installation and opera- 
tion and its low initial, operating and 
practically all 
other artificial light sources, electric 


maintenance’ costs, 


as well non-electric. 


Specifically, gas-filled lamps are 


the most efficient incandescent lamps» 


of 50 watts and over. They are 
whiter than other incandescent lamps 
and by use of specially prepared blue 
bulbs can be made to give a fair ap- 
proach of daylight color value with 
Their con- 
centrated filament permits quite ac- 
reflectors and 
projecting lamps so that gas-filled 


small loss in efficiency. 


curate focusing in 


lamps can be used for motion-picture 


In this department an effort 
is made to give to jobbers’ sales- 
men a summary of general in- 
formation about different staple 


out this sheet and save it. 






lines of electrical material. Tear | 





and stereopticon projection and for 
large headlights and spotlights. For 
these purposes and for street and in 
terior lighting they are rapidly replac 
ing the arc lamp with its troublesome 
operation. Their high efficiency also 
has made practical the use of indirect 
lighting of interiors and the attain 
ment of other improved and uniqu: 
lighting effects that were hitherto 
available only at prohibitive cost. 
When the lamps must be hung low 
or in the line of normal vision, the 
high brilliancy of the bare gas-filled 
lamp is its only disadvantage. How 
ever, this can usually be overcome by 
use of suitable diffusing or reflecting 
caps, shields, bowls, screens or shades, 
and while use of such devices lowers 
the efficiency somewhat it still leaves 


. 


a higher net efficiency. 


What are the standard shapes, 
sizes and voltages? 

The pear-shaped bulb has 
found best adapted for nearly all 
sizes of gas-filled lamps; it is standard 


been 


for all these lamps except street series 
lamps of 100 watts and less, which 
Standard 
sizes for 110 to 125-volt lamps are 
75, 100, 150, 200, 300, 400, 500, 750 
and 1000 watts; for 220 to 250-volt 
lamps the sizes are 200, 300, 400. 
500, 750 and 1000 watts; for 28 to 
32-volt lamps for country house light 
ing the sizes are 50, 75 and 100 watt: 


use the straight-side bulb. 


Street series lamps are rated b) 
current instead of voltage; 5.5-amper: 
lamps are of 60, 80, 100, 250 and 400 
nominal candlepower size; 6.6 and 
7.5-ampere lamps have these sizes and 
also a 600-cp. size; 15-ampere lamps 
are made only in 400-cp. size, and 
20-ampere lamps in 600 and 1000-c). 
sizes. 

For projection — th: 
standard lamps are the 400-watt tubu 
lar and the 400-watt round, while fo 
motion-picture projection they are tli 
1900-watt tubular long and the 30 
volt 30-ampere lamp. 

Blue bulb or daylight lamps ar 
made for 110 to 125 volts in 50, 75. 
100, 150, 200, 800 and 500-wat' 
sizes. Special daylight lamps fo 
photographic work are made in 100 
and 1500-watt sizes. 


stereopticon 
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‘“—and 25 lbs. more of 2-Plex” 


Tape is one of the staples of your business,—it’s the sugar 
of electrical jobbing. 


You've never worried much about pushing it because 
customers asked for it. You were always sure of some tape 
orders on every trip. 


Now comes along a new tape destined to revolutionize 
the tape business—in fact it is already doing it!—2-PLEX, 
the only tape that combines both rubber and friction in one. 


2-PLEX, which cuts the costs of taping in half while do- 
ing better, easier work! 


2-PILEX, approved by Underwriters, endorsed by engi- 
neers, wanted by every contractor who has ever tried it. 


If it was easy to sell the common ordinary “garden va- 
riety” of tape, what can you Bonus Busters do with 


2-PLEX! ! 


2-PL.EX costs no more to buy and means only /a/f the 
bother and expense of ordering, stocking, shipping and bill- 


ing—with NO LOSS IN PROFITS! 


2-PLEX atfords the jobber a substantial profit, is sold on 
most liberal terms—we provide fullest co-operation in sell- 
ing; 2-PILEX 1s being advertised everywhere. 





foremost electrical jobbers such as the Western Electric Co.—all branches— 
Doubleday-Hill Electric Co., Pittsburgh & Washington, Post-Glover Electric 






Co., Cincinnati, F. Bissell Company, Toledo, Interstate Electric Co., Birming- 
ham, Ala., Wetmore-Savage and Pettingill-Andrews Co., Boston, Stanley & 
Patterson, N. Y., etc., etc., all boost 2-PLEX. 


_RTB One trial on your trade and you'll 


ZA ) ‘soon hear this tune onevery trip—- 


“—and 25 pounds more of 2-Plex”’ 


Sf / 


a) ae Fee 
mt VOTH: We have some small ideal sample packages for those salesmen 
who want to carry it on their person to spring on thei 
customers. Write! 


The H. I. Diamond Holfast Sales Co. 


280 Broadway New York City 











It1s approved by the 


abe dhh 70! Boat DAA AAAAAAAAAAAAAAAAAAAAAAAAAAAAAA 
Fire Underwriter: 
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Market for Electrical Supplies 


Jobbers in Different Sections of the Country Report on Demand and Price 
Tendencies in Their Respective Territories 


those published last month it can be readily seen terial, wire, etc., and many jobbers say that a resumption 
that fall has brought a decided improvement in the of industrial operations on a large scale following the 
demand for practically all lines. Especially is this true of | settlements of the railroad and coal strikes will place 
motors and control apparatus, lamps, lighting equipment, _ business on a satisfactory level. A demand for electrical 
flashlights and batteries, and heating appliances. Activi- goods for holiday trade has already been felt in some 
ties in residential and commercial building construction localities, although it is a trifle early for a large volume. 


I N COMPARING the reports summarized below with have been responsible for the demand for schedule ma 






































































































































Ew MARKET PRICES 
e < x 
2:5 | Aug. 15 to Sept. 15 General Trend 
COMMODITY 2 8 COMMENTS 
: In- De- 
See Good | Fair | Poor ||creas- |Steady} creas- 
ing ing 
Transformers, insulators, and other Increasing demand, especially for transformers, in 
C.S. distribution equipment....... 63 12 38 13 5 58 0 central and southern states. 
Some large orders placed last month; number of 
Poles and pole-line hardware........ 68 20 37 ll 43 24 1 high-tension lines being built. 
' New buildings make prospects good for fall, espec- 
Switchboards and accessories........ 67 5 29 33 7 59 1 ially in panelboards. 
Reports indicate that market is showing stead) 
Motors and control apparatus....... 66 13 35 18 7 59 0 improvement. 
Sales continue to indicate very satisfactory de- 
Salety CWI dossier cn hieis.o pared 84 37 36 11 9 73 2 mand in all sections. 
Building operations have maintained market, and 
Winny Gavin. 3. 8.6 i Ses 91 58 33 0 25 66 0 priees are getting higher. 
Stocks are low in many distributing centers, with 
Conduit and fittings............... 91 52 37 2 45 40 6 prices increasing. 
Demand continues strong; prices fluctuating, with 
R. C. wire and cable. ............... 90 57 33 0 33 57 0 tendency to be higher. 
Keen competition reported in many sections, with 
WE BaWENG, 5 sk uate pues esa soins 81 23 44 14 40 41 0 active demand. 
Improvement shown in market as a consequence of 
ne een ee ee ee 91 45 43 $ 41 50 0 season. 
Increasing demand noted, especially in the central! 
Industrial reflectors................ 88 14 37 37 4 81 3 states. 
Purchases give encouraging outlook for good fal! 
Commercial lighting units.......... 84 16 41 27 0 80 4 business. 
: J Demand has increased, although reports of keen 
Street lighting equipment........... 67 12 19 36 1 65 1 competition on a price basis. 
, . Better demand in central and southern states: 
Heating appliances................ 89 18 57 14 6 67 16 dealers buying for holiday trade. 
; 3 Some overstocks reported, although more sales o! 
Motor-driven appliances............ 69 6 28 35 2 61 6 cleaners. 
Season over, except in the South, where some job 
a eer are eer 79 3 14 62 3 59 17 bers are still doing good business. 
Indications are that expected return of demand '- 
Ras keibtadis hoe dmeeebiees wails 75 6 41 2 | $8 34 38 rapidly materializing. 
Improvement in turnover reported by a large pe! 
Flashlights and batteries........... 90 14 60 16 5 81 4 centage of jobbers. 
Market still comparatively dull, with few excep 
Telephone equipment.............. 61 6 15 40 1 59 1 tions. 
Fair market; may get better when demand fo: 
Storage batteries... ............06. 56 12 20 24 2 51 3 radio equipment increases. 
But very little improvement in-market; construc 
WE cave creeeneraeurcniorenin 44 3 18 23 1 43 0 tion may increase demand. 
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New Short Back Receptacles 
for Ceiling Lights 








The Demand for a 
Short Back Receptacle 
‘ for Ceiling Lights 

is Met by 



































P&S 997 og & S P&S 999 

8 inch Chain 3 foot Chain 

with Insulator ko and Ball 

For Side Wall For Ceiling 

Fixtures Light 
Write for a Sample of This 
New P&S Device 
| Pass & Seymour, Inc. 
Solvay, N. Y. 
New York Boston * Philadelphia Chicago San Francisco 
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New Men for W-E Branch in 
Grand Rapids 

A. Schwenck, manager of the West 

Co. 

Rapids, Mich., has announced that H. 


ern Electric branch in Grand 
.. Trimble, formerly in business in 
Des Moines, Ia., has been appointed 
specialty sales manager, and that J. J. 
McHenry, formerly connected with the 
Chicago office of the-General Electric 
Co., has joined the sales force and will 
cover southern Michigan. 
* * ao 


Changes in Nagel Company 
Personnel 
The W. G. Co., 


Toledo, Ohio, recently made a num 


Nagel Electric 
ber of changes in its sales depart 
ment. G. D. Cole, formerly secretary 
of the company, has been appointed 
general sales manager; Charles Vadas 
has been placed in charge of the sup- 
:ply department, Byron C. Drewior in 
icharge of radio department, Fred W. 
‘Kiemle in charge of machinery sales, 
and M. E. Thierwechter, formerly of 
the Toledo of the 
Electric Co., in charge of the appli- 
The Nagel company has 


branch General 
ance sales. 
recently started the manufacture of 
several specialties, including special 
moulded insulation sockets for radio 
and automobile use. 


* * * 


C. A. Felker Resigns 


Announcement has been made that 
C. A. Felker, sales manager for 
Swords Brothers Co., Rockford, has 
tendered his resignation taking effect 
September 30. As yet his successor 
not Prior to 
connection with the Swords company, 


has been named. hi: 
he was in the sales department of the 
Central Electric Co., Chicago, for 
16 years, the last three of which he 
held the position of country sales 
manager. This sales work took him 
into practically. all of the central 
states, where he is very well known. 
Before going with the Central Elec- 
tric Co., Mr. Felker was an electrical 


‘engineer, having had charge of some 


BSD. 





very large construction projects in the 
lighting, power and railway fields. 
He has not announced his plans as 
yet, but is planning to spend the fall 
and winter on the Pacific Coast. 

* * * 


Erner Electric Co. Holds Its 
Annual Outing . 


cooked 
great iron kettle by George S. Milner, 


Yellow bantam corn in a 
general manager of the Erner Elec- 
tric Co., Cleveland, was one of the 
features of the company’s annual out- 
ing, held Aug. 26. 
second to the eats was the baseball 


Running a close 


game between the Swivel-Chair Warm 

ers and the Peddlers, which the former 
won hands down, 31 to 6. Other events 
include a clothespin race for the wom- 
en, three-legged race for the men, and 
a wheelbarrow race, in which Wilson, 
of Youngstown, showed a surprising 
burst of speed. Everybody had a good 
time, so Bill Adams and Jack Cud- 


more could go back and do some work. 








S. H. MacNeil was on a big fishing trip 
this summer and he was just telling the 
boys about a big one that got away when 
we interrupted him to have this picture 
taken. Evidently Mac, who is treasurer of 
the C. J. Litscher Electric Co., Grand 
Rapids, Mich., likes the purr of the’ spin- 
ner better than the click of the camera. 











Interesting Program at Central 
Division Meeting 

A wide range of subjects of more 
than usual interest featured the meet 
ing of the Central Division of the Elec- 
trical Supply Jobbers Association. 
held at the Hotel Sherman, Chicago. 
Sept. 6-7. Addresses were made on 
such timely topics as radio, the Marsh 
patents, statistics on operating ex 
penses, house organs and trade asso 
ciation work, and each topic caused 
considerable open discussion by the 50 
or more jobbers in attendance. W. 
R. Herstein, Memphis, chairman of 
the division, presided at the three ses 
sions, 

The subject of “House Organs” 
was discussed at length by V. G. 
Eastman, sales manager of the Erner 
& Hopkins Co., Columbus, Ohio, who 
is largely responsible for “The Liv 
Wire,” known as one of the best house 
organs issued in the electrical jobbing 
field. He said that there was no doubt 
as to the value of a house organ in 
building up good-will, and that the 
returns in increased sales are propor 
tionate to the effort made. 
possible reasons for failure are lack 


The only 


of supervision of the mailing list and 
lack of a constructive editorial policy 

Speaking on the “Expiration of th« 
Marsh Patents and the Effect on th: 
Industry,” George A. Hughes, presi 
dent of the Edison Electric Appliance 
Co., Chicago, said he did not expect 
to see any material changes in man 
ufacturing and market conditions in 
heating appliances when the Marsl) 
patents expire Feb. 23, 1923. It is 
now an open market, and standard 
products are being sold on the basis 
of manufacturing costs. Instead of 
reductions the tendency will be to 
strengthen prices. It was his opinion 
that good: business in heating appli 
ances can be expected this fall, and 
that the coal shortage and railroad 
strike would result in assisting sales 
In the general discussion that fol- 
lowed the question of offsetting. th: 
cost of handling parts was brough' 
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SELECTION ofr WiREMOLD CONDUIT sy 
THE Fuccer Grusw COMPANY FOR USE 
THROUGHOUT THEIR NEW MAMMOTH FACTORY 


REPRESENTS AN ENDORSEMENT OF ONE OF THE 
COUNTRYS MOST PROGRESSIVE INDUSTRIAL ORGANIZATIONS 
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Here are 75 emploves of the Hatfield Electric Co., Indianap- 
olis, Ind., and their families, who attended the company’s fourth 
annual picnic this summer at Flat Rock Cave, 38 miles southwest 
The trip was made by auto, over 60 cars being 
in the procession, and every one of them owned by a Hatfield 


of Indianapolis. 


own conclusions. 


employe, which would lead to the belief that prosperity has 
come to stay and is being shared by them.. Thomas E. Hatfield, 
general sales manager, didn’t say they had a good time, but 
with 75 families, games, eats and a cool spot, you can draw your 





up, along with that of servicing appli- 
ances sold by deparment stores, etc. 

H. F. Thomas, president of the 
Northwestern Electric Equipment Co., 
St. Paul, spoke on “‘Statistics,” refer- 
ring particularly to the relation of op- 
erating expense to net sales, and pre- 
senting a tabulation, reproduced here- 
with, showing the combined sales and 
expenses for 27 jobbing houses which 
reported in response to a question- 
naire sent out by the committee on ac- 
counting and statistics, of which he is 
The figures for the five 
houses which were included in the 
study made during 1920 and 1921 
were also presented, and, as will be 
noted, correspond closely to those ob- 
tained: for the 27 houses. The latter 
includé*jobbing concerns doing an an- 
nual business ranging from $300,000 
to $4,000,000, so that the totals and 
averages are considered fairly repre- 
Mr. Thomas said that an 
attempt was made to get similar fig- 
ures for jobbers in other lines, but 
that it was difficult to do so. It was 
found, however, that in the hardware 
trade the percentage of operating ex- 
pense to sales was also approximately 
19.2 per cent. 

A. A. Bucher, sales manager for the 
Radio Corp. of America, outlined in 
a general way some of the policies 
adopted in regard to jobber distribu- 
He said the Radio Corp. has 
practically completed its list of dis- 
tributors, and that its policies were 


chairman. 


sentative. 


tion. 


being firmly established. Particular 


attention was called to the fact that 
there is no basis for the rumors that 
present equipment will be superseded 
in a short time by more highly devel- 
oped apparatus. For instance, he said 
the Armstrong  super-regenerative 
hook-up was still in a laboratory 
stage, and that the development work 
necessary to get it into a commercial 
stage may take a year or two. Mr. 
Bucher also touched on broadcasting 
problems, patent matters and other 
subjects in connection with the devel- 
opment of the radio field. 

Through the courtesy of the Auto- 
motive Equipment Association, Frank 
H. Tobey of the Rothacker Film Co. 
showed a three-reel film produced to 
assist the campaign for automobile ac- 
cessory sales. Percival Stern, presi- 
dent of the Interstate Electric Co., 
New Orleans, emphasized the value of 
the film and suggested that favorable 
action be taken on the proposed “Sell 
"Em Something More’ film at the 
Cleveland convention of the E. S. J. A. 

An exceedingly encouraging mes- 
sage was given by P. M. Trout, of 
the Babson Institute, in conjunction 
with his talk on “Trade Associations 
and Their Work.” After telling how 
trade organizations can be of assist- 
ance to their industries, especially in 
solving the distribution problems and 
gathering statistics, he said that for 
the first time in two years it can be 
confidently stated that business is on 
the up-grade. ; 

Quite a number of the jobbers ac- 





NET SALE AND OPERATING EXPENSES FOR 1921 
TWENTY-SEVEN HOUSES 


FIVE HOUSES 





Sales snithisacisdanchh aah aiptRcaeesticsasbie $34,938,332 $10,205,376 
Administration expense......................... - - 1,499,562 4.29% 388,447 3.81% 
Financial and accounting. »..2..<2:.-<-.4.>4,061,972 3.04% “221,639 B1T% 
Selling ..... 2,801,531. *“8,02% 875,597 8.58% 
Warehousing 1,844,918 B.85% 377,880 8.70% 
Total es Sas ods nae $ 6,707,983 19.20% $ 1,863,063 18.26% 










































cepted the invitation of George A. 
Hughes for golf and dinner at the 
Riverside Country Club. T. J. Creag- 
head, Cincinnati, shot an 82 for low 
gross; R. P. Oblinger, Indianapolis. 
had low net, and H. F. Thomas, St. 
Paul, and F. D. Van Winkle, Cin 
cinnati, won first and second in the 
blind bogey competition. 
* * * 


Sibley-Pitman Active in Sale 
of Lighting Equipment 
Marshall D. Nutt has recently been 
placed in charge of the lighting de 
partment of the Sibley-Pitman Elec 
tric Corp., New York City. This 
company is actively pushing the Al 
bert Wahle line of home lighting fix 
tures and also commercial and indus 
trial lighting equipment. Previous to 
this appointment, Mr. Nutt assisted 
the dealers in securing new and re- 
newal lamp contracts throughout the 
Metropolitan district of New York. 
* * * 


Robertson-Cataract Sells 
Stock to Employes 


In order to secure additional capi 
tal with which to seize its rapid), 
growing opportunities, the Robertson 
Cataract Electric Co., Buffalo, N. Y.. 
is offering a limited amount of its 
treasury stock, common and prefer 
red, to its employes and through them 
to the public. 

No changes in the control or po! 
icies of the company are contem 
plated. Since 1902 the control of « 
substantial majority of the tota! 
issued stock of the company has bee» 
in the hands of the Robertson and 
Sidway families, and according to W 
E. Robertson, the. general manager 
of the company, it will remain ther: 
after the sale of the present offering 
“In the past,” says Mr. Robertson 
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A Profit-Building Convenience 
Tap -lite Device in a Sales-Making, Dis- 


penser-Display Counter Stand 
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WARMOWIZES WITH BRASS 
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A new and ingenious conven- 
ience device, with many unusual 
features: 


+2 
|" 


1. Goes where any lamp goes. 


2. Side outlet is a Standard Con- —- 
caidedans Sletten tar @eemtiond The usefulness of the device is easily un- 


Attachment Plug Cap. derstood by the customer. The counter- 
stand makes the device easy to sell, but 
secure against theft. Write to your elec- 
trical supply jobber for full information 
or address our nearest office. 


3. Tap-lite can be turned around 
to bring side outlet to any con- 
venient position. 


4. Lamp Hangs Straight Down. 


5. Tap-lite takes any shade holder BENJAMIN ELECTRIC MEG. CO. 
for glassware. ‘ 
847 W. Jackson Blvd., Chicago 
6. Tap-lite finish harmonizes 247 W. 17th Street 580 Howard Street 
with brass fixtures. New York San Francisco 
HMMS LTT 


BEN/A! 


Makers of Things More Useful 
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At the Drake 


CHICAGO 


N electrical installations where only the best is 

good enough, Appleton Unilets are the standard 
fitting. They simplify the most complex wiring 
and assure trouble-free service. 

Contractors find it decidedly to their advantage 
to standardize on Unilets. The pressed steel con- 
struction makes possible greatly increased wiring 
space with no increase in the dimension of the 
fitting. The lighter weight of this construction also 
makes handling easier and more rapid. There is an 
Appleton Unilet for every requirement. Show the 
men you call on the advantage of standardizing on 
them and you'll make your work easier and more 
profitable. 


oe 





te 
i 
Appleton Products \ 

Include :— 


“Unilets,” Outlet Boxes 
and Covers, Laundry 
Fittings, Locknuts and 
Bushings, Meter’ Ter- 
minal Fittings, Entrance 
Fittings, Conduit Clamps 
and Hangers, Switch 
3oxes, AutoReelites and 
Reelites. 





Among many interesting Unilet in- 
stallations at the Drake Hotel is that 
cevering the two large motors that 
drive the vacuum cleaning system for 
the entire building. 


APPLETON ELECTRIC COMPANY 
1708 Wellington Avenue at Paulina 
CHICAGO bv: 


“UNILETS” 


REG. U. S. PAT. OFF. 





























“our employes have subscribed liber- 
ally to both common and preferred 
stock which has at all times been 
offered on exactly the same basis as 
that upon which the officers and di 
rectors have purchased.” 

“Employes’ holding at _ present 
amount to $181,300. In giving public- 
ity to this offering it should be under 
stood that there is no radical change in 
our policy of the past. This is not 
a new issue created especially for the 
purpose of raising additional funds, 
but is an allotment of unissued shares 
of the treasury stock of the company 
held in reserve in anticipation of such 
an opportunity for business expansion 
as the present offers. 

“In selling this stock the only de 
parture from our policies of the past 
is in respect to permitting the public 
to subscribe through our employes. 
This action has been taken becaus: 
the additional capital that can be used 
to advantage is in excess of that which 
our employes can absorb. The stock is 
being sold entirely through the em 
ployes.” 

* * * 


Moves to Larger Quarters 


The M. Blumberg Electric Co., De 
troit, Mich., recently moved from 142 
to 325-27 Jefferson avenue east, 
where it occupies six floors with about 
24,000 sq. ft. of floor space. The 
company is equipping a salesroom for 
fixture displays, where dealers can 
bring their customers and show them 


different designs. 








Backed up against the hydrant is ! 
Fague, who sees that everything run 
smoothly in the Western Electric Co 
branch office at Grand Rapids, Mich. ©» 
the right is “Herman, the indespensi) 


. 


office boy.” 
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THE SHALLOWEST LINE 











of FLUSH SWITCHES| 


—ON THE MARKET 


HE porcelain cup Sut 1 inch deep relieves the 
wiring jam in metal lath and shallow par- 
tition work. The newly gained space simply 
swallows up the problem of wiring in a 2-inch 


partition arid an inch-and-a-half wall box! 







— So far the only switch suitable for all-round work and 
specialized for metal lath and plasterboard construction. 
Made shallow without loss in mechanical service or 
electrical safety;standard Arrow construction throughout. 







The push-buttons have a stroke of a mere quarter inch, 


always setting at right-angles with the switch plate. 






Arrow Shallow Flush Switches come in push-button 
and toggle types, in all the regular styles, and at no 


price-advance over the regular line. 


-BHE ARROW ELECTRIC CO., 
HARTFORD, CONN. 


The AR RE R O iring WwW 
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THE BEST 
RECIPE— 


to lighten bunches Seber fe 0 

kitchen light. Most every culinary 
task is done with your face to the 
wall and your back to the light, 


ny low: ing, unshaded 
hachen Tight makes annoying 
shadows and blinding glare. 


To be good your kitchen light must 
be clase co Bes cate = have a 
Mazda 


in your kitchen will make your 
work easier, your kitchen brighter 
and you happier. 
Let us install a Baby Denzar and 
ive you the joy of a real kitchen 
fant If you live in a rented house 
you can easily take Baby Denzar 
with you when you move. Best of 
all, Baby Denzar is inexpensive. 





















































A miniature reproduction of a two- 


column Baby Denzar 


ad nine inches deep. : 
electros of this ad are furnished to 
dealers on memorandum. 





Back Door Stuif 


If you were told of a fertile field 
in which over %0 million dollars’ 
worth of ‘lighting equipment 
could be sold at retail, wouldn’t 
you perk up a bit? W ell, here it 
is—The American Home Kitch- 
en. Roughly there are 8 million 
wired homes in the United States 
and not one in ten has the right 
kind of a kitchen light. In other 
words, there are more than 7 
million prospects for Baby Den- 
zar and since the retail price 
(without lamp) is about $10.00, 
the possible sales market is over 
70 million dollars. 

Nine out of ten kitchen lights either 
hang too low, or are unshaded, or 
both. And since most every culin- 
ary task is done with the face to 
the wall and the back to the light, 
sharp shadows result, while lack of 
proper diffusion makes blinding 
glare. To be good, a kitchen light 
should be close to the ceiling and 
have a 75-Watt Mazda C lamp or 
larger. To be best it should be a 
Baby Denzar which is made espe- 
cially for kitchen lighting. 


With these figures staring you in the face is there any reason why yOu 
and your house shouldn’t preach the gospel of a good kitchen light to 


every dealer and his salesmen? 


Any person who has the slightest right 


to call himself a salesman can take a flivver full of Baby Denzars and by 
back door stuff—actually demonstrating Baby Denzar to the housewife 
at the back door—make a good living for himself and ample profits for 
his employer. Baby Denzar is packed in the famous Denzar unit shipping 
carton ready for reconsignment—How many do you want? 


BEARDSLEE CHANDELIER CO. 


218 So. JEFFERSON STREET, CHICAGO, ILL. 
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Jobber at Albany to Build 


The Electric Supply & Equipment 
Co., Hartford, Conn., has placed a 
contract for a oq building for its 
branch at Albany, N. Y. ‘The build- 
ing will be four Het high, of brick 
construction, and will be located at 
Broadway and Church streets. 

ee ee 


Higgins Joins Western Electric 

W. L. Higgins, with the Stuart- 
Howland Co., Boston, for the past 
five years, and with the Belcher & 
Loomis Hardware Co., Providence, 
R. 1., for eleven years prior to that, 
has become connected with the Prov 
idence office of the Western Electric 
Co. 





* * * 

| Heads Fixture Department 
| _E. F. Irlbacker has been appointed 
| head of the fixture department of the 
| Hartford (Conn.) Electric Supply 
| Co. Formerly he was _ connected 
| with Hitt & Brown, Norfolk, Va., and 
| prior to the war was on the staff of 
Mitchell, Vance & Company, New 
| York City. In his new post he will 
have charge of both wholesale anc 
retail sales. 














To swim or not to swim, that is tie 
question, We happened to catch B. ©. 
Weiss, of the Greenfieid Electric Supp!y 
Corp., Brooklyn, down at the beach when 
he was deciding to resist the temptation 
to climb into a bathing suit. 
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C-H Wall Elexit Re- 
ceptacle LX-161, Oval 
Plate LX-301, Plug 
LX-511, 

























Add to Your Weekly 


Sales 









C-H Elexit Ceiling Plug 
with Cover. 


The spreading of the Elexit idea has opened 
up an additional market. Contractors who in- 
stall C-H Elexit Receptacles at all ceiling and 
wall outlets will be ready to buy. 



















The Elexit Plugs for use on fixtures are re- 
quired by all who make, assemble, or install the 
lighting equipment. 










C-H Threaded 
Elexit Ceiling C-H Elexit 


Plug. Wall Plug. 





Ar 
SF 


Elexits allow the trying out of fixtures in 
various locations after decorations and furnish- 
ings are complete. They allow the changing of 
S fixures at any time—resulting in a larger mar- 
ket for fixtures and greater sales. 















Af~ 





: If you haven't the C-H Elexit sheets for your 
catalog—drop us a line and they will be sent 
you promptly. 


THE CUTLER-HAMMER MFG. CO. 


Switch and Specialty Department 





iv 













Works: Milwaukee, Wisconsin. 








C-H Elexit Wall 


Receptacle LX-111 . y 

with Narrow ; 

Oval Plate : 

LX-311. C-H_ Elexit Ceiling Receptacle vv ve ve v wa 


LX-200 with Flush Plate. - ie i —v 


eH Flexits 
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Standardize 
on these specialties 


T will pay you in volume of sales 
and in substantial profits to 
stock Redtop business-getting elec- 
trical appliances. Nationally ad- 
vertised — widely demanded — 
reasonably priced. P 


TOO 


Toaster with  self-ad- 
justing bracket. 
Price 


4 $4.50 





No. 104—Stove 
and Toaster..$6.25 


Aluminum Cooker 





With this com- 
bination you can 
grill, boil, fry and 
toast. Two opera- 
tions at same time. 











Size 7” by 14” 


No, 209—Duplex Kitchenette and 
Toaster. Two heat regulation. 
ig. a einer tic hi toy renter $9.50 


Tested and approved by Good House- 
keeping Institute. 


No. 324—Three 
Heat Iron, High, 
Low and Medium. 


Price 


Tested and ap- 
proved by Good 
Housekeeping and 
Tribune Institutes. 





Send for catalogue and trade prices! 


REDTOP ELECTRIC CO., Inc. 
Sole Manufacturers of the Fitzall Plug 
8 West 19th St. NEW YORK, N. Y. 








Atlantic Division Meeting 

There will be a meeting of the At- 
lantic Division of the Electrical Sup- 
ply Jobbers Association at the Belle- 
vue-Stratford Hotel, Philadelphia, 
Oct. 6, according to an announce- 
ment sent out by E. Donald Tolles, 
secretary, 165 Broadway, New York 
City. 


* * * 


“Chris” Goes to Europe 

C. J. Litscher, president of the 
C. J. Litscher Electric Co., Grand 
Rapids, Mich., sailed Sept. 14 on the 
Manchuria for Europe, landing at 
Cherbourg, France, and proceeding to 
Paris, Berlin and Vienna. He will 
also visit Switzerland, where he has 
relatives. His trip will be one of busi- 
ness and pleasure combined, as he 
intends to investigate the Bohemian 


glass industry for several American 
firms. He will return about Nov. 1. 
* * * 


Sales Instruction Meetings 


Glenn - Smiley, sales manager of 
the Commercial :Electric Supply Co., 
Detroit, while talking to a represent- 
ative of THE JospsBer’s SALESMAN, 
recently said he> helieved that his 
company has inaygurated a novel 
method of instructing its salesmen 
on the Westinghouse line of products, 
for which it is a distributor. These 
meetings are held Monday evenings, 
and each week one of the salesmen 
gives a talk on one of the Westing- 


house items. He comes prepared to 


answer all questions and explain th: 
product in detail. Mr. Smiley said. 
“T believe that not only the man who 
prepares a talk of this kind, but th: 
other men also learn more about dif 
products and better 
equipped to answer the questions ot 
their customers.” 
* * * 


Broughton in Los Angeles 

H. B. Broughton, formerly of th 
Illinois Electric Co., Chicago, is now 
in Los Angeles, Calif., where he ha; 
charge of the Apex-Rotarex depart 
ment of the Illinois Electric Co. Mr 
Broughton was’ with the compan) 
from™1913 to 1919, going from ther 
to Minneapolis, where he was Apex 
Rotarex for three 
years. 


ferent are 


representative 


* * * 


Ermsco Activities 
William G. 
been assistant to the sales manager of 
the Electric Railway & Manufactur 
ers’ Supply Co., San Francisco, for 


Ackerman, who has 


four years, is now doing city sales 

work, 

Remler line of radio products. 
* * * 


Puts In Fixture Line 


The Victor Electric Supply Co., 
Detroit, has recently taken on the 
Moe-Bridges lighting fixture line, and 
has opened a display room for the 
convenience of customers. W. L. 
Startsman has been appointed man- 
ager of the fixture department. 


The company has taken on th. 








% 





1892 


business life. 





September Twelfth 


HIS day completes for us a full measure of thirty years’ service. 

Each of these years has had its own place in the growth of the 
industry; each of them has brought us to a place of .wider 

usefulness, has marked the beginning of new business ties and has 


cemented older ones, of which not a few cover the full period of our 


“| Growing with the industry, we hope to continue to meet the daily needs 
of our friends and to search out that which is good for the call of tomorrow. 


{| Our ability to do this rests with you, whose favor has thus far been 
ours, and with your help we look forward to greater usefulness in a 
work which is doing so much for the uplift of mankind. 


Che Post-Glover Electric Company 


1922 








September 12 marked the thirtieth anniversary of the Post-Glover Electric Co., Ci 
cinnati, and engraved cards, of which the above is a reproduction, were sent to tl 


company’s customer friends. 


unique in an industry as young as our own. 


The completion of a 30-year business period is rather 
‘ Of the seven men who made up the ent!" 


personnel of the company on Sept. 12, 1892, three of them—F. W. Van Winkle, pres 
dent, George N. Devou, vice-president, and Mr. Schlewinsky—are still active in t!: 


business. 
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Packed in handy, attractive, brown and blue 
packages holding four fuses; also in standard 
cartons of 50 and 500. 





Consumers quickly appreciate the great convenience that Clearsite Fuses 
give. Not only the positive operation and ease of detecting when and 
why they blow, but the chance to always have a supply of good fuses 
on hand when needed makes a strong appeal to the user. Actually, 
many dealers say they sell four fuses now more easily than they sold 


one in the past. 


Here are ten sound, sure selling arguments:— 


1—Easily inspected. Capacity plainly visible. 

2—Small, strong, clear window permanently attached. 

&3—Link melts immediately under the window. 

4—Economy “Drop Out” Link used exclusively. 

5—Insulation cap has fluted grip. 

6—Screw shell is securely fastened. 

7—Breakage eliminated in handling or use. 

8—Lighter weight minimizes freight costs. 

9—Priced right to jobber and consumer. o 


10—Packed in usual standard carton quantities and in attractively 
colored retail packages. 


Have your dealers write for details of our consumers’ retail package 


and merchandising plan; also window and counter display material. 





Economy Fuse & Mfg. Company 


Greenview Ave. at Diversey Parkway 


CHICAGO, U. S. A. 


Shows when it blows 
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Tungar advertisements 
appear in leading radio 
papers 









Be ready to sell 
Tungar this fall 


With the reawakening of popular interest in radio con- 
certs this fall when cool nights bring in strong signals 
and the home fireside seems more inviting, battery char- 
gers will again be in demand. 
















Tungar Battery Charger 


is not only a device proved by years of satisfactory ser- 
vice, but it is well advertised to those who ought to 
have it. 


Besides the attractive window display pictured on this 
page (so arranged as to tie in well with a showing of 





h 3 cells at 5 i istri i . 
one nen "Tse (oth seaple ettaceonan) radio goods), booklets for consumer distribution are sup 
a a plied, and consistent, steady advertising has already be- 


gun in Popular Science Monthly, Q.S.T., Radio News 
and the Wireless Age. 


Tungar dealers now receive the most complete line of 
sales helps offered by any manufacturer of radio ma- 
terial. Ask thenearest G-E distributor, or write for prices 
and discounts to Merchandise Dept., General Electric 
Company, Bridgeport, Conn. 


General@@Electric 
Samigae Company sivas 
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And Christmas Cheer 


offers sales opportunities 


With the approach of the holiday season, dealers 
must consider stocking the goods they will need 
for Christmas buyers. 


G-E Christmas Arborlux 


( The Combination Toy Transformer 
.and multiple Xmas Tree Lighting Set 


will be a popular seller this year. Magazine 
advertising appearing in the December magazines 
which are issued the middle of November will 
contain Arborlux advertising to the extent of over 
a million anda half copies. This will be support- 
ed by window display suggestions and other 
dealer helps. 

This is the season when Jobber’s Salesmen should stock dealers 


with “‘the light that never fails.”-— Address any G-E-distributor, 
Merchandise Dept., General“ Electric Co., Bridgeport, Conn. 


General Electric 


gauge Company 
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Sales Offices in 
all large cities 
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Celebrate Fortieth Anniversary 
of Edison Service 


Tribute was paid to Thomas A. 
Edison for his work in developing 
the multiple system of electrical ‘dis- 
tribution at a banquet in the Hotel 
Commodore, New York City, on Sept. 
11. This date marked the fortieth 
anniversary of the establishment of 
the Pearl Street station in New York 
City, the first 
station to be opened in the United 
States using the system of multiple 
distribution. 
tral station men were present at the 


which was central 


Many prominent cen- 


banquet, which was given by the New 
York Edison Co. 
the art were recalled by several of 


The early days of 


the speakers, and the debt which hu 
manity owes to Edison was repeatedly 
emphasized. 

During the evening the original 
chandeliers wired by Edison were 
lighted and contrasted with a 100,000- 
cp. incandescent lamp, the latest and 
largest development in lamp manu- 
facture. 


* * * 


1923 Fixture Market to Be 
Held in Cleveland 

At a meeting of the lighting fix 
ture market committee, held in Phila- 
Sept. 6, 
selected as the location of the annual 
lighting fixture market, which will be 
held in one of thé leading hotels in 
that city Jan. 15-20, 1923. 

In reaching this decision the manu 
facturers feel that the fixture market 
is no longer an experiment but an 
economic necessity, and since the mar- 
ket this year will be confined very 
closely to the interests of the light- 
ing fixture dealers, the illuminating 
manufacturers and the 
lighting fixture manufacturers, the 
business atmosphere of a hotel is more 
conducive to a successful market than 
a public hall. No appeal is to be 
made to arouse local public interest 
as heretofore. 

The National Council Lighting Fix- 
ture Manufacturers will not hold con- 


delphia, Cleveland was 


glassware 








vention meetings during the market, 
the date for its annual convention be- 
ing set for next summer. However, a 
keen interest will be shown by the 
manufacturers in the dealers’ conven- 
tion sessions and no doubt they will 
participate to some extent in the dis- 
cussions. 
* * %* 


Martin Wolf Talks to Electric 
Club of Chicago 


Martin J. Wolf, sales manager of 
the Manufacturing Co., 
St. Louis, gave some interesting facts 
in his talk before the Electric Club 
His subject, 
Salesmen,” 


Bussmann 


of Chicago on Sept. 26. 
“The 
braced many angles affecting sales 
Mr. Wolf quoted fig- 


ures from an investigation made in 


Turnover in em- 


management. 

















We forgot to ask Jamey his initials, but 
anyway ‘this is Jamison, of the Westing- 
house Eleetric & Mfg. Co. at Los Angeles, 
who handles the merchandise end of the 
company’s affairs in southern California. 
They may make them taller than Jamey, 
but even Shorty Sherman couldn’t get 
around any faster than he does. 





EW; 


Gy 













































St. Louis which showed a turnover 
among salesmen in diversified indus- 
tries ranging from 15 to 300 per cent. 
One electrical jobber’s turnover was 
At a cost of $100 to 
#$1.000 per man, these figures show a 
tremendous expense. 

Mr. Wolf’s suggestions for solving 
the problem included more careful se- 
lection of salesmen, better training, 
closer contact and careful guiding of 
their activities, and consideration by 
the sales manager of the individual 
characteristics of each man. Another 
point brought out was that purchas- 
ing agents have been making a closer 
study of their jobs since the war and 


50 per cent. 


are now considerably more efficient. 
Because of this change, Mr. Wolf 
says he is beginning to believe that 
personality in salesmen is not such 
an important factor as it used to be 
and is giving way to knowledge which 


enables salesmen to perform real 
service to buyers. 
* * * 
S. E. D. to Encourage League 
Activities 


The 
co-operative leagues arranged at a 
call originally sent out by the Society 
for Electrical Development and held 
Island, Henderson 
Harbor, N. Y., Sept. 5-7, was a great 
success. 


conference of local electrical! 


at Association 


Representatives from local leagues 
were drawn from all parts of tli 
country. Among other states, Cali 
Utah, Ohio, Illinois, New 
York, Pennsylvania, Colorado, Idaho, 
Massachusetts, Missouri, Connecticut 
and New Jersey were represented. 
Over 120 delegates, representing 
about 30 leagues and more than +40 
cities, were present. 


fornia, 


The Joint Committee for Business 
Development worked in a conjunction 
with the Society in arranging th: 
meeting, which offered an opportunit) 
for bringing out the value of loca! 
league work, and for laying plans tor 
assisting in the continuation of th- 
work in those communities which now 
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We Build Business 
Around Lighting 





NATIONAL 
MAZDA 


LAMPS 


NATIONAL LAMP WORKS 














WALT. E. LANZ 









































This is one of a series of advertisements 
written by men in the field who know best the 
way to Build Their Business Around Lighting, 
and whom experience has taught that such 


business building is extremely profitable. 


NATIONAL MAZDA LAMPS 
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have leagues and for the starting of 
leagues in other communities. The 
meeting was conducted along open 
forum lines, no pre-arranged program 
being presented. W .W. Freeman, 
W. E. Robertson, Walter Neumuller, 
EK. W. Lloyd, E. W. Rockafellow and 
F. M. 
sions. 

The delegates were urged to study 
and report the best methods of or- 
ganizing leagues and financing their 
activities, as well as developing co- 
operative organizations for groups of 
communities too small to support in- 
dependent leagues of their own. Con- 
sideration was also given to various 
perplexing problems of league work 
which should be expected and pro- 
vided for in advance where possible, 
among them being the question of per- 
manent headquarters, a paid secre- 
tary, non-electric store competition, 
central-station commercial policy, and 
the effect of having two antagonistic 
factions, a situation reported from 
several of the larger cities. 

A resolution was offered by W. F. 


Feiker presided over the ses- 


Robertson, Buffalo, and unanimously 
adopted, congratulating the Society 
for Electrical Development for call- 
ing the conference, and recommend- 
ing that the society direct its effort 
to the establishment of electrical co- 
operative organizations in other cities 
as the essential agency for applying 
and extending the national movement 
for business development now being 
directed by the joint committee of the 
industry, and that the society be rec- 
ognized as the clearing house for 
league co-operation. 
* * * 


Broaden Merchandising Activi- 
ties in California 

Further electrification of the home 
and the broadening of the channels of 
distribution were outlined as the ten- 
tative program to be carried out by 
the California Electrical Co-operative 
Campaign at the meeting of the ad- 
visory council of that organization 
held in San Francisco on Aug. 25. 
Particular activity in pushing the con- 
venience outlet and emphasis upon the 





adequate wiring of the home for 
ranges and heaters were suggested as 
the best methods of increasing the 
scope of the merchandising field and 
of providing the proper outlet for the 
surplus power which will be made 
available through the extensive devel- 
opment now under way in the state. 
x * * 


N. E. L. A. Convention in 
New York City 


At a recent meeting of the execu 
tive committee of the National Elec 
tric Light Association, of which 
Arthur Williams is chairman, it was 
decided to hold the next annual con 
vention in New York City. Head 
quarters will be at the Commodor 
Hotel, and the date has been tenta 
tively fixed as the week beginning 
June 4, 1923. 


* * * 
Electrical Homes in Seattle 
Electrical interests in Seattle. 
Wash., are holding an “Electrical 


Week” under the auspices of the Elec 
tric Club of Seattle, of which J. R. 








Look real closely, and if you can find a pessimist among this 
bunch you win the hand-painted bath tub, express prepaid. The 
photo was taken at the annual sales conference of the Colonial 
Electric Division, National Lamp Works of General Electric 


Co., at Nela Park early in September. 


Electric Division. 





Front row (left to 
right): James A. Cahill, Franklin Electric Co., Philadelphia; 
J. Harry Gross, Baltimore Electrical Supply Co.; G. E. Park, 
Colonial Electric Division, Pittsburgh; John P. Flannery, Bal- 
timore Electrical Supply Co., and A. M. Springer, Colonial 
Second row: W. D. Hunsicker, Colonial 


Richmond, Va. 





Electric Division; David Aitken, George Worthington (o., 
Cleveland; Richard Wahle, Johnson-Wahle Electric Co., But- 
falo; F. W. Hochstetter, Dayton, Ohio; Michael W. Loe!:', 
Faden Electrical Supply Co., Chicago, and C. E. Van Anglen, 
Franklin Electric Co., Philadelphia. 
and L. T. Clark, Colonial Electric Division; L. W. Korsmeyc', 
Korsmeyer Co., Lincoln, Neb.; L. A. Sackett, Sackett Mine 
Supply Co., Columbus, Ohio; Douglass W 
Division; J. E. Finn, Dayton, Ohio, and® 


Back row: J. K. Roberts, 


Colonial Electri¢ 
gar M. Andrews, 
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EDISON LAMP WORKS OF 


R 
S 
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You and this page working together 
can increase your October sales 


EPRODUCED HERE is the 
next Window and Store 
Lighting full page advertisement. 
It will appear in the Saturday 
Evening Post for October 14. 


Get several copies of that issue. 
Clip out the advertisement. Paste 
one in your window; display 
another inside your store. And 
go after the merchants in your city, 
as explained in the Store Lighting 
Campaign Portfolio. 


Window and Store Lighting is 
perhaps the easiest kind of light- 
ing to sell; and for every $10 worth 
of Edison MAZDA Lamps sold for 
store lighting, Agents are selling, 
on an average, $70 worth of re- 
flectors, color attachments, fix- 
tures, wire and other equipment. 


If you aren’t using the Store Lighting 
Portfolio, you are losing money. If you 
haven’t yet asked for one, write today to 
the district office serving you. 


GENERAL ELECTRIC Ct 
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New “Marathon” Grinder 
With Type “NU” Motor 
Defies All Competition 





Low list prices and liberal discounts will en- 
able our Jobbers to control the electric grinder 
business of their communities. 


Grinder has many exclusive features that 
put it in a class by itself. 


|. Large wheels, offering convenient clear- 


ance. 


2. A real on-and-off switch protected by 


base. 
3. Adequate shields. 
4. Adjustable rests. 
5. A motor, without a parallel—totally en- 


closed and dustproof. 


These, and many other features are fully 
described in our Grinder Bulletin. Write for 
full information. 


Marathon Electric Manufacturing Co. 
36 Island St., Wausau, Wisconsin 





























Barry, of the Atlas Electric Co., is 
secretary. One of the features is the 
opening of two new electrical homes 
during the period from Sept. 22 to 
Oct. 9. One of these homes is in 
North Broadway and the other in Mt. 
Baker Park. 


* * * 


Credit Situation Not So 
Favorable 


The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso- 
ciation by member manufacturers and 
jobbers during July and August, as 
compared with the same months last 
year, together with the total and aver- 
age amounts of the delinquencies: 
Central Division No. Total Average 

July, ieey a... 617 $80,681.69 $130.77 

July, 1923........ 727 =87,643.24 120.55 

August, 1921........ 657 101,140.35 158.94 

August, 1922........ 773 104,438.30 185.10 
New York 

July, 1921.......841 67,907.00 199.00 

July, 1988..-.2; 895 54,704.00 1389.00 

August, 1921........ 870 = 62.758.00 = 169.00 

August, 1922.......578 79,764.00 188.00 
Philadelphia 

July, 1921.......220 41,116.08 186.89 

July, ieee... 261 28,088.53 88.44 

August, 1921........ 246 25,832.55 102.98 

August, 1922.......258 87,013.70 148.46 
New England 

July, 1921... 80 10,194.64 127.48 

July, 1922... 55 «6,779.59 128.46 

August, 1921........ 62 11,929.57 192.41 

August, 1922........ 63 9,491.80 150.65 


Pacific Coast 


July, 1921........ 19 3,511.55 184.61 
July, 1923........ 13 1,280.71 98.51 
August, 1921..... es 8,271.80 196.54 
August, 1922........ 21 3,450.28 154.77 
* * 
Indiana & Michigan Electric 
Co. Sold 


Controlling interest in the Indiana 
& Michigan Electric Co., South Bend. 
Ind., has been sold by Homer C 
Henry, K. Chapin and Lowell Chap 
in of Chicago to the American Gas 
& Electric Co. at a reported price o! 
$10,000,000. The stockholders in 
this company will be fully protected 
and their interests even strengthened. 
according to an announcement by F. 
A. Bryan, president of the Indiana & 
Michigan Electric Co.. The company 
will retain the same officers with tw: 
additional vice-presidents, these be 
ing Thomas English, Muncie, Ind.. 
vice-president and general manager 
of the Indiana General Service Co 
and George Tidd, vice-president © 
the American Gas & Electric Co. 

Recently the Indiana & Michiga: 
acquired the Benton Harbor & St 
Joe Railroad & Light Co., and it nov 
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pays big in profits, 














TeMecyleljectelstoyer 











in service. 


We are earnestly seeking high class 
dealers for a number of desirable 
territories now open. You may have 





the qualifications and location we 
are looking for. Write. 























Ohe 
P. A. GRIER CO: 


5112 St. Clair Ave. 


Cleveland, O. 





Mfnd. in Canada by 
CONTINENTAL ELECTRIC CO., (Limited) Toronto, Ontario 
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Dependable ana Accurate 














That’s What Users Say of 


DUNCAN 


Watthour Meters 


Wherever the electric current is used an accurate measure- ; 
ment is necessary. 





Not only must the measurement be accurate but it must be 
dependable as well. 


Accuracy and dependability of the Duncan A. C. Watthour 
Meter Model M2 are its greatest assets. 


More than 30 years of experience and practice in building 
meters have been put into the Duncan A. C. Watthour Meter. 


Jobbers and Jobbers’ Salesmen selling Model M2 Duncan 
A. C. Watthour Meters find meter sales steadily increasing with 
no exceptional sales efforts exerted. 


Should you or your house not be selling Duncan Model M2 
A. C. Watthour Meters nor any other, we will gladly submit 
convincing reasons why these instruments should be a part of 
vour line. 


DuncAN ExLectric MANUFACTURING Co. 
LAFAYETTE, INDIANA 
Duncan Meters Made For More Than 30 Years. 











operates in South Bend, Mishawaka, 
Elkhart and Ligonier, Ind., Buchan- 
an, Berrien Springs, St. Joseph, Ben- 
ton Harbor, Niles, Three Oaks and 
New Buffalo, Mich., and smaller com- 


munities. 
ae ae 


Standards Adopted for Portable 
Electric Drills 


What are believed to be the first 


| standards for portable electric drills 


were adopted by the Electric Power 
Club on August 20, and are printed 
in bulletin No. 7900. These rules are 


| the nucleus of a complete group of 
| electric tool standards, and what has 


already been accomplished includes a 
definition of what constitutes a port- 
able electric ‘drill, test requirements 
of the motors, performance specifica- 
tions for drilling, standard sizes of 


| drills, and the information which 


should be given on electric drill name- 
plates. 
Electric drills are now widely used, 


'not only for maintenance work, but 


as tools of production. The users of 
electric tools have felt for some time 
tht these devices should be standard- 
ized and it was to meet this need that 
the Power Club’s electric tool sec- 
tion, comprising the representative 
portable electric tool manufacturers 
of the country, has undertaken the 
work. The electric drill standards 
will be published in the next edition 
of the Electric Power Club’s hand- 
book covering all electric power ap- 


paratus standards. 
*¢ 


Fixture Dealers’ Executive 
Board Meeting 

A meeting of the executive board of 
the Lighting Fixture Dealers’ Society 
of America will be held at Cleveland 
on Tuesday, Oct. 10, in the Hotel 
Cleveland. 

Among the important subjects to be 
taken up at this session and discuss- 
ed will be those relating to the con 
vention and fixture market which will 
be held in Cleveland the week of 
Jan. 15, and the co-ordination of the 
activities of the Lighting Fixture 
Dealers’ Society and the National 
Council Lighting Fixture Manufac 
turers. 

The members of the executive board 
of the Lighting Fixture Dealers’ So- 
ciety are: Charles E. Scott, presi 


dent; R. D. Paxson, vice-president : 


H. I. Sackett, treasurer; C. H. Hof- 
richter, business manager; W. L. Col- 
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Mail | ealers 


Your 


Entr ; a es ee 
y N October 1, 1922, the big HEMCO window contest opened. On 
NOW November 30, 1922, at 12:00 P. M., this contest will officially close. 
Sink iii Already we have received from dealers who have planned to enter this 
$100.08 contest, many evidences of approval and commendation. 
Second prize 
Med We want every store selling electrical zoocs to the consumer to 
"$50.00 : enter this competition. It is necessary only for you to send us your 
Fourth prize name and address, to make a window display showing HEMCO plugs, 
$25.00 


and then send us a photograph of your display. 
15 other prizes 
$10.00 each 


20 other prizes WILL NOT SOFTEN 


ez | nt" sumrae You Win in Increased Sales 
Whether You Win a 


Prize or Not 


WITHSTANDS ACCIDENTAL EMC , Pe ey 
pote od HEMCO plural plugs are supreme in 























appearance, utility, wear and safety. They 
are guaranteed mechanically and electrically 
perfect. They are remarkably quick sellers 
and because of their exceptional qualities, 





are preferred by the public. For this rea- 
son, participation of this window display 





WILL NOT CRUSH contest will mean increased sales for you 





whether you win a prize or not 


Returning the coupon for display material does not 
bind you to send a photograph later. It is suggested 
that in stores where the manager does not have the 
time to work out a display—that some ambitious 
sales clerk be given opportunity to compete in the 
contest. The profit to the store will be the same. 
It will also be an effective plan to announce through 
advertising to your customers the fact that your 
store is competing. That will make your window all 
the more effective. 

















ARAAASAARSASRSABRRSRSBSRSARBBRBBBARBASBRHRSRRREERESE SESE ESE EES 


GEORGE RICHARDS & COMPANY, Dept. 16 
557 West Monroe St., Chicago, Illinois 








Please enter my name in your big HEMCO window display con- 


HEMCO HEALTH PAD test and send your standard package of window display material. 


A high grade electrical 
pad for use in homes, 
hospitals, sanitariums— 
wherever a heating pad 
is required in case of 
sickness or of cold 
weather. Made through- 
out of quality material. 
List price $8.50. 


Name 


Street and 
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SESS SeeeVSeSeSVBeBeseBssBesssssaanssnuuusnl 


PBVABNANsVNsVsssssssssessssss 
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4 
WHEREVER 


there is a show 
window or— 

an electric sign 
to be illuminated 
— if a storage 
battery is to be 
recharged, 

when street lights 
or a burglar alarm 
system is to be 
controlled 


SELL 
YOUR CUSTOMER 
LA 


HARTFORD 








TIME 
SWITCH 


You can give him a 
Hartford 

in just the right type 
and capacity which 
will be the best 
automatic time switch 
he can possibly get 
for his purpose. 
Positively— 

The new Hartford 
Price List provides 
good profit for 

you! 


HARTFORD 
TIME SWITCH CO. 
A. HALL BERRY 


General Sales Agent 


71-73 Murray St., New York, N. Y. 
ig; S.A. 








lins, H. H. Courtright, J. C. English. 
W. A. Hadler, J. A. A. Hamilton, J. 
B. Kelley, C. J. Netting, George W. 
Small, A. W. Spencer, and William 
EK. Thompson, directors. 

* * * 


Superpower Scheme for West 
Virginia 

An hydroelectric development in 
the heart of one of the largest coal- 
producing regions of the country is 
outlined in an application recently re- 
ceived by the Federal Power Commis- 
sion, covering a comprehensive de- 
velopment of the entire Cheat river in 
West Virginia and Pennsylvania. 

The applicant for the permit, the 
West Virginia Power & ‘Transmission 
Co., is understood to be closely allied 
with the West Penn Power Co., which 
operates extensive transmission 
system ‘throughout the industrial ter- 
ritory tributary to Pittsburgh and 
Wheeling. It is planned to create a 
small superpower project in this re- 
gion, by developing all the available 
power on the Cheat river and estab- 
lishing interconnection with existing 


an 


steam plants of the West Penn Power 
Co. 

The West Virginia Power & Trans- 
mission Co. already has a permit from 
the War Department for a large de- 


| velopment near the state line between 





Pennsylvania and West Virginia, and 
it is now asking the Federal Power 
Commission for a permit to cover ten 
additional developments which will 
utilize all the fall of the Cheat river 
and practically all the reservoir sites 
along that stream. The primary 
power available is estimated at 200, 
000 hp., but equipment capable of de 
veloping at least 500,00 hp. will be 
installed. 

A novel feature of this development 
lies in the fact that instead of using 
steam as an auxiliary to water power. 
the intention is to use the water power 


to take the peaks of the steam load. 
* * * 


Manufacturers Com- 
mittee Meeting 

A meeting of the executive commit 
tee of the National Council Lighting 
Fixture Manufacturers will be held 
at the Cleveland Hotel, Cleveland. 
Oct. 11, at 9:30 a.m. This will prob 
ably be one of the most important 
meetings of the year. Plans and pub 
licity for the coming fixture market. 
plans for the co-ordinating of thi 
work of Lighting Fixture Dealers 
Society and the National Counci! 
Lighting Fixture Manufacturers, a:\'! 
other important matters will be co: 
sidered at this meeting. 

The following members... compos: 


Fixture 
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It’s a long road that has no turning—meaning that the coal shortage is going ‘ 
make Mr. Public make tracks from the empty coal yard to the electrical store 


search of an electrical heater these cold October mornings. 


This fact is cleverly ill: > 


trated by the above cartoon, which appeared in Peco Contact, published by the Pic! 


mont Electric Co., Asheville, N. C. How’s your stock of “Cozy.Glows” and “Radiant: ~~ 
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“Union” No, 160 2-Gang Box 


“Gem” BS Box 
Showing Type R Bushing 





“Union” Tandem 2-Gang Box 





y i “Union” No. 170 2-Gang Box 


| 7a] it Pays to Tie Up = 7, | 
r to a STANDARD Line ; 


When you sell or use any article of standard make you are 
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it “Gem” F Box ; are i 
: always sure of satisfactory results. Throughout the trade “Gem | 
t. E 2 have always been recognized as the standard Sectional Switch 














’ é Boxes. 


They are the original boxes of the type. Numerous refine- 










5 AAMAS AD ASD ORRIN SHOES IRON UY 


ments of design not found in ordinary boxes are embodied in 


“CEM” 


Sectional Switch Boxes 


Don’t let guess work play any part in your selection of the boxes you 
wgen” B® = sell, You cannot afford to be influenced by extravagant claims. _ 

You take no chance making dissatisfied custo- 
mers when you sell “Gem” Boxes. Your judg- 
ment is backed by the endorsement of thousands 
of leading contractors who use these boxes. Why 
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experiment with inferior imitations? AY) 
Write for Catalogue No. 29 \ 

1] . ny AZ 
\ Chicago Fuse Mfg. Co. Vy 
| Manufacturers of Switch and Outlet Boxes, Cutout IAG 
I} Bases, Fuse Plugs, Automobile Fuses, Renewable and 
4 Non-Renewable Enclosed Fuses. 

CHICAGO NEW YORK 

“Gem” B Box 

es 
a 


“Gem” C Box 
(Dis-assembled) 
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“PEIRCE” ! 
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The Number Eighty 
Peirce Forged 
Steel Pin 
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Pence Forged 
Steel Pins for low 
voltage insulators, can 
be furnished with the 
standard resilient 
spring thread as illus- 
trated, or with the 
shock absorbing lead 


thread. 
These, like all Peirce 


Pins, are designed to 
protect the insulator 
by eliminating the me- . 
chanical stresses, 
caused by tempera- 
ture changes. 


There is a Peirce Pin for every pin type insulator and 
for every construction requirement. 


Recommend Peirce Pins 


HUBBARD & COMPANY 


PITTSBURGH 


| Polacheck, D. C. 


| the committee: 
Wahle, William Horn, B. F. Klein, 


F. R. Farmer, Albert 


Charles Hofrichter, E. F. Guth, A. 
DeLancey, P. I. 


_ Ansorge, C. G. Everson, and Robert 


Biddle, chairman. 

* * # 
Tennessee Companies to Make 
Betterments 
companies in the 


Utility major 


| cities of Tennessee have announced 


new capital expenditures totaling 


| more than $2,000,000 for the next 


| year. 


Figures giving this estimate 
have been supplied the state utilities 
commission, following a recent reso- 
lution of the commission to review all 


construction projects and thus deter- 


| mine the progress being made, what 


| service is assured and how new re 


| plated. 


quirements are being cared for. 
Statistics filed with the commission 
show that the traction, power and gas 
Memphis, Nashville, 
Knoxville have 


companies in 
Chattanooga and 
spent more than a million dollars in 
the last six months in betterments and 
extensions. This sum has been in 
vested on the basis of the present 
rates, the same basis on which the 
contem 


additional investments are 


* * * 


Steel Engineers Meet 
Standardization of motors and con 
trol apparatus and economy in power 
production were the main subjects 


| discussed at the annual convention of 


the Association of Iron and Steel 
Electrical Engineers, held in Cleve 
land, Sept. 11-15. It was one of the 
most successful conventions held by 
the association, there being nearly 
900 delegates in attendance. 

x * * 


_ Lamp Sales to Show Marked 


Improvement 


In an analysis of the fall outlook 


for lighting sales, W. G. McKitterick, 





manager of the large lamp sales de- 
partment of the National Lamp Works 
of the General Electric Co., says 
that the lamp business has proved 
a constantly increasing source of 
revenue for the agent who has taken 
the time to analyze its possibilities. 
and, having done this, has appor- 
tioned to it the time and effort that 
any soundly organized business needs 
for healthy growth. 

“This year is no exception to thi 
rule,” he says. “If anything, the out- 
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A New Series 
of 
Electrical Supply Catalogues 


For jobbers who realize the importance of having the strongest 
catalogue representation during these times of intense competition, 
R. R. Donnelley & Sons Company are bringing out an entirely new 
series of electrical supply catalogues, embodying the results of 
nearly twenty years of specialized experience as the largest com- 
pilers in this line. 


These catalogues are being built to help you secure the largest vol- 
ume of mail orders—the orders where your greatest profits lie. They 
are designed for jobbers who realize that their catalogues are 
entirely a means to an end, and that the cost is not to be measured by 
the price alone, but rather by the price divided by the results pro- 
duced by the catalogues. 


A very considerable investment of our own funds is going into the 
building of these pages. No requests are being made to manufac- 
turers to pay for pages. 


Even with our new enlarged department, and with the largest com- 
piling organization, our output of these new books for Spring deliv- 
ery will be decidedly limited, and prompt action is advised. 


One of our layout men will be glad to go into the matter in detail 
with you at your office without expense or obligation. 





R. R. Donnelley & Sons Company 


Jobbers’ Catalogue Department 


731 Plymouth Court Chicago, III. 
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stand every word. 





Why Not Send For Your Copy? 


We're waiting to hear from all you salesmen and 
sales managers because we have a new Bulletin | 
No. | which has lots of information that will help 
you get some good business. 


“Glass Insulators for Power Lines” 


is its name and it’s written so you can under- 
It will give you a new line 
of attack and help you land some business in 
glass insulators up to 33,000 volts. 


Drop us a line. 
enough copies to go around 


Hemingray Glass Company | 
Offices and Factories 
Muncie 


Manufacturers of Glass Insulators since 1863 


We'll send 


Indiana 






































Chh eC 


Little Chef 


Electric Stove 





























HE “Little Chef” electric stove | 

is the handiest little household | 
necessity imaginable. In the kitchen 
for cooking, in the dining room for 
coffee or toast, in the bedroom for 
preparing baby’s food, in the bathroom 
for shaving-water—it proves itself the 
housekeeper’s handy assistant. 


The exceptionally attractive retail 
price attracts the thrifty housekeeper 
and assures your dealers the rapid 
turnover desired. 


Push the “Little Chef” and the 
Little Chef will boost your profits. | 





Specifications 


cold-rolled 
construction, | 
Copper coated and 
nickel plated. 7,” | 
long, 624” wide, 234” | 
high. Weight 22 | 
ounces. 6 ft. cord | 
and plug. The heat- | 
ing element is partic-*| 
ularly efficient. Water | 
“short,” rust, | 


2-piece 
steel 


Sold only 
thru jobbers 
and retailers 
no house-to-house 
canvassers. 


can’t 
nor corrode it. 









THE W. B. McALLISTER COMPANY 
2167 East 3lst Street Cleveland, Ohio 


! 


| lighting — fields 
| quiet, the past two years, for exam- 


| division. 





look for this fall is brighter than 
In years past some one or twe 
haye usually been 


ever. 


ple, showing the industrial field to 
be below normal. In its stead has 


come an unusual demand, created by 


forceful advertising and by equally 


| strong and effective work on the part 


of our field missionaries for better 
street, sign, commercial and home 
lighting. These fields are going to 
show undiminished fertility for sev- 
eral years to come. 

“With improved business condi- 
tions, industrial lighting is coming 
back into its own with a vigor that 
reminds one of the period from 1916 
to 1920. This means that for the first 
time in the history of the incandescent 
lamp every large field 
that lighting can touch is active and 
susceptible to the dealer's or sales 
man’s activity, especially if it is con 
scientiously and intelligently applied. 

“Lighting salesmen, in summer con 
ference for the purpose of reviewing 


conceivable 


the work of the past year and out 


lining their extension program for 
the fall and winter months, are en 
thusiastic to the core. They say their 
experiences of recent months forecast 
to their satisfaction a period of light- 
ing activity hardly, if ever, equalled 
in any past vear or period of years.” 
* * * 
Electric Show to Be Held in 
Pittsburgh — 

An electrical show will be held in 
Motor Garden, Pittsburgh, 
beginning Noy. # and continuing for 
a week. The show, which will be 
the first held in Pittsburgh in several 
years, will be sponsored by the Elec- 
tric League of Pittsburgh, and Pau! 
D. Lockard of the Duquesne Light 
Co. has been appointed general man 
ager. Over 150 exhibitors will hav: 


Square 


| exhibits, and elaborate electric light 


ing and decorations will be provided. 
* * * 


| Central-Station Men Meet at 


Atlanta 
The subjects of public relations 
and of electrical development in tli 
Southeast featured the tenth annua! 
convention of the South-eastern Ge: 


graphical Division of the Nation: ! 
Electric Light Association, held 


Atlanta, Sept. 12-14. W. R. Sammon 
of the Knoxville Railway & Electr: 


Co. was elected president of tl: 
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eee 10 the Million Dollar | 
- . Robert.F.Lee Hotel 


Pode jobber’s salesman, who covers Winston- 
Salem, N. C. knows the Kester Machinery Co., 
one of the pioneer electrical dealers in the South. 


q The Kester folks recognised the big possibili- 
ties in ILG Ventilating Equipment some years ago. 
Today they consider the ILG line one of the most 
profitable divisions of their business. Recently they 
sold eighteen ILG Ventilating Fans to the million dollar 
Robert E. Lee Hotel. 


@ Read what J. C. Kester says about the ILG 


proposition. There’s inspiration in this story for every 

jobber’s salesman who is out for business, and best of 

all the market hasn’t been scratched—it’s a virgin field, 

so big that we ourselves cannot define its possibilities. 

And remember, you do not need any introduction to sell 

the ILG line. It is nationally advertised and known to 
the trade everywhere. 


Send for ILG TELL TALES now in its third 
edition — a 24 page illustrated book that 
tells an unusual story of keen interest to 
every jobber and salesman who is identified 
with the selling of electrical merchandise. 














2) 

















Mr. J. C. Kester, of 
the Kester Machinery 
Co., Winston-Salem, 
N. C., says: 





We have been selling the 
ILG Ventilating Fans and Biow- 
ers for the past three years, and 
will say that our success. in the 
sale of your equipment, has been 
very satisfactory. We have fur- 
nished equipment for several of 
the largest restaurants, moving 
picture houses and hotels, in this 
section. One of our installations 
was for the new million dollar 
Hotel Robert E. Lee, of this city 
We have equipped this hotel 
with eighteen ILG Fans, sizes 
ranging up to 42 inches and they 
are giving most excellent and 
satisfactory service. Several new 
buildings have been started in 
our territory, in the last thirty 
days, and as indications point 
to further building construction, 
we expect to place quite a num- 
ber of ILG Fans during this year 








The !LG is the only Venti'ating Fan 
made with a fully enclosed self-cooled 
motor and is manufactured, tested, 
sold and guaranteed as acomplete unit 





FOR OFFICES -STORES- 
A _ FACTORIES:-PUBLIC BUILDINGS: 
<4 RESTAURANTS :THEATRES : HOUSES -ETC:- 











eG NE Ve 


ILG ELE 





CTRIC VENTILATING CO. 2854-NoRTH CRAWFORDAVE. CHICAGO 


BRANCHES IN ALL PRINCIPAL CITIES 
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m-SAVE 


QUALITY 


is the cheapest thing in the 
market. It is the basis of 
all economy. 


SAVE LAMPS 


are economical lamps be- 
cause they furnish maxti- 
mum service at minimum 
consumption of current. 


SAVE ELECTRIC CORPORATION 


615-623 Front Street 220-254 36th Street 
TOLEDO, OHIO BROOKLYN, N. Y. 
EXECUTIVE OFFICE: TOLEDO, OHIO 
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THE CHRISTMAS DEMAND 








Looking Forward to Fall and 
Holiday Trade 


Encouraging Outlook Gives Promise of Big Business if Jobbers and Dealers 
Will Make the Necessary Preparations 


HIS is the time of 
the year when 
baseball dopesters 
like Hughie Full- 
erton bring out 
their figures and 
tell how much 
better First Base- 
man Kelly of the 
Giants is than 





Pipp of the 
Yanks, and _ then 
wind up by prophecying the outcome 
of the world’s series, game for game. 
They have the thing doped out to a 
fare-you-well, and what’s strange 
about it, they’re usually right. 

There are the same kind of fellows 
in industry and business—only they 
are called statisticians. They keep 
track of the stock and bond markets, 
the wheat market, the steel market, 
and what not, and can give what they 
call the trend of business in practi- 
cally any line. Newspapers have 
them, big banks have them, and 
then some of them—Roger Babson, 
for example—go it alone. And, like 
the baseball dopesters, they’re usually 
right, with only an occasional slip-up. 

* * * 

Lately there has been a great deal 
of attention paid to forecasting the 
business outlook, probably because 
men want to see the end of a period 
of depression. Some of this attention 
has been directed toward the electrical 
industry, particularly the merchandis- 
ing end. Encouraging reports came 
from every quarter and they were so 
consistently optimistic that we pub- 
ished an article in the September is- 

ie of THe Jopper’s SALESMAN which 
ounded this note of optimism and 
rged electrical supply jobbers to 
repare for the demand that seems 





certain to come this fall and winter. 
The period of depression and liquida- 
tion has been passed, the corner has 
been turned, and now it is time to 
look ahead and prepare for a -speedy 
return of prosperity, with accompany- 
ing increases in the demand for elec- 
trical products. 
and statisticians, we think we are 
right. At least the figures say so. 
* * * 


Like the dopesters 


Here is what Babson says: “For 
the first time in two years I feel 
justified in talking optimism. From 
now on we shall be on the home 
stretch. We are all justified in pre- 
paring for prosperity.” 

He has a special message for job- 
bers and retailers. “The greatest 
need of business today is that we give 
as much help and support to the 
retailer as the producer. Supplied 
with the same statistical information 
and backed up with the same assis- 
tance from government and private 
research, the individual retailer will 
make as much progress as the pro- 
ducer has in his own field. 

“Now we are on the very eve of a 
general business improvement, but 
the retailer is not in a mental attitude 
to capitalize the opportunity. He 
should be going into it like a fighting 
cock, but instead his attitude is fear- 
ful and defensive. The problem is to 
show him the facts. We have now 
come to the point where it can honestly 
be said we are on the upward side of 
the business cycle. A period of im- 
provement is ahead in which the 
retailer is certain to share if he will 
only seize the opportunity.” 

Sounds pretty convincing, doesn’t 
it, coming from a man like Babson, 
who is known to be rather pessimistic 
in his statements! And, mind you, 





what he says relates to general busi- 
ness conditions and not those in the 
electrical field alone, which, in many 
ways, is not affected by general con- 
ditions. 

For instance, the market for elec- 
trical goods as Christmas gifts has 
increased year by year. The public 
always has money for the holidays, 
and it has learned to take kindly to 
electrical appliances. Dealers have 
welcomed the season like the farmer 
welcomes the harvest; it is the period 
of plenty—plenty of turnover and 
profits. 

* * * 


Now with the promise of better 
business it should follow that the 
volume of appliances sold during the 
coming holiday season should surpass 
that of any previous year. Certainly 
it should. But it’s no sure-thing bet. 
It’s no time for the dealer to stand by 
and wait for the bigger business to 
develop. Every merchant on_ the 
street is just as anxious to cut into 
the holiday melon as the electrical 
dealer, and every one of them will 
use his merchandising abilities to 
make business come his way. It’s no 
time for jobbers and their salesmen 
to let opportunities for helping dealers 
slip away. 

It is time to prepare. Adequate 
and well-balanced stocks, store ar- 
rangement, window display, advertis 
ing, circularizing, time-payment plans, 
special sales stunts; in fact, every kind 
of merchandising activity is needed 
to drive home the message of “Buy 
Something Electrical for Christmas” 
to the public, and if it’s done thor- 
oughly we'll have the biggest Elec 
trical Christmas in history. 

Preparation is the word. Let's pass 
it along. 

























































The Master Sets the Pace 








Those who want Violet Ray Quality always insist on the Old 
Reliable Master Line. It's the best popular priced machine ever 
made. It insures continuous orders and builds good will. 


Prepare for holiday business 
now. Our one-piece and two- 


piece outfits at 


price of $12.50 may be sold 
without fear of a single dis- 
satisfied customer. The Mas- 
ter Outfit No. |, two- piece, of 


which we are the 
originators, and 
the Master outfit, 
No, 2, one-piece, 
are the supreme 
of perfection in 
Violet Ray Ma- 
chine construc- 
tion. 










Master Patented 
Electrode Socket 


A very important 


Master Violet Ray Machines is 
the special patented Master 


Electrode socket. 


patented feature is found only 
on Master Violet Ray ma- 


chines, 













the popular 


Outfit No. 2 List Price $12.50 


Master Outfit No. 8 designed 
to meet the demands for a 
complete Violet Ray equipment 
of the two-piece type for home 
and professional use. Equipped 
with Surface electrode, ye 
Electrode, Comb ichsoede, 
Throat Electrode, and Metal 


Saturator, in separate com- 
partment. Retails at $25.00. A 
very fine machine for which 
there is a big demand. 


feature of all 


This special 


Master Violet Ray machines are distributed through the regular jobbing 


channels. They 


are profitable to handle. Send for catalog describing 


our complete line. 


The 


Master Electric Co. 
113 S. Jefferson St., Chicago, III. 














An Undeveloped Market 





for Electricity 
By R. C. COSGROVE 


Merchandising Sales Dept., Westinghouse 
Electric & Manufacturing Co. 
NLY 300,000 of the 6,500,000 
farms in the United States to- 

day use electricity. The people living 

on the other 6,200,000 are without it, 
and need it. Not only will it lighten 
farm work, but it will make life more 
pleasant. The farmer can use elec 
tricity in numerous ways—to run mo 
tors, drive grinders, milking machines. 


| water pumps, churns and separators. 


Electric lights are needed, too, because 
that is the only safe method of light 
ing a barn or stable. 

Farming, like every other industry. 
is on a competitive basis. Only the 
more efficient will be successful, so it 
behooves the people in the country dis- 
tricts to take advantage of every op 
portunity to increase production. 
Farmers need electricity even more 
than the people in the cities do. Their 
homes are seldom equipped with run 
ning water or gas. 

These people suffered heavily dur- 
ing the depression. Farm products 
actually sold below cost, while every 
thing else still remained high-priced. 
This being the case, very little mate 
rial was bought. However, during 
this depression, the farmer accumu- 
lated quite a desire for certain im 
provements. Electricity was one of 
these. He had seen it advertised so 
often while the farms that were al 
ready wired gave excellent proof of 
its desirability. 

Times are better now. The price of 
a bushel of wheat and the cost of farm 
utensils have reached a reasonable ra 
tio, and he is beginning to buy. As 
a proof of this, one of the largest 
manufacturers of small lighting plants 
claims that twice the number of plants 
were sold this year as campared to 
last. 

Before the depression, farm lighting 
plants, central-station extensions and 
electric accessories were being sold as 
fast as they were made. The slump 
caused these sales to dwindle to a! 
most nothing, but they are again 
climbing. 

Now is the time to pay attention to 
rural electrical business. Jobbers and 
dealers who do are building a perma 
nent and profitable trade in a field 
that has scarcely been touched. Tlic 
Westinghouse company has started on 











































































THE CHRISTMAS DEMAND 


OMANCO 


PREPARE YOUR DEALERS FOR 





NO-BURN-OUT ELECTRIC IRON 





AFIVE-DOLLAR IRON IN PRICE ONL 


Point for point, material, workmanship and 
good appearance, the DOMANCO, compared 
with higher priced irons, is not a second rater. 
It is merely a better value. 






Gold medal award- 
ed Dover Mfg. Co. 
at Panama-Pacific 
Exposition in 1915 
for superiority in 
electric iron manu- 
facture. 


Long experience and a national standing 
are back of DOMANCO, a real NO-BURN- 
OUT electric iron. It is so good that our 
dealers sell on the basis of 


a new one free if the Vea Heat- 
ing Element should ever burn out. 


DOVER MANUFACTURING COMPANY 


DOVER, OHIO 


Central Western Representatives: 


The Standard Electric Sales Company, 105 W. Monroe St., Chicago, Ill. 


























































































She Jobber's - 


Salesman_J 





PREPARE YOUR DEALERS FOR 


Seasonable Sales-Producing Merchandise 


Go after the big Christmas trade being created by us, 
for you, thru dealers’ advertising. 


Right now is the opportune time to Go-Get-’Em. So 
start taking your dealers’ orders. 











Features That Make PROPP One-4-All Single Standard 
Unit Xmas Tree Sets the Jobbers’ 4 Best Sellers 
Quality High—Price Lowest—Flexible—Practical—Up-to-Date 
Build Them Up as You Like 


Old and new sets can be easily attached to the PROPP Continuous 
Socket Attachment indicated by the arrow in illustration. This one 
style set takes care of every demand. 





SPECIAL NOTICE 
On August 26th, 1922, the Underwriters Laboratories, File No. 
E-5794, passed and approved the Propp outfits. This makes 
them the most desirable for sale. 





if 








New List Price 
Let Ad-A-Lite 75 c 


Increase Sales 
The finest Two Light Device 





Made. AD-A-LITE has a Spring 
Contact in the base of the 
socket. Will take a Shade 
Holder. Will seat in deep sock- 


ets; is built sturdy and hand- 
some in appearance. 
Guaranteed in Service to Last a 


Life Time 


These outstanding features of 


AD-A-LITE make it a sales get- 


| M. PROPP COMPANY . 
524-28 Broadway New York City 


SELL ONLY THROUGH JOBBERS 





HE CHRISTMAS DEMAND 


a program to this field, especially 
where central-station service is not 
available. Two small unit type elec- 
tric plants have been developed. The 
smaller of these is rated at 750 watts, 
with a 4500-watt-hour battery, while 
the other is a 1500-watt unit, with 
either a 4500 or 6000-watt-hour bat- 
tery. Both plants are for 32-volt serv- 
ice, and are air-cooled with semi-au- 
tomatic unit battery. They contain 
the latest developments in plant de- 
sign, yet are simple and rugged in 
construction and require a minimum 
amount of attention. 

In addition to light and power 
plants, other 32-volt apparatus is 
manufactured to make up a complete 
farm electric installation, including 
32-volt lamps, fans and fractional 
horsepower motors, power stands, per- 
colators, warming pads, turnover 
toasters, irons, toaster stoves and curl- 
ing irons. Motor-driven apparatus, 
such as washing machines, vacuum 
cleaners, water pumps, churns, sepa- 
rators, and milkers supplied with 32- 
volt motors can also be operated by 


| these plants. 








| smaoke and odors if it is set on the 


The farm is not the only place that 
can make use of these small gener- 
ating plants. The following list gives 
a general idea of the various places 
that could use them: House in sub- 
urbs, country store, country motion 
picture place, boats and ships, lumber 
camps, eountry school houses, travel- 
ing entertainers, country hotels and 
boarding houses, hunting clubs, and 
docks. 

The installation of such a unit is 
but the beginning. The place must 
be wired, there are lights and motors 
to be purchased, and, in fact, the deal- 
er has created a veritable gold mine 
of sales possibilities. When the deal- 
er has sold him a satisfactory piece of 
apparatus, the farmer is going back to 
him when he makes other purchases. 





Don’t Put the Electric Fans 
Away 

There are so many all-year uses for 
the electric fan that it is to be re- 
gretted that most of them will be put 
on the shelf or in the attic within the 
next 80 days. The value of the fan 
from a hygienic viewpoint during the 
winter months has been admitted 
many times. Its practical uses for © 
many purposes cannot be denied. 

A fan in the kitchen will blow out 
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A Christmas Seller! 


O article is so prolific of sales arguments and so worthy 
of special sales effort as the Halliwell Violet Ray. 


Have no hesitancy about asserting its quality— it’s there—the 
price is right too, and there’s a guarantee with each Outfit. 


Why not put a bit of extra effort on the Halliwell Violet Ray— } 
it makes a most effective Christmas window display. | 






Formerly 





HALLIWELL py 
ECTRIC 
NEW YoRrK plang COMPaNy 













THE HALLIWELL ELECTRIC COMPANY 
113-119 4th Avenue, New York City 





































T he perfect 
hookup of 
Magnavox Radio and 
Magnavox Power Ampli- 


fier Model C, 


e HE special Holiday as well as steady normal mar- 

ket for Magnavox Radio and Magnavox Power 
Amplifier are already assured by Magnavox National 
Advertising. 

Reaching more than 7,000,000 magazine subscribers 
(and many times that denies of readers) Magnavox 
National Advertising, plus Magnavox quality, repre- 
sents one of vour biggest radio opportunities. 


R-2 Magnavox Radio with 18- ment for use in homes, offices, 
inch horn: this instrument is amateur stations, etc. $45.00 
intended for those pee wish Model C Magnavex Power 
the utmost in amplifying Amplifier insures getting the 


power; for large audiences, largest possible power input 
dance halls, etc. . . $85.00 for your Magnavox Radio. 


R-3 Magnavox Radio with 14- 2 stage AC-2-C . . $80.00 
inch horn: the ideal instru- 3 stage AC-3-C . . 110.00 


Let us tell you how we help 
you soll Magnavew products. 


The Magnavox Co., Oakland, California 
New York: 370 Seventh Avenue 


A GNAVOX 
Radio 
The Reproducer Supreme 

















window sill. A fan in any closed-up 
room will do away with that “stuffy” 
feeling. 

Directed against the steam radiator 
on a cold morning, the fan will bring 
up the room temperature in a sur- 
prisingly short time. It will help dis- 
tribute the heat from a hot-air reg- 
ister in the same manner. 

If the furnace is sluggish, a fan in 
the cold air duct, or blowing into it, 
will send heat to distant rooms which 
are ordinarily heatless. The same fan 


_in the cellar will dry clothes on a 


rainy wash day in half the time other- 
wise required; put the fan on the floor 
and let it blow up between the lines of 
clothes to get this result. 

Turn the breeze of the fan into a 
closet and you will take out that musty 
smell, and perhaps reach a few moths 
at the same time. 

The fact that a fan will keep the 
frost off a window if the air is kept 
circulating against the pane is known 
to practically every northern store- 
keeper, where frost is continuous. 
There are thousands of shops in other 
sections which take a frosted window 
as an unavoidable evil, and lose the 
advertising value of their show win- 
dows on many days of the winter. 

If the fact that the fan is a prac- 
tical all-year electrical appliance were 
brought home to householders, there 
would be many more fans sold each 
season. Are you setting the example 
in your own home to your own friends, 
or will your fan be on the closet shelf 
this winter? 





Electrical Toy Sales Show 
Improvement 


Several Eastern electrical toy man- 
ufacturers have expressed their satis- 
faction with the immediate market, 
which they state is carrying approx- 
imately 35 per cent more of business 
than for the corresponding period a 
year ago. Deliveries are close to 
normal. A heavy demand is expected 
for the holidays. Unless there is an 
increase in the prices of raw mater- 
ials, manufacturers believe there will 
be no changes in the prices of these 
toys. 

One prominent manufacturer in 
Chicago recently said: “The outlook 
for the toy market for the next six 
months is good, and, I believe, con- 
trary to the opinion of some buyers, 
the radio craze will increase instead 
of decrease the sales of toys. 



























































Announcing 


VIOLETTA—Type“C” 


VIOLET RAYS 


“Some Seller” 





Retails tor Retails for 


SB5C 


A High-Grade Instrument—Guaranteed 
Built by the Makers of High Priced Instruments 


A solid year’s guarantee backs the statement that 
the Violetta Type ‘“‘C” is an excellently con- 
structed instrument. All parts are of molded ma- 
terial; the top and base which contains the tesla 
coil and condenser are of hard molded insulating 
material. Holes are molded with metal inserts on 
both top and bottom, thereby insuring accurate 


The handle is hexagonal in shape and is composed 
of highly polished rubber. Really splendid in ap- 
pearance. Nickel plated spring prevents cord 
from breaking at handle. Height 414 inches, 
diameter 4 inches, 6 foot cord and plug. Entire 
outfit is encased in box so arranged that when 
cover is opened and folded, it displays printed 
matter announcing price and selling arguments to 


RE a Se yarn ca 


assembly, make quick sales. 


Write NOW for Liberal Discount 


and Attractive Proposition 













New York Cleveland 


=‘. BI FADON-DUN CO. =~ 


Philadelphia Pittsburgh 
213 So. Peoria St. CHICAGO 
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4,000,000 


WILLIAMSON LIGHTING FIXTUR 
SOLD TO DATE 


R. WILLIAMSON & CO. 
New York Chicago San Francisco 
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Five of the largest and best known glass 
manufacturers are co-operating with R. 
Williamson & Co. in offering to jobbers 
and dealers the Williamson Plan for mer- 
chandising glassware: 


Macbeth-Evans Glass Company 
Phoenix Glass Company 

Eagle Manufacturing Company 
H. Northwood Co. 


Consolidated Lamp & Glass Company 


WILLIAMSON 
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TRIANGLE 


XMAS TREE 


OUTFITS 





New Prices—New Num- 
bers And a New Propo- 
sition For the Trade 


If you haven't seen our new 
price-list, be sure you write 
Prices 25% to 


40% under last year’s. And 


for it today. 


some mighty good-looking 
numbers exclusive 
[LANG Line. 
With 100% increased manu- 


new 
with the [TR 
facturing facilities — the 
most complete line of Out- 
fits 100% 
guarantee on every Outfit— 


ever offered—a 
and an organization “geared- 
up’ to meet your needs— 
We're ready to DE 

the minute—and_ at 
si NTS that will look 
good to vou. 


on 


Triangle Electro 
Trading Co. 


632-34 Broadway, 
New York 














A Classified List of Electrical 





Christmas Suggestions 


T ice list includes electrical gifts of all kinds for utility, convenience, 


decoration, education and amusement. 
any time of the year as at Christmas. 


Many are as appropriate at 
However, where Christmas 


purchases are restricted to articles of maximum usefulness, the dealer should 
be prepared to supply electrical goods for the permanent equipment of the 


household, farm or automobile. 


Therefore, there are included such things as 


lighting fixtures, farm lighting plants, farm and dairy appliances, refriger- 
ators, electric vehicles, automobile accessories, as well as household appli- 


ances, tools, toys, radio equipment, etc. 


All of the items on this list are taken from the “EMF Electrical Year 
Book,” which gives comprehensive lists of their manufacturers. 


Adapters, lamp. 

Adapters, lighting fixture. 

Ammeters, battery or pocket. 

Ammeters, radio. 

Amplifiers, radio. 

Antennas, loop and coil type. 

Arresters, lightning, radio. 

Attachments, luminous (for switch but- 
tons, pull chains, etc.). 


Bags, electricians’ tool. 

Bases and standards, floor lamps (metal, 
reed or wood). 

Bases and stands, table lamp, 
pottery, glass, reed, wood). 

Baths, electric light (or electric 
cabinets). 

Batteries, dry, flashlight. 

Batteries, dry, radio. 

Batteries, storage, automobile 
lighting and _ starting. 

Batteries, storage, radio. 

Battery-charging sets, small, complete. 

Bells, vibration. 

Blankets, electrically heated. 

Boilers, electrically heated. 

Boxes, tool, portable. 

Brackets, desk telephone. 

Brackets, wall fixture. 

Boilers, electric. 

Brooders and hovers, electric. 

Buzzers, radio. 


(metal, 


bath 


ignition, 


Candles, electric. 

Cars, electric toy. 

Chests, electricians’ tool. 

Chimes, electric. 

Choppers, meat and food, electric. 

Christmas tree lighting outfits. 

Churns, motor-driven. 

Clocks, electric, alarm. 

Clocks, electric, automobile. 

Clusters, floor and table lamp. 

Coil mountings, radio. 

Coils, induction, electrotherapeutic. 

Combs, electrically heated. 

Condensors, radio, fixed and variable. 

Cookers, electric, “fireless” type. 

Cookers, electric, pressure type. 

Cooking pots, electric. 

Cords, detached appliance (complete with 
plugs). 

Corn poppers, electric. 

Cream separators, motor-driven. 

Cream whippers, motor-driven. 

Crystal detectors, holders and contacts. 

Curling irons, electric. 

Curling irons with comb, electric. 

Current taps. 

Dials, dial knobs and radio 
apparatus. 

Dimmers, automobile headlight. 


pointers, 


Dimmers, lamp socket. 

Dishes, chafing, electric. 

Dishwashers, electric, household type. 
Disinfectors for clothing, bedding, etc. 
Domes, glass. 

Driers, hair, electric. 


Egg beaters, electric. 

Egg boilers, electric. 

Electron (or vacuum) tubes, radio. 
Engines, toy, electric. 


Fans, desk and bracket. 
Fans, exhaust and ventilating. 
Farm lighting and power plants. 


Farm utility power stands and_ attach- 
ments. 

Fireplace, electric. 

Fixtures, lighting, removable (equipped 


with “Exelite” plugs). 
Fixtures, lighting, residence. 
Flashlights, hand and pocket types. 
Flowers, electrically lighted. 
Fountains, electric (table and other small 
types). 
Frames for lamp shades. 
Freezers, ice-cream, motor-driven. 
Frying pans and _ kettles, electric. 
Fuses, automobile. 


Generators, automobile. 

Generators, experimental and miscellan 
eous. 

Gloves, electrically heated. 

Grid leaks, radio. 

Griddles, electric (household type). 

Grills, electric. 


Headlights, electric, automobile. 

Hearing devices for deaf. 

Heaters, air or space (radiators), circu- 
lating liquid type. 

Heaters, air or space (radiators), radiant 
or luminous type. 

Heaters, electric, automobile. 

Heaters, electric, curling iron. 

Heaters, electric, shaving mug. 

Heaters, electric, water (instantaneous 
or faucet type). 

Heaters, electric, water or other liquid 
(miscellaneous types). 

Heating pads, electric. 

Horns, electric, automobile. 

Horns for radio loud-speaking receivers 
or amplifiers. 

Humidifiers, air, electric. 

Humidifiers, cigar, electric. 


Ignition outfits, complete, automobile. 
Incubators, poultry, electric. 
Inductance coils, radio. 

Instruments, radio, measuring. 
Insulators, radio. 









































































































EVERYTHING 
—IN RADIO— 


MR. JOBBER AND i 
DEALER: Does years of 

experience in manufactur- 
ing Radio Transmitting and 
Receiving Apparatus for 






i the UNITED STATES 
TUNER, DETECTOR AND TWO-STAGE AMPLIFIER GOVERNMENT “mean 
—Type 115— anything to you? 
| VICTOR engineers and i} 
| workmen have had _ this 


E manufac- 

ture a com- 
plete line of Radio 
Sets and Parts, 
consisting of: 


experience and are capable 
of producing highly satis- 
tactory apparatus. 


JOBBERS AND i] 
DEALERS are invited to 
write us for complete 
information regarding our 





Receiving Sets, 


wT ‘ attractive proposition. 
Tune rs, RROSTAT 

Tuners and De- Type103 CATALOGUE SENT 
tectors, ON REQUEST. 


Tuner, Detector 
and Two Stage 
Amplifiers, 

Tuner, Detector and 
Three Stage Ampli- 
fiers, 

i Two Stage Amplifiers, 

Variometers, 

Variocouplers, 

V. T. Sockets, 

Rheostats, 

Grid Condensers, 

Variable Condensers, 

Knobs, Dials, 

Binding Posts, Etc. 











VICT-RA-PHONE CONSOLE TABLE 


VICTOR RADIO CORPORATION 














ORO. 799 East 135th Street, New York City (FBP, 
+ ee Manuf acturers of Complete Radio Sets and Parts Ke oo 
205s SUR 
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EVERYBODY’S 








USING IT 


High quality and low price are not 





the only reasons why jobbers and 
lighting men both are “sold” on 
Wakefield “Red Spot” Hangers. A 
more important reason is that with 
these units everybody makes a 
profit on every job. The 


WAKEFIELD 
“RED SPOT” 
HANGER 


can be used with standard urn- 
shaped glassware. They are carton 
packed, so the jobber handles them with- 
out bother, loss or deterioration. They 
are easy and quick to wire—easy and 
quick to hang—they hang in perfect 


any 


































balance—so the contractor makes 


money, too. 








ACCESSORY 
“RED SPOT” UNITS 


For Small Spaces 


In most commercial 
lighting jobs accessory 


lights are needed in 
hallways, closets, wash “Red Spot” 
rooms, stock rooms, 
etc. To provide uni- criminating 
form equipment for ! stall 
such service, and as a clal lighting 


eonvenience to the a hanger as 
iad ” 

trade, we can supply Red Spot 

ats 3 maa money. 

chain pendants, ceiling 

units and sidewall 

brackets with 2% and 


314%4-inch fitters in de- 
signs which harmonize 
with standard ‘*Red 
Spot’? Hangers. Car- 
ton packed of course. 
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Hanger has 


been adopted as standard 
by many of the most dis- 


distributors 


and installers of commer- 


equipment. 


You cannot buy or make 


good as the 
for equal 


| Motors, 





































Ironing machines, electric (household). 
Irons, electric, pressing (household). 
Irons, electric, pressing (toy). 

Irons, electric, pressing (travelers’). 
Irons, electric, soldering. 


Kettles, electrically 
and miscellaneous). 

Kitchen power units or power tables. 

Kitchen utility outfits, portable motor- 
driven. 

Kits, tool, electricians’. 


heated (preserving 


Lamps, automobile. 

Lamps, boudoir. 

Lamps, clamp, bed or dresser. 

Lamps, desk. 

Lamps, floor. 

Lamps, hangover, bed, chair, etc. 

Lamps( hand, inspection, extension or 
trouble. 

Lamps, incandescent, decorated and tree. 

Lamps, piano. 

Lamps, portable (special and not other- 
wise listed). 

Lams, table and reading. 

Lamps, therapeutic. 

Lamps, vehicle and bicycle. 

Lanterns for decorative lighting fixtures. 

Lanterns, magic. 

Lanterns, portable, dry battery. 

Lanterns, portable, storage battery. 

Lighters, cigar, electric. 

Lighting outfits, automobile and motor- 
boat. 

Lighting specialties, decorative and mis- 
cellaneous. 

Lights, phonograph. 

Locomotives, electric, toy and miniature. 

Logs, electrically illuminated and heated 


| Medical batteries. 
| Milking machines, electric. 
| Mixers, 


cake and batter, motor-driven. 

drink. 

a-c., fractional horsepower. 

Motors, d-c., fractional horsepower. 

Motors, phonograph. 

Motors, sewing machine. 

Motors, toy. 

Musical instruments, 
trical. 


Mixers, 


miscellaneous, elec 


Numbers, house, illuminated. 
Oscillators, radio. 
Ovens, electric, 
(portable). 
Ozonizers, therapeutic. 


baking and roasting 


Percolators, coffee, electric. 


| Phonographs, motor-driven. 


Piano, motor-drive equipment. 


_ Pianos, electrically operated. 








Chain pendant 
sory. unit. 


acces- 
Regular 
Wakefield quality. 24 
inches over all. 2% 
er 3%-inch fitters. 
Carton packed. 
















WAKEFIELD BRASS CO. 


VERMILION : : : 


The F. W. 


Manufacturers 


OHIO 
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Plates, hot, household. 

Pliers, insulated. 

Plugs, radio jack. 

Plugs, spark. 

Projectors for postcards, pictures, etc. 

Protectors, radio surge and kick-back. 

Pumps, air or tire, electric. 

Pumps, house, electric. 

Push buttons, floor and extension. 

Radio receiving sets, complete amate:'' 
and experimental, crystal detector ty}° 

Radio receiving sets, complete, amate! 
and experimental, electron or vacuw') 
tube type. 

Railways, electric, miniature and toy. 

Ranges, electric, domestic or household 

Receivers, radio, phone headset type. 

Receivers, radiophone, loud-speaking. 

Rectifiers, battery-charging service. 

Refrigerators, electric, household. 

Regulators, electric, house and 
temperature. 





room 
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- Dictograph /fadio Loud Speaker 
Dane Uensasieael acess | 


NOTHER success for Dictograph! The 
Dictograph Radio Loud Speaker for the 
home has met with a tremendous wel- 

come. Live dealers everywhere saw their op- 

portunity: the public started buying! 


nae 





f 
‘ 
Korey) 


Here at last is the Loud Speaker the radio 
public has been waiting for—the Loud Speaker 
for the home—backed by a name known the 
world over—and sold at a low price within the 


reach of all! 


From the very first announcement, the 
success of the Dictograph Radio Loud Speaker 
was assured. Orders poured in—in advance 
of production—and in such volume that orig- 
inal production plans were increased and the 
price reduced! Instead of $25 as first an- 
nounced, the LIST PRICE IS NOW ONLY 
$20—complete with 5 ft. flexible cord. 


The Public has been waiting for this perfect 


Loud Speaker for the home 


Everyone knew that a Radio Loud Speaker made by the 
Dictograph Products Corporation would be the BEST 
LOUD SPEAKER THAT COULD BE MADE at the price. 
Its superiority was GUARANTEED by Dictograph re- 
sources, Dictograph experience, and by the world-wide 
reputation of all Dictograph products—the ‘‘Acousticon” 
for the Deaf, the Detective Dictograph, the Dictograph 
System of Loud-Speaking Telephones. 


At the list price of ONLY $20, the Dictograph Radio 


Loud Speaker is a real opportunity for dealers. 


Here is the most perfect reproduction of sound known to 
radio engineering—clear, natural tones, in full volume, and 
absolutely FREE FROM DISTORTION OR NOISE. Perfect 
results with any vacuum tube receiving unit. No extra 
batteries required. 


made. 3000 Ohms. List Price, $12. 





Complete with 5 
ft. flexible cord 


Another strong selling feature—the handsome appear- 
ance of the Dictograph Radio Loud Speaker. It has a 
highly burnished French lacquered spun copper bell horn, 
eleven inches in diameter, attached to die cast black enamel 
tone arm, finished with nickel trimmings. The cabinet is 
of solid ebony-finished hardwood, size 6x5 inches base, 4 
inches high, mounted on rubber knobs to avoid marring of 
polished tables. Furnished complete with 5 ft. flexible silk 
cord and standard terminals. 


We have a strict jobber policy. Write or wire today. 
The Standard of the World 


Electrotypes for catalogs, advertising, etc., are available and will be 
furnished on request 


DICTOGRAPH Radio HEAD SET 


Bigger and bigger sales every month are the best proof in the world of the established demand for th 
Dictograph Radio Head Set. A product of unmatchable quality. 3,000 ohms, for any receiving set, crystal 
detector or vacuum tube. Write or wire for jobbers’ discounts. List price $12—the best Head Set in the 
World regardless of price! Regularly furnished as Standard Equipment with the Leading Receiving Sets 


DICTOGRAPH PRODUCTS CORPORATION 


220 West 42nd Street 


Branches in all principal cities 


New York City 
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Retail Price 


$950 


Retail Price 


$50 














PERFECURL 


Electric Curling Iron 
Will Not Overheat Or Burn the Hair 


Rounded Tapered Point and Removable Waver 


Consider these features: PERFECURL—the new electric iron—always maintains 
a uniform temperature. It will never overheat or burn the hair. 


A round tapered point allows the PERFECURL to pass through the hair easily 
without catching. PERFECURL has a removable waver—a feature that every 
woman will instantly appreciate. Sold complete with six foot of flexible cord. 
It is an iron that is easy to handle and fully guaranteed for one year. 


The list and retail price-is $2.50. Dealers buy from your jobber. 


Jobbers write for discounts 
and special Christmas offer 


ROGERS ELECTRIC COMPANY 
507 S. FOURTH ST. | MINNEAPOLIS, MINNESOTA 






























































f VERY person connected with the selling end of 

the electrical industry will find something of in- 
terest, something worth reading, in every issue of 
THE JOBBER'S SALESMAN 


The sales experiences of some of the leading men in 
the industry will prove interesting and instructive to 
many. Various other features will be well worth read- 
ing each month. 


We want you to become a regular reader of THE 
JoBBER’s SALESMAN 


Send a dollar for a year’s subscription. 














Relays, radio. 
Rheostats, radio. 
Resonators, radio. 


Samovars, electric. 

Screw-drivers, insulated. 

Sewing machines, electric household (desi 
and other furniture types). 

Sewing machines, electric, household (port 
able type). 

Shades, parchment, paper and celluloid. 

Shades, reed, rattan or wood-framed. 

Shades, silk, cretonne, linen or other fabri: 

Shields, radio apparatus. 

Showers, fixture or lighting. 

Sockets, dimming. 

Sockets, duplex or twin. 

Sockets, electron or vacuum tube. 

Spark coils, radio. 

Spotlights, automobile. 

Stands or rests for electric pressing iron, 

Starters, automobile (complete outfit). 

Starting and lighting outfits, automobile 
and motorboat. 

Stereopticons. 

Sterilizers, electric. 

Stills, electrically heated. 

Stops, phonographs, automatic, electric. 

Stoves, electric, disc or table. 

Stoves, electric, toy. 

Switches, automobile lighting and ignition 

Switches, automobile, starting. 

Switches, pendent and cord. 

Switches, pull (plug-socket type). 

Switches, radio grounding. 

Switches, radio panel and apparatus. 


Tea kettles, electric. 

Tea pots, electric. 

Telegraph sets, amateur. 
Testers, automobile. 

Testers, battery. 

Testers, miscellaneous circuit. 
Toasters, electric, household or table. 
Transformers, bell-ringing. 
Transformers, radio power. 
Transformers, socket type. 
Transformers, toy. 
Transmitters, radiophone. 
Tuners, radio. 


Urns, coffee, electric, table or household. 
Urns, tea, electric, table or household. 


Vacuum cleaner attachments. 

Vacuum cleaners, portable. 

Variometers, radio. 

Vehicles, electric, passenger or pleasure 
car type. 

Vibrator applicators and attachments. 

Vibrators, electric, message (household 
type). 

Violet-ray high-frequency apparatus, elec- 
trodes and attachments. 

Voltammeters, battery or pocket. 

Voltammeter, dashboard or vehicle. 

Voltmeters, automobile and electric vehicle. 

Voltmeters, battery or pocket. 

Voltmeters, radio. 

Vulcanizers, electric. 


Waffle irons, electric, household. 
Warmers, food or roll. 

Warmers, foot (indoor type). 
Warmers, milk (immersion type). 
Warmers, milk (nursing bottle type). 
Warmers, plate or dish. 

Warmers, steering wheel. 

Washing machines, household clothes. 
Wave meters, radio. 

Wavers, hair, electric. 

Wire, antenna. 

Wire, magnetic. 

Wire, radio lead-in. 

Wire, resistance. 
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ABC Radio Tuner No. 5750 


HE new A B C Radio 
Tuner illustrated above 
has been designed by Pro- 
fessor J. H. Morecroft of 


Columbia University. 


It embodies the results of 
the latest advances in radio 
apparatus, and meets the 
radio enthusiast’s demand 
for a high quality tuner at a 


moderate price. 


A B C Tuner No. 5750 
has for its principle feature 
a very efficient vario-coupler 
of radically new design, to- 
gether with two A B C 2!- 


plate variable condensers. 


This tuner is ideal for re- 
ceiving the programs sent 
out by broadcasting stations 
—careful tests have shown a 
range up to 550 miles with 
a Detector and Two-Step 
Audio Frequency Amplifier. 


The perfect hookup of 
A B C Units is illustrated at 
the right. 


tem has ever been devised 


No better sys- 


for building a_ satisfactory 


station at low cost. 
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The plant of the Jewett Manu- 
facturing Corp. at Newark, N. J., 
is among the few well equipped 
factories devoted entirely to the 
manufacture of radio products. 


MEETING PRESENT 
STANDARDS-- 


© HE present day radio buyer is highly educated on price, 


quality, convenience and performance. 





In the new A BC Tuner No. 5750, described at left, you 
have a product that welcomes comparison and meets present 


standards of buying and selling. It will pay you to investi- 
gate the A B C Radio Units System. 


We have a strict jobber policy and will 








appreciate an opportunity of presenting 
our proposition in detail. 


JEWETT MANUFACTURING CORP. 


342 Madison Ave. Dept. J10 New York 





ABC 1? SaaS 


ABC Radio Tuner ABC Detector and ABC Loud Speaker 
No. 5750 eeaien, — oy 774 No. 5500 
No. 




















































PREPARE YOUR DEALERS FOR 





HE CHRISTMAS DEMAND 
































































Variometer 


Unique design, Concave 
face. Both rotor and stator 
forms molded of Bakelite. 
Extremely light in weight. 
Resistance losses low owing 


to large gauge wire used. 

Inches 
Outside Diameter .... 44 
Mounting Plate 4% 
Depth 5% 


Price each $8.75 





Variable Condenser 
Balanced type 


Rigidly constructed. 
Metal support front and 
rear. May be used at any 
angle or position for con- 
stant-and steady capacity. 
Smooth, even rotation at 
slightest pressure. Alumi- 


num plate. 





Head Phones 


The Eisemann 
Phone will faithfully 


Head 
repro 
duce all broadcasted musical 
and spoken sounds. It is 
of simple design, yet rugged 
and sturdy of construction. 
The set is unequalled for 
quality of tone and balance 
of thé receivers. 


Price complete $8.00 


‘Lo the Jobber Who is 
Building a Permanent 


RADIO Business 


HE radio jobber who has his mind fixed 
on the future of his business—who 
expects to grow with Radio—cannot afford 


to sell equipment of doubtful quality. 


Eisemann Radio Equipment is designed 
and made for the jobber who wants to be in 


business 10 years from now. 


i 


Eisemann Radio Equipment is mechanically 
and electrically correct. 


. Each unit has been designed unhurriedly 


and embraces the most advanced develop- 
ment in Radio Engineering. 


. In every instance, provision has been made 


for simple form of mounting. 


. The prices are extremely reasonable, com- 


mensurate with highest quality of work- 
manship and material. 


. The reputation and financial responsibility 


of the corporation is assurance of unqualified 
guarantees and should be given considera-_ 
tion. 


. All new units must meet the most exacting 


and rigid tests in our research laboratories 
before release by our engineers. 


In preparation: Filament Rheostats, Potentiometers, etc. 


Eisemann Products are distributed through the 
Jobbing Trade exclusively. Write for discounts. 





Vacuum Tube Socket 


The contact points or fingers are sup- 
ported by a single piece, tempered steel 
spring of proper tension. 

The socket is an all-metal, non-break 
able type, with provisions for table or 
panel mountings. 

Price each 50c 





Variocoupler 


Primary winding on rotor 
secondary winding on 
stator. Primary tap switch 
for tuning antenna circuit 
is part of the rotor—no ex- 
ternal switches, shielding, 
dial or knob necessary. 
Inches 
Outside Diameter . wer A 
Mounting Plate AV, 
BEMIS . Srideattscstacsnpiemetnnnseten 5M 





Variable Condenser 
Unbalanced type 


Aluminum plates  accur- 
ately spaced, eliminating 
any possibility of “shorts” 
between plates and assuring 
a more constant air gap. 
Vernier equipped. 





Audio Frequency 
Amplifying 
Transformer 


This part used as an in- 
ter-valve unit in a cascade 
amplifying outfit, utilizes to 
the highest degree amplify- 
ing properties of all makes 
of vacuum tubes. Maxi- 
mum amplification within 
the tube limits is made pos- 
sible and distortion of the 
signal is eliminated. The 
ratio is nine to one. 


Price each $6.00 


EISEMANN MAGNETO CORPORATION 


DETROIT 


William N. Shaw, President 


32-33rd Street, Brooklyn, N. Y. 





CHICAGO 
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Helping the Customer 
(Continued from page 15) 


had about 500 old carbon lamps on 
hand and did not know what to do 
with them. The manufacturer did not 
care to take them back, and the public 
would not buy them. A few weeks 
earlier I had had oceasion to observe 
a fixed coloring for lamps, and sug- 
gested that he procure such of these 
colors as would make a special ap- 
peal, color all the lamps, put them 
in his window, recommend them for 
decorative purposes, and place a spe- 
cial price on them. He did this, and 
in three days all the lamps were sold. 

At the time of this incident his fan 
motor business was going to a com- 
petitor. In recognition of the inter- 
est which had been shown in his lamp 
problem he transferred this fan busi- 
ness to me. 

The salesman can often render 
service to his manufacturer by remem- 
bering special advantages that he has 
to offer. Not long ago, when calling 
on a manufacturer who had previously 
given me but little business, I learned 
that he was preparing to market a 
household appliance that looked like a 
good seller. He was on the point of 
adopting a fractional horsepower mo- 
tor that was a little high in price. A 
few questions brought out the fact 
that most of the dealers through 
whom he would have to market were 
not in a position to carry installment 
payments, and | told him that he 
could have the benefit of a financing 
company which would carry dealers’ 
time-payment paper if the machines 
were equipped with motors of a man- 
ufacturer with whom the company had 
made such agreement. 

The distributers’ or jobbers’ sales- 
men should be encouraged to take ad- 
vantage of all service on the part of 
the manufacturers’ engineering de- 
partments, and to tie in with its na- 
tional advertising wherever possible. 
They should utilize the great amount 
of publicity which is prepared for 
them and for the retail trade, and 
they should educate the retailer to the 
possibility of advertising along sim- 
ilar lines to that of the manufacturer. 

In general, service to customers de- 
pends on the salesman himself. He 
will not find the information in the 
price books, or in commercial instruc- 
tions. It is up to the salesman to 
grasp each opportunity as it is pre- 
sented. 





' 
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| “Guardians of Electric Service” 











Ses, 


ee 


HAVE YOU YOUR Copy OF 


“CIRCLE T” SAFETY SWITCH 
BULLETIN No. 4? 


You should have it—you need it in your daily work. 


With Bulletin No. 4 you can better sell Trumbull Safety and 
K*xternally Operated Switches. 


It’s a conveniently compiled bulletin replacing pages 62-91 in 
clusive of Catalog No. 12 and all succeeding bulletins. All catalog 
numbers have been revised and the full line comprehensively listed. 


3ulletin No. 4 is divided into 4 sections and covers in 

Section 1: “A” Safety Switches, interlocking catch, 30-200 Amp., 2-3-4 P 250, 
500 and 600 Volt A. C. S. T. D. T. Fusible and No Fuse. 

Section 2. Type C, externally operated, 30-200 Amp. 250-5—Volt A. C. This 
is of a lower cost and has no interlocking feature. The best punched clip switch 
on the market. 

Section 8: Entrance switches on porcelain and slate base, 125-250 Volt, 2-3-4 
P. As complete a line as can be found and at very low cost. 


Section 4: Meter service standard type. 


Write at once to any branch office or 
factory for vour copy of Bulletin No. 4 


THe Trumputt Etectric Merc. Co., 
PLAINVILLE, CONN. 


New York Chicago Philadelphia 
114 Liberty St. 40 S. Clinton St. Boston 


San Francisco 
595 Mission St. 








“Guardians of Electric Service” 
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Contest Starts November Ist 


There’s still time to line up THE PRIZES 
your dealers on this big Red 


Seal Battery Contest. 


The more dealers you line up on theRed Seal 
Battery Contest the better are your chances to win 


the Ist prize, $725.00 Radio Receiving Set. 










































Ist Prize 


This cabinet type complete 
Radio Receiving Set is one of 
the finest an most wp-to- 
date receiving sets on the 
market. It is designed and 
manufactured by the Colin B. 
Kennedy Company of San Fran- 
cisco and St. Louis, makers of 
the finest type of radio receiv- 
ing sets. The cabinet is walnut 
and stands 58 inches high—a 
nasterpiece of cabinet making. 
he receiving set is regenera- 
ive, having an effective range 
rom 175 to 25,000 meters—400 to 
600 miles on “broadcasting.” 
‘ontained within the cabinet 
are all batteries, and a 
Magnavox Loud Speaker with 
special horn. This outfit will 
be installed ready for operation, 
in the home of the winner free 
of all cost. Value complete, 

























Two Ways You May Win A Prize 


1. You can enter the Red Seal Battery 
‘‘Finish-the-Sentence’’ contest your- 


self. 


2. You can enter the Red Seal Battery 
‘Prize Letter’ Contest for Jobbers’ 


Salesmen by sending in a letter of not $725.00. 
over 250 words describing the best 

method of getting a dealer to display 2nd Prize 

the Red Seal Battery contest material This radio receiving outfit is complete in 





every detail. It consists of the Westinghouse 
R. C. Receiving Set and 

Western Electric Loud 
Speaker, “Tungar’ Battery 
Charger, Storage Battery, 


Hit ’em Hard and Often = San soe leaner 3 
vacuum tubes, 2 telephone 
Within a week or so the whole country will plugs, fee sayy ee" 
know about the Red Seal Battery Contest. So hit value of $408.50, 

the trail early and often. Boost the contest and you 
boost yourself. Every dealer you interest in the 
contest means more Ked Seal sales. Write, phone 
or wire the dealers you can't reach before November 
Ist. They will thank you for remembering them. 
On October 21st the first big gun is fired—a full 
page announcement of the contest in the Saturday 
Evening Post. From then on—right through to 


in his window. 


3rd Prize 


A complete receiving outfit made up of 
the well-known Grebe CR-9 Regenerative 
Receiver with 2 stage amplifier, Magnavox 
l.oud Speaker, Storage Bat- 
tery, Radio Homcharger 
De Luxe, “B” Bateries, 
one Manhattan 2,000 ohm 
Headset, 3 vacuum tubes, 
2 telephone plugs, and 
complete antenna equip- 
ment—a total value of 









the windup, November 1|5th—full pages will bang $256.50, 
the public, through the Post and all the leading : 50 Other Prizes . 
radio publications, telling them of the opportunity To 50 other contestants, whose answers 
~ . oe the judges decide are meritorious, will be 
to win a $725.00 Radio Receiving Set. given one of the famous Manhattan 2,000 
How about you—and your dealers? Have you ohm Radio Headsets. These headsets are 
" ll tena d i: 3 built with the precision of a watch and 
got them a ined up ready to cash in on this tre- have great sensitiveness and high ampli- 


fying qualities. 





mendous sales opportunity ? 











Makers of the Famous Red Seal Dry Batteries 
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CONTEST-Nov.1st-Nov.15 @ 


Are You Ready? 








“Listen in” on European 
from any part of the United ‘ 
joy concerts from 
stations 400 to 600 miles away- 
Instatied free in the home of the 
winner anywhere tn the United States 


Enter the Red Seal Battery Contest 

Open to Everybody 52 other prizes | fe = lj 

Comeinand get your Free Entry Blank = ||| i 

Coniest closes November Ieth ||| 27 Satireg 
INITIATE IAIN { 

i 




























ANN 





P b SS 
Lec roy 
te ya = 


} 
rh y cod amt Sry Sitters | 
2 ee eee --! : 


This is the 6 Color Window Display That 
Ties Your Dealer Up With the Contest 


This six color window display is in the 
spotlight during the entire contest. It’s the 
only means your dealer has of labeling his 
store “Contest Headquarters." It’s the mark 
of identity the public are told to look for. 
It's the ““Stop’’ signal that switches the pub- 
lic into his store. Tell him the window dis- 
play is a self-contained unit that sets up like 
an easel. It’s easily set up in any window. 


Simplicity of the Red Seal Battery “Finish-the- 
Sentence’’ Contest 
™ To enter the contest it is only necessary 
to complete the following sentence in not 
more than 10 words: 
The Red Seal Battery js best—~ 
' (1) because it is the all-purpose battery, 
and 
CN oS oe his cies 
Any one can enter. Every one has an 
equal chance. 








Address all inquiries to 
{ y ~ re 4 , =) . ; i 
HEY ILAL DARI I 


» & s 


66), 38-23) 


Manhattan Electrical Supply Co.;Inc. 


Never a Contest Like This! 


Boost It and You Boost 
Your Sales. 


We know of no other contest ever conduct- 
ed that had the sales features of this Red Seal 
Battery Contest. 


Think of these facts: 


All advertising directs customers into deal- 
ers’ stores. 


Tying in with the great radio interest, timed 
to strike at its peak—November |st to Novem- 
ber 15th—it has an overwhelming public ap- 
peal. 


Bigger battery sales and other merchandise 
for you and for the dealer. 


Impress these facts on your dealers. Show 
them the dollar and cents reason why they 
should put every effort behind the contest and 
the sale of Red Seal Batteries. 


Tell them this: That every single one en- 
tering the contest must go to some dealer 


showing the window display reproduced above, 
for his entry blank. 


Make every dealer on your route “Contest 
Headquarters.’ Sell each one of them the idea 
that the Red Seal Battery Contest window dis- 
play puts him in the foreground of the entire 
contest picture. It labels him ‘Contest Head- 
quarters.’ 


Send this coupon 





17 Park Place, New York, N.Y. 


Makers of the Famous Red Seal Dry Batteries 
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It’s Perfect! 


Note the new way of 
assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The placing of the 
central bushing on the 
cap instead of the base, 
places it in a class by 
itself. 


You will be safe in 
recommending this 
knob and all of our 
products to your cus- 
tomers. Write us for 
any further informa- 
tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, Il. 


; ance. 


_its kind on earth. 




















If You Think You’re Good 
Why Not Admit It? 


By J. E. CHRISMAN 


“If a man can write a better book, 
preach a better sermon or build a bet- 
ter mousetrap than his neighbor, even 
though he live in the woods the world 
will beat a path to his door.” 

—Ralph Waldo Emerson. 


Who am I to 
correct one of the greatest thinkers of 
the age? However, I am entitled to 
my opinion, and that is that the man 


This may all be true. 


who said, 
“Early to bed, early to rise, 
Work like hell and advertise !” 
came nearer to hitting the nail on the 
head. 
No doubt the meek shall inherit the 
earth—some day. So, probably will 
the lion lay down with the lamb, the 


| bootlegger with the revenue officer, 


the stockbroker with the small in- 
vestor, and the rich man with the 
income tax collector, but not in this 
commercialized Lord, 
1922! 


vear of our 


No doubt there is a certain com- 
connected with being a 
shrinking violet, but it will never go 


pensation 


down on the right side of a bank bal- 
The fellow who gets to know 
the receiving teller by his first name 
is the chap who sticks out of the 
crowd like a Roman nose on a dish 
face. 

I am connected with a firm which 
makes, I believe, the best product of 
Suppose we just 
made up a supply, and then sat down 
cn our doorstep to wait for the crowd 
of eager buyers to break from the 
woods? I may be a poor guesser but 
my guess is, as the nigger says, wait- 
ing till vet! 

On an obscure street in a small 
city of the Middle West I recently 
ran across one of the best equipped, 
most up-to-the-minute printing plants 


in the United States. The man who 


, ran it was nothing less than a “bug” 


on the subject of fine printing. He 
knows it from A to Z, and back again 
as far as B. He turns out some of 
the very finest work I have ever seen. 
His orders come from New York, San 
Francisco, Minneapolis, New Orleans 
He has 
He turns out real work 
—and he knows it. In fact one of his 
most frequent assertions is: 


and all intermediate stops. 
a real plant. 





“I’m the best in the country, sir, 
and what’s more I freely admit it!” 

He’s a top-notcher and he’s willing 
to admit it! Why not? 

Suppose he had sat down and 
waited for the world to beat a path 
to his door? Would concerns in the 
metropolis of the country be looking 
for fine printing in Middleville? In 
our opinion there would be another 
fellow waiting—till yet! 

Of a certain type of cars there are 
perhaps a dozen, all selling at sub- 
stantially the price. Each 
manufacturer, according to his adver- 
tising, is perfectly willing to admit 
that his is the best. They are all 
doing business for there is really lit 
tle to choose between them. But sup- 
pose one of them became modest and 
decided to let the world beat a path- 
way to his door? Suppose he changed 
his advertising to read: 


same 


“J build a pretty fair car for the 
money. Of course there are others 
just as good for the same money but 
I’m too modest to do like they do 
even if my car is as good as theirs.” 

It would take the bankruptcy ref- 
eree just about ten days to light on 
his neck! 

I would not give a plugged dime 
tor the chap who didn’t have enough 
egotism in his system to believe that 
he and his are a little bit hetter than 
the other fellows. We all think it, 
but only a few dare openly assert it. 
If you don’t believe that we do, stop 
the next man you meet, speak to him 
of “the average man,” and watch the 
far-away lcok come into his eyes. 

There is a_ difference betwee: 
egotism and conceit. Egotism is a 
willingness to admit without reserva 
tion that you are good and then be 
prepared to back it up. Conceit is 
nothing but an attempt to make peo 
ple believe vou are something you are 
not until vou get so that you believe 


5) 


it yourself. 

We are all salesmen, engaged prin 
selling ourselves to the 
We are our own 


cipally in 
wide, wide world. 
advertisers. If we are real go-get- 
ters, or even think so, let’s not be 
ashamed to admit it! 

You may build a better mousetrap 
than your neighbor, and then sit down 
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New 


DREADNAUGHT 
Portable Cord 


rubber covered 
































This new PARANITE cord, like all other wires and cables bearing this label, 
is ‘more than code requires’ in all the details of its manufacture. 

More than this, Dreadnaught Portable cord is superior to the usual rubber 
covered portable cords now sold. 

The rubber cover, thick, tough, practically everlasting even in the severest 
service, is of the same quality as the rubber in high grade tire treads. 

This thick rubber cover is put on under enormous pressure over the double 
conductors, which are insulated with 30% rubber and braided with an indi- 
cating tracer. Pressure forces the soft, unvulcanized rubber tightly around the 
conductors. The pressure. is maintained and after vulcanizing the result is a 
tough, dense wall of live rubber that withstands wear remarkably. 


It's PARANITE quality and service all the way through. 


Indiana Rubber & Insulated Wire Co., 


Jonesboro, Indiana 
210 S. Desplaines St., Chicago 


The Thomas & Betts Co., 
63 Vesey St. New York 
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PARANITE # v9 
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Bob Says It’s Creat 
Declares SELFBLO is a Wonderful Torch 


f 


~ 
es) 


Read What He Says 


After reading your ad in Popular Mechanics I bought a 
SELFBLO Alcohol Torch, and it sure does all you said 
it would. Some different from blowing your head off 
on a rubber tube. IT was surprised to see how quick it 
blew such a hot flame. TI believe it is hot enough for 
brazing. At least I’m going to try it some day. I’m 
jlad to know that such a good tool has a trade mark 
name, because I can tell my friends about it and know 
they will be sure to get SELFBLO. I wouldn’t swap it 
for any tool in my kit if I couldn’t get another. 





Yours truly, Bob Mason. 


There’s a reason for what Bob says. Get your dealer 
to order six SELFBLOS. You can do that with almost 
every dealer you see. They come packed in a hand- 
some three-color counter display container, Explain 
to him the advantages of the trade mark name 
SELFBLO. Our guarantee is your protection. 


HUNT-LASHER CO., Inc. 


66 Willow St., Lynn, Mass. 
Succes ors to the good will, trade names, trade marks, formulae, 
.te., of the Federal Mfg. Co., of Boston, Mass. 











— ges Southern representatives: , bere + eer hon 
: a . . ra Sales 0,5 =< 
Wetherbce Bros., 1405 Engle Williams Bldg., San Francisco, —. 
— wood Ave., Dallas, Texas. Calif. 
2 ; 7, ins Canadian representatives: 
Size, 2%x5% Middle West representatives: = watkiey-Moncur Co., Ltd., 416 
Retails for $2.00 L. W. Stewart Sales Co., 327 St. James St., Montreal, Can- 
In Canada $2.50 Dixie Terminal, Cincinnati, O. ada. 














1. The Jobber’s Salesman is the only newspaper 
of the jobbing branch of the industry. 


2. Itisthe only clearing house for ideas and sales 
suggestions of those engaged in the jobbing 
branch of the industry. 


3. Itisthe only publication that is devoted exclu- 
sively to the business in which you are en- 
gaged. 


Why not take advantage of this helpful, interest- | 
7 . . . . | 
ing service? A dollar a year brings it. Subscribe 
now. 




















awe ee 




















modestly and wait for the crowd to 
beat the path through the woods. 
Just before you starve to death you 
will find -that the crowd has stopped 
before it ever got to you. It is buy- 
ing mousetraps from your neighbor. 
His may not be quite as good, but he 
is out in a clearing on a stump telling 
the well-known universe in no uncer 
tain tones that he’s the best mouse 
trap builder in the whole world and 
what’s more—he’s willing to admit it! 





Alpha Warehouse in Newark 

Announcement has been made by 
the Alpha Electric Co., 151 West 
30th street, New York City, that it 
has leased the building. at 396 
Eleventh avenue, Newark, N..J., with 
area of 5,000 sq. ft., and will 6ecupy 
the structure for a distributing war 


| house and general service building. 





Story of W. F. Irish Co.’s 
Fishing Party 


| Tommy Finn sat on a boat, and sniffed 


an odor much like goat; 

It came from the bilge of a seagoing 
dory, 

And that was the start of this sad story. 

It’s only fair right here to state that this 
was when we went for bait. 

The “Pal o’ mine” with her crazy crew then 
sailed away to catch some blue, 

While skipper Laurence, a South Bay bum. 

Chopped up the fish to make a chum. 

As the “Pal o’ mine” now bucked the swell 
poor Tommy’s spirits rose and fell. 

Tommy, his nose still full of goat, with 
bulging eyes surveyed the boat; 

And when he glimpsed that pile of slop he 
felt like the story of the unmoved wop. 

With palid face and many a shiver he de 
livered all, except his liver. 

Kind friends, advice began to yell, bu! 
Tom consigned them all to hell, 

And lay supine upon the deck. 

Poor Tommy, now a total wreck! 

Then in a language awful shocking he de 
manded them to stop the rocking. 

The worthy Briton, “Old Man Ross,” now 
began to think the sea was boss. 

Fred Smith of the Packard Lamp would 
open his mouth, then his jaws would 
clamp. 

He then gave Tom a bum excuse about 
lack of sleep, but what was the use. 

A Fisherman bold was young Frank 
Hann, but most of his fishing yarns 
were “con.” 

His face was pale, his hands they shook. 

While he for a bluff some snapshots took 

Andrew had not much to say, for up in 
the bow he was tucked away. 

Frank Gardner kept on catching skates. 
while panic seized his stricken mates. 
A crafty look came in his eyes, as he 

framed up some more fishing lies. 

Jim Pennefather played his one best 
hunch, 

Went into the cabin and ate all the lunct 

Now this was the end of a voyage bold, 

Except for the lies these fishermen told 

For one and all could exaggerate, 

If they said “Six Blues,” they meant on 

“Skate.” 

I think you’d call a man a hog if he said 

Ten “Blues” when he caught one “Dog.” 
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Contractors much prefer a Loom that 
will fish easily and cut cleanly. That’s 
why they specify 


DURADUCT 
DURACORD 





solves the portable cord problem by 
keeping electric tools on the job. Its 
heavy woven cover protects the cord 
from injury. 





Tubular Woven Fabric Co. 


Pawtucket, R. I. 


New York Office Chicago Office 
52 Vanderbilt Ave. 549 W. Washington Bivd. 
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\Réed Devil) Tools 


REOC.U S PAT OFF 


Tools 


Have over a quarter 
century’s reputation 
behind them for 
strength, durability 
and perfection of 
workmanship. 





It will pay you in dollars 
and cents to handle a line 
that is so favorably known. 


Send for your copy of our book; 
‘*Helping the Hardware Dealer Sell.’’ 


SMITH & HEMENWAY CO. 


Incorporated 
Mfrs. of “‘Red Devil” 
Electricians’ Tools 


266 Broadway New York 








| town 


A Splendid Demonstration of 
Salesmanship 


By C. A. METZGER 


Vice-President, Premier Service Co. 


HEN I was in Philadelphia not 

long ago, I had the pleasure of 
meeting Salesmen Lennox and Baker. 
Manager Reeves asked them to tell me 
of the experience they had a few days 
before in a small town along the shore. 
I am not at liberty to tell you the name 
of the town, the reason for which will 
appear later in the narrative. 
and Baker went to this 
morning with 


Lennox 
on a Monday 
enough cleaners to last them, presum- 
ably, for about four days. But, in the 
parlance of the salesman, they found 
it “easy pickin.” In fact, by Tues- 
day night they had sold every machine 
but one. 

They telephoned for more stock, but 
were disappointed to learn that the 
truck was making a delivery to another 
city and they could get no additional 
stock until Thursday morning. 

You know how quickly some sales- 
men curl up and die under a disap- 
pointment that comes, not from the 
customer, but from their own house, 


don’t you? Well, that’s what makes 


| this story good. 


Like most other salesmen, Lennox 


_ and Baker are star billiard players. 
| I know nothing about that game of 


| whole day. 


billiards except that it must be a 
mighty fascinating game. Most men 
who play it are not satisfied with an 
hour or two of amusement, but a whole 
day at it seems to be none too long. 
Did Lennox and Baker spend their 
playing billiards? Tuesday 
night, yes. Wednesday? Not on your 
life. Lennox was working for a rec- 
ord. He could not afford to miss a 
So what did they do but 
start out bright and early in the morn- 
ing, with only a cleaner and a few 
little pocket folders, the “envelope 
stuffer,’ you might say. But when 


time 


| the smoke blew away at night, Lennox 


Ee 





had sold five and Baker six. 

Two of them were for full cash, 
$52.50 each. One was for $30 down, 
and the others ranged from $5 to $15 
down. In every case they had the 
cash, and all the customers had was 
a receipt for the cleaner that was to 
be delivered. 

It is almost a shame that the story 
is so good that we have to go farther 


with it. 
to cause anyone to sit and ponder. 


There is enough right there 


Did you ever have two salesmen who 
sold eleven machines for you in one 
day with only a single machine with 
them for the purpose of demon 
strating? 

That evening some of the town folk 
became a little suspicious. There had 
been several cases before where un 
scrupulous men had worked the town, 
collected the cash on the promise to 
deliver a magazine or something, and 
in the end the town folk had found 
they were the only ones who came 
through with their part of the con 
tract. 

It so happened that some of thes 
people called upon the sheriff, and th: 
sheriff, in turn, called upon our men 
at the hotel. ‘The money was cheer 
fully refunded to five of the customers. 
The other six announced their willing 
ness to take a chance, but the sheriff 
would not take the same chance. He 
insisted on locking up one of the men, 
and Lennox volunteered himself. 

Lennox was so decent about it that 
the sheriff put him up in his own home 
instead of a jail. By 11 o'clock, Len- 
nox had sold the sheriff’s wife a 
cleaner, with a full set of attachments, 
and had a check signed by the sheriff 
himself for $52.50. 

Talk about salesmanship. Why, 
man, that’s the thirty-third degree. 
It’s only a pity that Lennox was not 
an architect, for he would have sold 
the sheriff a whole new jail. 

That ought to be the climax to our 
story; but as I once heard Harry 
Lauder say when the audience had a 
laugh in the middle of a joke, “Wait 
a minute—the further it goes the fun 
nier it gets.” 

Manager Reeves appeared on the 
ground early the next morning with « 
truck load of cleaners. All eleven ot 
the sales made the day previous, to 
gether with the one sold to the sher 
iff’s wife, were delivered, and two of 
the customers who paid only #5 
down the day before, wrote new 
checks for the full retail price of their 
cleaners and attachments. 

That’s the end of the story. Sotnds 
like a fairy tale, doesn’t it? 
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What a Prestige 
There is Back 


of the name 
“KLEIN!” 


And no wonder! Only the finest 
quality of materials, the finest of 
workmanship, the most rigid manu- 
facturing specifications, the most care- 
ful inspection, is permitted! 


Any “old-timer” knows what the 
Klein trademark means on linemen’s 
tools! Follow their lead and we 
know you will buy “Klein’s”. 


Above is reproduced the tenth of 
Klein’s 1922 campaign to the elec- 
trical trade. Klein products are 
worth bragging about! 


The quality in Klein 
Pliers did not just hap- 
pen! Many are the old 
employes that for years 
have been safeguarding 
in the forging, temper- 
ing and inspecting de- 
partments, the prestige 
of the name “Klein.” 
Mr. F. Baumann is one 
of the old-timers. A few 
weeks ago he rounded 
out his first 50 years 
with Klein! 





KLEIN 
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Eastman Says Radio Will 


Become Staple 

“IT believe radio equipment will 
eventually become just as staple as 
lamps, wiring devices or other items 
the jobber carries,” recently stated 
V. G. Eastman, sales manager of the 
Erner & Hopkins Company, Colum- 
bus, Ohio, to a representative of THE 
Josper’s SatesMAN. “The equipment 
is practically standardized. This fall 
there will probably be a great deal of 
progress made in standardizing and 
stabilizing distribution, so that job- 
bers can handle the line with confi- 
dence and profit while giving service 
to the trade. Since opening our broad 
casting station, WBAV, in May, we 
have been adding to our facilities for 
distributing radio apparatus on an ex- 
tensive scale, in the belief that there 
is a big future for it.” 

The company now has three radio 
men in its sales force, having recently 
added L. R. Krumm, well 
known in the radio field, as a special 
representative. A radio and 
service department will be built up, 
specializing on standard and reliable 
equipment as the first step in stabil 
izing jobber distribution. 

* * * 


Largest Vacuum Tube 


What is said to be the largest radio 
vacuum tube in the world has just 


who is 


sales 


been developed at the telephone 
laboratories of the Western Electric 
Co., in New York. It is rated at 
100,000 watts, or 200 times the 


power required for the usual broad- 
casting station of 100 miles range. 
The essential feature of the new tube 
is that the “plate” is a copper cylinder 
forming the outer wall of the tube, 
which makes it possible to cool the 
tube by Difficulty was found 
in making the instrument air-tight 
and in getting the for the 
filament and grid into the tube while 
keeping them insulated against 20,000 
volts. W.G. Housekeeper, a Western 
Electric engineer, discovered a way to 
seal copper to glass, making an air- 


water. 


wires 





tight point that will not crack at any 
ordinary working temperature. One 
of these tubes stands 3 ft. high and is 
3.5 in. in diameter at the bottom. 

* * * 


National Show in Chicago 

What first 
big, thoroughly organized radio expo- 
sition ever held in the United States 
will take place in the Coliseum at Chi 
cago from Oct. 14 to 28, and will be 


is claimed will be the 


known as the Annual Chicago Radio 
Show. Heretofore most radio shows 


have been hit-or-miss propositions 
aimed to reap a rich harvest at the 
gate through the universal public in- 
terest in radio telephony. 

The Chicago Radio Show has been 
along different 


In the first place it will be 


organized entirely 
lines. 
exclusively a manufacturer’s show, the 
first affair of that kind ever held. In 
connection with this phase of the proj- 
ect the convention committee of the 
newly formed National Radio Cham 
ber of Commerce has had a special! 
meeting in New York to discuss plans 








“Lady Yes, indeed, 


and gentlemen?” 
the lady in case being Miss Blanche Free- 
man, star bookkeeper for the Capitol Elec- 


tric Co., Lansing, Mich. To her right is 
R. B. Craig, sales manager of the Capitol 
Company, and to the left is I. M. Popkin, 
manufacturer’s representative of Detroit. 
They say Miss Freeman runs her Chevro- 
let sedan in Barney Oldfield fashion. 








for holding the first national conven 
tion in connection with the Chicago 


show. Most of the large manufac 
turers will be represented, and _ it 


would be the logical time for the hold- 
ing of the convention. The big audi 
torium in the 


been tendered to the Radio Chamber 


Coliseum Annex has 
of Commerce for a meeting place. 
* * * 


Radio on Basis of Other 
Electrical Supplies 


“I believe that the radio business. 
as soon as it outgrows certain deficien 
cies which are inherent to a new in 
dustry and the result of an abnormal 
demand, will be a very good and de 
sirable line for electrical dealers to 
carry,” stated T. E. Bibbins, presi 
dent of the Pacific States 
Co., San Francisco, in a recent issue 
of the Journal of Electricity and 
“But I want to 
lay particular emphasis on the neces 
sity of stabilizing the radio business 


Electric 


Western Industry. 


and of the advisability, as far as deal 
ers are concerned, of distributing only 
those items of radio equipment about 
there 
tion. Further, I want to call atten 
tion to the need of putting radio in 
its proper place in relation to other 
merchandise. It 


whose worth can be no. ques 


lines of electrical 
should receive its share of sales at 
tention, but established lines of elec 
trical equipment should not be neg 


lected for it.” 
+ ee 


Steinmetz Dispels Fears for 
Fire Hazard 


Rumors have been current that 
there is a fire hazard because of an 
tenna and ground connections, and 
that the underwriters may place cer 
tain restrictions on amateur installa 
tions. Dr. Charles P. Steinmetz, noted 
electrical engineer who has been evi- 
dencing considerable interest in radio 
development, was asked for his opin 
ion in this connection. 

“There is no hazard in the amateur 
radio receiving station,” he said. “It 
involves no fire risk or risk to life. It 


























































THE JOBBER'SfAISALESMAN 


October, 1922 











7 AUTOMATIC 
ELECTRIC 
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HEAD SETS 


AUTOMATIC 
ELECTRIC 
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RADIO 


HEAD SETS 





Retails for 


$1 (20 


With Plug attached 
$11.50 


AUTOMATIC ELECTRIC 
HEAD SETS 


have overcome two faults characteristic of the 
conventional two-pole, two-coil type of receiver 











ful single pole electro-magnet, and 


‘Tia: has been done by using a power- 
a complete soft iron magnetic path. 


The danger of the diaphragm vibrating 
in sections and the added loss and distor- 
tion, due to the fact that the alternating 
magnetism set up in the coils has to pass 
through the permanent magnet or across 
a large air gap, are eliminated. 


The Automatic Electric Head Sets are 
made in only one style and resistance— 
that which gives the best results under 
all conditions. Weak or strong signals 


are reproduced with maximum clearness, 
free from foreign noises, whether used 
with crystal, V. T. detectors or multi- 
stage amplifiers. 


Thirty years of telephone engineering has 
made perfection possible. 


IMPORTANT to Dealers 

and Jobbers. 
We havea fixed and definite 
Jobber-Dealer policy that will 
work to the advantage of all 
accredited Electrical or Radio 
Jobbers and large manufactur- 
ers of complete receiving sets. 
Every precaution is exercised 
to retain good will by the fullest 
co-operation, 


This is the high grade plug 
that comes attached, when 
desired, to Automatic Elec- 
tric Head Sets. It will take 
care of any kind of cord ter- 
minals, will fit any kind of 
jack and will accommodate 
two head sets. With this 
plug attached to our head 
set you can be sure the head 
set is properly “‘poled.” 












Aufomatic Hectric Company 


ENGINEERS, DESIGNERS & MANUFACTURERS OF THE AUTOMATIC TELEPHONE IN USE THE WORLD OVER 
HOME OFFICE AND FACTORY: CHICAGO, U. S. A. 
























































































88 


THE JOBBER’S(AJSALESMAN 








is merely a harmless toy, but is a 
great deal more than a toy. It is one 
of the most valuable developments of 
the last years, by its instructive and 
educational value and the recreation 
and pleasure which it supplies. It 
would, therefore, be very regrettable 
if by a misguided public opinion ob- 
structions were placed in the way 
of the fullest and freest developments 
of the amateur radio station. With 
regard to the possible lightning risk 
from the grounded antenna, first, the 
lightning risk in the city is very re- 
mote in any case, and, second, the 
grounded antenna rather acts like a 
lightning rod and exercises a protec- 
tive action against lightning. Any 
danger from the radio power received 
by the amateur station obviously is 
ridiculous when considering that the 
energy of a single pound of coal 
would be more than enough to oper- 
ate the radio receiving station con- 
tinuously for over a thousand years. 
Certainly this is not enough energy to 


do harm.” 
¥* * * 


Improvement Noted in Radio 
Market 


Although prices of radio materials 
have been lowered considerably dur- 
ing the last three months they are not 
so low as would appear from quota- 
tions which are being made from cer- 
tain so-called unreliable manufac- 
turers. This statement was made by 
a leading producer in the East, who 
declares that the better class of 
manufacturers have made reductions 
only in a systematic and_ sensible 
manner, and do not anticipate any 
further cuts in prices. 

More conservatism than when the 
radio boom started a year ago pre- 
vails in the market. There is little 
expectation that business will be such 
as to demand undue lengths of time to 
make shipments. 

One leading manufacturer’ in 
Philadelphia says: ‘Current sales 
are far below those of six months 
ago, but in my opinion this situation 
is quite natural when one compares 
the present period to that time of 
much radio enthusiasm. But in those 
days many large orders were can- 
celled or else arrangements were 
made for gradual deliveries.” 

A manufacturer in New York City 
states that the slump in sales during 
the last three months has been most 
helpful to the “reliables’” because 


“the fly by nights’ could not stand 
the heavy strain, and it was for the 
good of the industry that they went 
out of business almost as fast as they 
came in. This situation, this maker 
points out, accounts for some of the 
ridiculously low figures on some items 
in the radio line. 
* * 


Display Card to Aid Sale of 
Radio Meters 


The demand for radio has produced 
a market for apparatus and accesso- 
ries that has caused certain unsettled 
conditions as regards the suitability 
of the several types of apparatus. 
The average person’s only desire was 
to obtain any kind of radio apparatus. 
that was suitable for listening to the 
radio concerts, without question as to 
future needs. This was particularly 
true with vacuum-tube instruments, 
and the public’s inexperience in the 
operation of such devices has caused 
the creation of some diffidence in the 
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~ Radio Instruments’ 





Display Card for Radio Meters, 


public mind as to the practicability of 
such outfits. Many persons have 
found that the best method of oper- 
ating a vacuum-tube detector is by 
knowing the amount of current sup- 
plied to the filament and the voltage 
of the “B” battery at any time. An- 
other thing that makes for efficient 
operation is the ability to adjust the 
instrument so that previous settings 
which have proved satisfactory may be 
obtained quickly and easily. This can 
be accomplished by meters, and there 
are several on the market for this 
purpose. 

In order to best present the need 
of these meters to the public, the 
Westinghouse Electric & Manufactur- 
ing Co. has devised a window card as 
shown in the illustration. This card 
affords the display of three radio in- 
struments and is calculated to draw 
inquiries, which can be answered by 





a new Westinghouse folder entitled 
“It Tells an Important Story.” This 
folder describes the use of instru- 
ments, and recommends the type ne- 
cessary for each class of radio re- 


ception. 
ae @° & 


Link Up Radio and Telegraph 
Service 

Announcement has been made by 
Edward J. Nally, president of the 
Radio Corp. of America, that an 
agreement had been signed with the 
Postal Telegraph-Cable Co., whereby 
every office of the Postal company in 
the United States becomes an agency 
of the Radio corporation for the ac- 
ceptance of radiograms for transmis- 
sion across the Atlantic ocean and for 
the deliyery of radiograms received 
from overseas for points in the United 
States. 

This important linking up of radio 
and wire-line services reflects the rap- 
id growth of the Radio corporation’s 
overseas telegraph traffic since the re- 
turn of its high-power stations by the 
government after the close of the 
world war. These stations transmit 
and receive radiograms directly to 
and from England, France, Norway 
and Germany and through connecting 
stations abroad, to and from all coun- 
tries in Europe, Asia and Africa. 

* * *# 


S. E. D. and Broadcasting 


The Society for Electrical Devel- 
opment never misses an opportunity 
to drive home its slogan, “Do It Elec- 
trically.” With the coming of radio 
the society was quick to grasp the 
opportunity presented, and it has ar- 
ranged a number of broadcasted talks 
on electrical subjects by speakers 
representing the society. 

Plans are being made to have at 
least two electrical talks each week 
this fall on the programs, of the most 
important broadcasting stations. The 
society will act as a clearing house 
for scheduling and arranging these 


addresses. 
* * * 


Information Booklet 


The Bureau of Standards is con- 
stantly receiving requests for radio 
information, and since the same in- 
formation is called for by many of the 
inquiries received, the bureau has pre- 
pared a circular known as “Sources 
of Elementary Radio Information.” 
This circular gives information con- 
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APPARATUS THAT RADIATES QUALITY 





Remler Molded Bakelite 


Variometer, Type 500 
Price, $7.50 


Giblin-Remler Inductance Coils 
20 to 1500 Turns 
Maximum Inductance and Min- 
imum Distributed Capacity 


Remler Heavy Duty Rheostat 
No. 813, Panel Type 
Price, 3 amps. carrying 
capacity, $1.75 
Price, RU Resistance Renewal 
Unit, 25c 


Remler Policy 
plus 
Remler Quality 


The Remler policy protects the profits 
of the dealer—Remler prices to the 
dealer will always allow him a good 
margin—our new policy of jobber dis- 
tribution enables each dealer to carry a 
small stock and make many turn-overs 
—no capital tied up for long periods in 
radio apparatus. 


The nation-wide Quality Reputation that 
Remler holds is causing the biggest radio 
dealers throughout the country to 
standardize on Remler Apparatus. 


These are the reasons why Remler deal- 
ers will always find the Remler line a 
source of steady and _ undiminishing 
profits to them. First, last, and at all 
times the Remler policy protects the 
dealer's profits. 


Remler Radio Mig. Co. 


Dept. J 
Factory and Home Off:ce 


248 First St. 
San Francisco, Calif. 


Eastern Representative 


154 W. Lake St. 
Chicago, IIl. 


Remler Reinforced Molde 
Bakelite Tube Socket 
No. 92 
Price, $1.00 


Remler 180° Vario-Coupler 
No. 503 
Price, $5.40 


Remler Bakelite Dial with 
Knob and Bushing, No. 100 
Price, 75c 


Remler Junior Rheostat No. 
810, Panel Type 
Price, 14% amps. carrying 
capacity, $1.00 
Price, RU Resistance Unit 
Renewal, 20c 
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2-STAGE 
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LOW 
20 YEARS’ 
TURE 


ATWATER 


AMPLIF 


Price 316 ult 


* “THE OUTSTANDING Advantages OF ‘THIS INSTRUMENT are 


Excellence of reproduction. 
Amplification regulation by small steps. 


A complete instrument in ttself. 


Transformers protected by steel housing. 


EXPERIENCE 





IER 





Regulation entirely by knob, no sacks to equip. 


Short wiring connections eliminate capacity effect. 


Hermetically sealed, absolutely no moisture troubles. 


RESULT OF 
MANUFAC 
INSTRUMENTS 


“An*Excellent Merchandising Proposition 


MANUFACTURING COMPANY 
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4942 STENTON Ave. Radio Department PHILADELPHIA, wy i 















iJeerning radio periodicals, government 
‘radio publications issued by various 
; bureaus, radio books from numerous 


publishers, laws and regulations, call 
letters and safety precautions, to 
be observed at stations, and it an- 
swers a few of the most usual ele- 
mentary questions asked by the nov- 
ice. It may be obtained from the 
Superintendent of Documents, Gov- 
ernment Printing Office, Washington, 
D. C. 
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New Head for Westinghouse 
Radio Operations 

C. W. Horn, manager of the radio 
division service department, West- 
inghouse Electric & Manufacturing 
Co., has béeh appointed superinten- 
dent of ‘radio operations, succeeding 
L. R. Krumm, who has become man- 
ager of the radio department of the 
Erner & Hopkins Electric Co., 
Columbus, Ohio. 

In his new position, Mr. Horn will 
have charge of the company’s four 
radio broadcasting stations, KDKA, 
at East Pittsburgh; WJZ, at New- 
ark; KYW, at Chicago, and WBZ, 
at Springfield, Mass. 

Mr. Horn has been interested’ in 
radio for 13 years. During the war 
he served as lieutenant in the radio 
communication service, doing impor- 
tant work for the government, in¢lud- 
ing the building and direction of the 
first group of naval radio compass 
stations. 

* * * 


Instruction in Radio 


The Electrical Jobbers’ Club of 
New York recently started a class in 
the practical and technical features 
of radio, open to any electrical con- 
tractor-dealer in the metropolitan dis- 
trict of New York City and to any of 
his men. No charge is made for tui- 
tion. The wérk covers merchandis- 
ing, installation and operation of ra- 
dio outfits. 

* * * 


To Distribute Kennedy 
Apparatus 


According to Glenn Arbogast, pres- 
ident and_.general manager of the 
Newberry Electric Co., his company 
has been made exclusive distributor 
for southern California by the Colin 
B. Kennedy Co. The former com- 

pany has placed an order for 1,000 
_ regenerative receiving sets which will 
' be distributed in its territory. 
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New Radio Products, Illustrated 








An audio frequency transformer, the 
design of which is claimed to be en- 
tirely new, has been placed on_ the 
market by the Anylite Electric Co., 
Fort Wayne, Ind. The device is small 
and compact, taking up very little 
space in the receiving set. The core 
entirely surrounds the coil, so there 
is no possibility of interference from 
stray magnetic fields. This trans- 
former, it is claimed, will increase the 
range of a set, aid in sharp tuning 
and give maximum amplification with- 
out distortion or objectionable noises 
of any kind. 








A variable “B” radio battery that 
enables the operator to graduate the 
plate potential to the most minute de- 
gree by merely turning the dial of the 
super-imposed rheostat to the point 
of maximum signal reception, without 
the changing of a single fixed connec- 
tion, has been placed on the market 
by the Diamond Electrical Specialties 
Corp., Newark, N. J. 








“Universal” type headsets are being 
marketed by the Roller-Smith Co., 233 
Broadway, New York City, and are 
given the name “Universal” due to the 
fact that they are adapted to both 
crystal and vacuum tube sets. There 
are two types, “A” and “B” of 2,700 
ohms resistance and 2,000 ohms resis- 
tance respectively. The head bands are 
standard navy type, and the cups are of 
aluminum with black moulded com- 
position. The diaphragm is non-rusting. 











The Midwest Radio Co., 802 Main 


street, Cincinnati, manufacturer of the 


“Miraco” vacuum tube radio receiver, has added to its line the “Miraco” radio 
frequency broadcast receiver. This long-distance receiver incorporates a num- 
ber of new features and the manufacturers state that with the added advantage 
of a radio frequency amplifier, it is‘extremely sharp in tuning, and static is 


eliminated to a marked degree. 








Minimum distributed capacity in the 
windings is claimed for the No. 3057-1 
“Radio former” manufactured by the 
American Radio & Research Corp., 
Medford Hillside, Mass. This is ob- 
tained by sandwiching special universal 
wound coils. In addition, high effi- 
ciency is obtained by the use of espe- 
cially treated radio frequency iron in 
the construction of the core. The No. 
3057-1 is intended for first stage am- 
plification, while the No. 3120 is in- 
tended for second and third stage 
amplification. Both are for operation 
ym wave lengths of 300 to 600 meters. 








What is claimed to be an improve- 
ment over ordinary dials has been de- 
veloped by the WorkRite Manufac- 
turing Co., Cleveland. It is called the 
“E-Z Tune,” and the feature is that it 
has a knurled grip on the rim. This is 
to accommodate those who have the 
habit of adjusting their variometers or 
variocouplers from the rim instead of 
the knob. The “E-Z Tune” is 3.5 in. in 
diameter and is made for either 0.25-in. 
or 0.875-in. shaft. The list price is 
75 cents. 








The “Dongan” radio frequency 
transformer made by the Dongan Elec- 
tric Manufacturing Co., 2987 Franklin 
street, Detroit, has a number of spe- 


-cial features. Before placing this 


transformer on the market, the com- 
pany made tests in its own labora- 
tories and in those of a number of 
prominent radio engineers to insure a 
design which would have good effi- 
ciency and general operating charac- 
teristics. The adjustable iron core is 
claimed to be of great aid in tuning 
and in eliminating the necessity for 
close regulation. The cases are of 
molded hard rubber and are designed 
with lugs for panel mounting or can 
be used with standard tube sockets. 
These transformers are for operation 
on wave lengths of 175 to 750 meters 








Compactness and closer tuning are 
the features claimed for the “Rogers” 
receiving radiometer, distributed by 
Ludwig Hommell & Co., 530 Fernando 
street, Pittsburgh. It can be used in 
any part of the circuit in which an or- 
dinary ball type variometer is used, and 
for long-distance, short-wave reception 
two radiometers may be used together 
with good results. The list price is $4; 
dial and knob, $1 extra. 
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New Radio Products, Illustrated 














Beauty has been combined with utility in the new radio 
“Homcharger,” a battery charging rectifier developed by 
the Automatic Electrical Devices Co., 145 West Third street, 
Cincinnati, especially for the home charging of radio “A” 
and “B” batteries. The manufacturer claims it is con- 
structed of the highest grade materials throughout, moulded 
bakelite base, “Jewel” ammeter, oversized silicon steel trans- 
former, and is finished in dull mahogany and old gold. It 
gives a tapering charge as recommended by battery manu- 
facturers, and is guaranteed not to harm the battery in any 
way. It will fully charge any “A” or “B” battery over- 
night at a cost of a few cents. The “Radio Homcharger 
De Luxe” lists for $18.50. 
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A single bearing and special composition hard rubber and 
plates are claimed to be responsible for low losses in the 
Hartman variable air condenser, made by the Hartman Elec- 
tric Manufacturing Co., Mansfield, Ohio. It is made in three 
sizes, with 88, 25 and 17 plates, and the range of capacity of 
each is stated to be a maximum. 








The illustration shows the new “Durham” variable high 
resistance manufactured by Durham & Co., 1986 Market 
street, Philadelphia. It has several advantages over the 
fixed grid leak, chief of which is that it is adjustable over a 
wide range and will maintain its adjustment permanently 
after its initial setting. 








The France Manufacturing Co., Cleveland, has recently 
developed its type “FF” portable combination radio rectifier 
for the charging of both “A” and “B” batteries. It is made 
in five types, ranging in price from $15 to $24. 








A new type of rectigon known as the “Radio-Type” recti- 
gon, designed primarily to charge 11 or 12-cell plate bat- 
teries, such as are used for radio receiving sets, but also 

liable for charging three-cell filament batteries or three 
and six-cell automobile starting and lighting batteries, is 
heing manufactured by the Westinghouse Electric & Manu- 
facturing Co., East Pittsburgh, Pa. It is similar to. the 
private garage type, being portable, well finished, automatic 
in operation, and free from oil and grease. The cost of 
operation is low, being about 0.5 cent a kilowatt-hour. The 
bulbs have a long life and need to be changed only at in- 
frequent intervals. 











The new type of 
radio reproducer pic- 
tured above is the 
“Callophone” manu- 
factured by the Call- 
aphone Radio Prod- 


ucts, 151 Grand 
street, New York. 
No external power 


from a storage bat- 
tery or some other 
source is required. 
It reproduces the 
radio message or con- 
cert in a clear, nat- 
ural and_ pleasant 
tone. 
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— 
Yue gold, 

|. said _Confucyy US, 
does not leer ti the fire * 
— and 


aN); Gre ebe Radio | 





SeSur Wires tf he most 


S\ ac ting tests. 





HIS year will be a big one for you—f 
you sell the right kind of apparatus. 


“ 


The day of plain “radio apparatus” has 
passed; the public is fast becoming radio-wise. 
Your measure of success depends upon your 
selling the equipment that performs. 


Anyone familiar with Grebe Radio Apparatus 
will tell you that it will support your strongest 
claims. 


We have had ten years of experience in satis- 
fying a critical radio public. 


Our big modern factory, recently completed, 
enables us to render the measure of service you 
and your customers expect with each Grebe Re- 
ae or AH. OREBE & 0.2m 
1 d = : , ¥ ° 
. 84 Van Wyck Blvd. 


Write us! . Richmond Hill, New York 





Grebe Radio Apparatus 
is 
Licensed under 
Armstrong U.S. Patent 
No. 1,113,149 


| 








THE JOBBER’SfA)SALESMAN 








































Making the most of Radio 


with Dubilier Ducon 


Pe eens products are nationally 
advertised in the Saturday Evening 
Post and in the principal radio magazines. 
Five million readers are constantly re- 
minded of Dubilier products. The 
Dubilier jobber and dealer is backed up 
by a strong, continuously waged advertis- 
ing campaign. 


Radio from Any Lamp 
Socket with the Dubilier Ducon 


Screw the Dubilier Ducon into any 
lamp socket and the music and talk come 
in strong and clear. No antenna or loop 
is necessary. Hence the Ducon helps 
you to sell complete sets to apartment 
house dwellers. 





The Dubilier Ducon is safe. It pre- 
vents the lighting current from reach- deta valle cece 
ing the set but permits the feeble radio screws into 
oscillations to pass. lame 


Dubilier Micadons Reduce Tube Noises 


Like the famous Dubilier transmitting 
condensers, standard throughout the world, 
Dubilier Micadons for receiving sets are 
pressed mica condensers 
—not easily punctured 
paper condensers.  Be- 
cause the capacity is 
permanent, tube howls 
reduced. 





Micadon type 
601. Made 
with eyelet 
terminal. 
Connect Mica- 
dons type 601 





Micadon type are Hence, in series. or 
— — — radio concerts are re-_ parallel and 
with and wit i : build up the 
out grid - leak ceived more clearly. capacity de- 
mounting. . sired, — 


Condenser & 


DUBILIER ‘Rg'e..s 


48-50 West 4“St. N.Y. 


Branch Offices: 


...709*Mission Street. 
stmnee OYNdicate + Trust Building. 
see Munsey Building. 
sssesseeeelS East Monroe Street. 


San Francisco, Cal 
St. Louis, Mo 
Washington, D. C....... ’ 
Chicago, Hil.......... 


Canadian Distributors—Canadian General Electric Co., Toronto, Canada. 











First to Broadcast on 400- 

Meter Wave Length 

Station KSD, owned by the St. 
Louis Post-Dispatch, was the first 
radio broadcasting plant in the United 
States authorized to use the new 400- 
meter wave length recently innovated 
by the Department of Commerce. 

Notice of the change in wave length 
was announced by radiophone and the 
details of the change were described. 
The great variance in power, range 
and service among the numerous 
broadcasting stations in the different 
states caused by the Department of 
Commerce to establish a new class— 
to be known as class “B” stations— 
which would comprise a few stations 
of great power and efficiency. 

Station KSD, which has been heard 
in forty-one states, in four provinces 
of Canada, in old Mexico, and on 
ships in the Atlantic ocean and the 
Gulf of Mexico during July and Aug- 
ust, the most difficult transmission 


| months of the year, was first in the 


' nation to be granted the 400-meter 











wave length. 
This wave length will be used for 





Yes, sir, this is old man Etch-O-Lit 
himself showing how you can brand lamps 
so that the thieves will get discouraged 
before they start on their pilfering tours 
W. C. Bates has .charge: of the~ Etch-O 
Lite department of the Union Electric 
Co., Pittsburgh, and after talking to him 
a while, you can’t help but recommend to 
all lamp thieves that they change thei! 
occupation to boot-legging. 
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UALITY has been well 
want if it knew all about 


as “what the public would 


Dayton Radio Apparatus is 


designed from this standpoint and it represents a real improvement 
in the art of amateur radio reception. 


Variometer — Bank wound stator and 
rotor with low distributed capacity- 
minimum air gap—wave length range of 
140 to 2600 meters when used with variable 
condenser in the antenna circuit—adjust- 
able for wall, table or panel mounting— 
mahogany Bakelite with nickel trimmings— 
small and compact—highest grade finish 
and workmanship. 





Variocoupler— A companion instrument 
to the variometer; of same size and gen- 
eral appearance—bank wound stator—six- 
teen taps arranged to provide any combina- 
tion from one to fifty-nine turns—adjust- 
able for three position mounting—may be 
used directly in antenna circuit with con- 
denser to give a wave length range from 
140 to 700 meters. This range may be in- 
creased from 100 to 1650 meters by the ad- 
dition of a variable condenser. 





The Dayton Fan & Motor Co. 


Condenser — 43 Plate Capacity 001 
Mfd.—23 Plate Capacity, .0006 Mfd.—13 
Plate Capacity, .00035 Mfd.—black enamel 
metal end plate which will not warp—ac- 
curate spacing of plates—rotor has adjust- 
able pivot bearing—high power-factor in 
suring undiminished signal strength 


Trensformer — Transformation ratio nine 
to one—highest grade silicon iron—core 
construction provides double magnetic path 
of overlapping, insulated laminations which 
eliminates stray magnetic flux and makes 
shielding unnecessary—both binding posts 
and soldering lugs—nickel trimmings—each 
transformer is tested under service condi- 
tions for tone and signal strength. 








factory and General Offices 


Daytoa, Ohio 


DAYTON MOTORS 
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Result of 
fourteen 
years’ experience. 








counter can say more 

about Brandes headsets 
than about their many 
imitations. 


In the first place, they are 
Matched Tone headsets, which 
means that both ’phones are 
sound-mates. 


Add to this low cost, super- 
sensitiveness, durability, light- 
ness, and comfort and it be- 
comes evident why Brandes 
Matched Tone headsets have 
been the standard for fourteen 
years. 


’ | \HE salesman behind the 


District Offices and Distributors: 


Munsey Bldg., Washington, D. C.; 76 Pearl St., Bos- 
ton, (Boggy 33 S. Clinton St., Chicago, Ill; 709 
Mission St., San Francisco, Cal.; 1220 Nicollet Ave., 
Minneapolis, Minn.; International Electric Company, 
Wellington, N. Z 


C.B randes sINC 


237 Lafayette St., New York. 


Made in Canada ‘by Canadian Brandes, Ltd., 
Toronto. 
Distributed by Perkins Electric, Ltd., Montreal. 








; Talking’ Points, 


| the 4 o'clock and 8 o’clock p.m. con- 
certs. Market reports and news bul- 
letins earlier in the day will be broad- 
cast on the 485-meter wave length as 
formerly. 

The result of the change in wave 
length will enable persons having re- 
ceiving sets to choose which station 
they want to hear. Other broadcast 
ing stations of lesser power and effi 
ciency than class “B’”’ will continue on 
the 360-meter wave length, and ama- 
teur sending stations on the regula- 
tion 200-meter wave length, will have 
less traveled radio lanes exclusively 


for their own use. 
* # 


To Open Radio Department 

S. C. MacNeil, treasurer of the 
C. J. Litscher Electric Co., Grand 
| Rapids, Mich., recently stated to a 
| representative of Tue JoBpBER’s 
SALESMAN that the company will open 
a radio department, distributing the 
products of the American Radio & 
Research Corp., and a number of 
other companies. B. O. Burlingame 
has been appointed manager of the 
department and J. J. Wagner travel 
ing representative. 

* * * 


Transmission of Power by 
Radio 

In the opinion of Dr. Charles P. 
Steinmetz, chief consulting engineer 
| of the General Electric Co., it is not 
within the bounds of probability that 
power will be transmitted by radio in 
the near future. 

“In some respects, radio power 
transmission exists today, for the 
message which you receive by radio 
has been carried by the power of the 
electromagnetic wave from the send- 
ing station to the receiving station,” 
said Dr. Steinmetz. 

“However, while the sending sta- 
tion sends out electromagnetic waves 
of a power of several kilowatts or 
even hundreds of kilowatts, this pow 
er scatters in all directions, and it 
may be only a fraction of a milliwatt 
which we receive, that is, less than a 
millionth of the power sent out. But 
this small power is sufficient, when 
amplified, to give us the message. 

“The problem of power transmis 
sion essentially differs from that of 
the transmission for communication, 
that in power transmission most, or at 
least a large part, of the power sen! 
out by the generating station must 
arrive at the receiving, station, to 
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\TYPE ‘A’ FOR WALL MOUNTING 


SRE IEE it NO diel 















S slogan, Mr. Dealer, has made the HOMCHARGER the most popular rectifier in the entire radio and 
automobile field. 


é _ Its popularity is being further increased thru dominating HOMCHARGER advertisements appearing regularly 
in thirty-one of the leading radio, automobile and national publications. 


In addition, an entirely new and greatly augmented series of attractive sales helps are now available for your use. The 


ie 


is the simplest, the most efficient and most reliable battery charger on the market, and the only rectifier combining 
the following essential HOMCHARGER features: 


1—Simplicity itself. Attach to any lamp socket and connect to 6—Constructed of the best material—genuine Bakelite Panel, 
battery. ewell Ammeter, Closed Core Silicon Steel Transformer. 
2—SELF-POLARIZING. Battery may be connected either way © castings used, only the finest stampings throughout. 
and it will always charge. : 7—Only one moving and two wearing parts. eplaceable as a 
3—Fully automatic in operation—gives taper charge—cannot unit at small cost. 
overcharge or injure your bettry 8—Uses standard 15-ampere plug fuse obtainable at any electrical 
4—Safe, all rts entirely enclosed, no danger from fire. store. 
APPROVED BY NDERWRITERS EVERYWHERE. 9—CHARGES ANY “A” OR “B” BATTERY OVER NIGHT. 
5—Silent in operation. May be used in the home. UNQUALIFIEDLY GUARANTEED. 


AN ORNAMENT FOR THE LIVING ROOM 


Beauty has been combined with utility in the new RADIO HOMCHARGER DE LUXE. The body is beautifully 
finished in rich Antique Mahogany, the base and fittings in handsome Dull Gold. Equipped with rubber feet, it 
cannot mar polished surfaces. It harmonizes with the finest living room. 


OVER 50,000 HOMCHARGERS 


were sold by live dealers and jobbers last spring. Over 150,000 will be sold this fall and winter. Our special 
dealer booklet, ““Homcharger Business Builders’, shows how you can obtain your share of this business, and illus- 
trates the many and various sales helps and other co-operation given HOMCHARGER dealers. Send for your 
copy today, or, better yet, order a case of one-half dozen or so from your jobber, and cash in on this fast-selling and 
profitable radio and automobile accessory. Furnished complete with attachment cord and plug, charging cable 
and battery clips. No extras to buy. $18.50 U. S. A., $25.00 in Canada. 


RADIO FANS, AUTO OWNERS, ETC. 


See the new RADIO HOMCHARGER DE LUXE at your nearest dealer. If he does not carry it, send for our free 
Bulletin 637 illustrating the new RADIO HOMCHARGER DE LUXE in actual colors, or your order will receive 
prompt attention if sent direct to the factory. 


The Automatic Electrical Devices Co. 
145 West Third Street Cincinnati, Ohio 


BRANCH OFFICES 
New York Chicago Pittsburgh 





Largest Manufacturers 









of Detroit allas 
a | aang Pg nanny! 
ti i i it 
Vibrating Rectifiers in the World 2 ns — is a ansas City 












































—~ OVER 50.000 IN USE 
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combination for 
VI control wit/r- 


out the use of 


jacks or pigs. 


We are the inventors and sole 
manufacturers of the famous Klos- 
ner Vernier Rheostat Model 100 
rg # being sold at retail price of 
1.50. 


Dealers and 
proposition 
““Amplitrol” 


jobbers send for 
and discounts on the 
and the Klosner Rheo- 


stats. Ask for Booklet SL. 





Rlosner Vernier theosta rt 
Model 200 © 


PAT. PEND. 














Klosner Improved Apparatus Co.. 
\. 2024 Boston Road 

















} 
| 
| 





# losner. Arp a; trol 


=a Sees 





los 


HE long looked for has at 

last arrived. The Klosner 

“Amplitrol” fills that long- 
felt radio want—that «of con- 
trolling the vacuum tube circuit 
without the use of jacks, plugs 
or any additional switches. A 
real radio necessity. Every 
amplifier tube deserves one. No 
more plugging in from one stage 
to the next. Simply attach 
phones or loud speaker to bind- 
ing posts and turn on any stage 
at will. 


The “Amplitrol” not only ad- 
justs the filament to its maxi- 
mum efficiency, but it auto- 
matically controls the plate cir- 
cuit at the same time, thus elimi- 
nating -an extra operation. 
Unlike an automatic filament 
control, the “Amplitrol” does not 
put a sudden strain on the fila- 
ment. It provides a gradual cur- 
rent increase for the filament, 
thus prolonging its life. 


Made of moulded condensite. 
Contacts of phosphor bronze. 
Exposed metal parts highly 
nickel plated. New style tapered 
knob, and dial correctly num- 
bered in white lettering. List 
price, $4.00. 


What the “Amplitrol” is to the 
amplifying tube, so the Klosner 
Rheostat is to the detector tube. 
The new improved Rheostat 
Model 200, embodies some vast 
changes and _ improvements. 
These are too numerous to list, 
but your inspection will immedi- 
ately win your approval. The 
“Amplitrol” and the new im- 
proved Klosner’ Rheostat are 
the ideal combination for the 
control of vacuum tubes. 
Klosner New Improved Rheo- 
stat Model 200. List price, $1.80. 


The “Amplitrol” and the Rheo- 
stat do not employ the graphic- 
disc principle, but that of wire 
wound. This feature insures 
perfect contact at all times, mak- 
ing tuning guicker -and louder 
and giving gréater range. 


New York Cit 























make it economical to transmit the 
power. 

“Hence, the problem of radio power 
transmission is that of directing the 
radio waves so closely that a large 
part of their power remains together 
so as to be picked up by the receiving 
station.” 

* * * ; 
Advertising by Radio 

Concerning the using of radio broad- 
casting for advertising purposes, it is 
the opinion of J. C. McQuiston, ad- 
vertising manager of the Westing- 
house Electric & Manufacturing Co., 
that only some form of indirect ad- 
vertising will be permissible. 

“Advertising must ride on 
service, and in riding on that service 
it must not destroy the service. The 
editorial page of a publication gener- 
ally determines the quality and extent 
of its circulation. Therefore the value 
of a medium for advertising must al- 
ways play second fiddle to the editor- 
ial and written pages,” said Mr. Mc 
Quiston. ‘Advertising must ‘stand 
by’ until it finds a way to associate 
itself with radio broadcasting without 
destroying the satisfaction that comes 


some 


| from receiving news bulletins, lectures, 














Henry Whitehouse has nothing to do 
with our national government in spite of 
his name and the fact that he lives in 
Washington (the state). Henry’s job is 
city sales manager of the Washington 
Electric Supply Co. Spokane, Wash. 
Henry is also a Julian Eltinge- <the second. 
Ask him about it. oe 
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The Premier Radiovoice 


Is the first practical and com- 
mercial accomplishment of 
meeting the public’s require- 
ments and demand for a 
Complete, Simple, Compact, 
Attractive and Efficient, Loud 
talking Detector and 2 Stage 
Radio Receiver at a Popular 
Price, Simple in Control, 


Wide in Range. 


Mounted on a_ Bakelite 
Panel are Premier Built and 
Tested Radio Condensers, 
Rheostats, V. T. Sockets, 
Transformers, Tuning Coils, 
Jacks, etc.; the panel being 
hinged within the beautiful 5-ply Mahogany Veneer Loud Talker Cabinet, measur- 
ing 21 in. in height by 12 in. in width, weighing, completely equipped with “B” 
batteries and Loud talking Phone as shown, only 17 lbs. ‘Can be set in a corner of 
the living room, on library or end table, or on a piano, blending into the richest of 
furnishings with equal attractiveness. Price Complete, excluding only bulbs and 


y i |, En nnanees 8S ee ae. Se, $95.00 





Where an even lower priced equipment is desired, eliminating the phone and Loud 
Talker cabinet, our Type P equipment, including ‘‘B”’ batteries, mounted in cabinet as 
shown; parts, hookup and panel being identical to that used in the Premier Radiovoice, is 


Sg icten iio ta dike indices ait agi ical nla SAM en sii suas tid dni aia en ie abla $55.00 


The Premier Radio Corpo- 
ration is an old electrical 
manufacturing concern, which 
has turned its entire resources 
and equipment to production 
of high class radio parts and re- 
ceiving sets. The Premier line 
is handled and is available to 
only the highest class of Deal- 
er, Jobber or Distributor, and 
to such is offered discounts to 
permit of profitable merchan- 
dising. 





Descriptive bulletins sent on request 


PREMIER RADIO CORPORATION 


6800 Bostwick Avenue DETROIT, MICH. 
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mation. 


35 Water Street, 
New York 








C&W No. 12 


C&W No. 11 


Regenerative Receiver and Two Stage Amplifier. | 


Ret TRO oovsiceccc Bola ee eee $125.00 , 


(Subsidiary Independent 
Wireless Telegraph Co., 
Inc.) 


RADIOPHONES 


An attractive proposition 
for Electrical Dealers 





Single Circuit Regenerative Receiver. 
Retail Price 





Two ultra-modern RADIOPHONE RECEIVERS designed 
by the Engineers of one of the foremost Commercial Wire- 
less Telegraph Companies. 

Extraordinary efficiency and selectivity is obtained with sim- 


plified controls that enable the operator to select the desired 
signals and easily eliminate interference from other sources. 


These receivers are unique in that many heretofore trouble- 
some and critical adjustments have been entirely eliminated, 
thus assuring efficient and reliable operation by persons with 
neither technical knowledge nor professional skill. 


Licensed under Armstrong U. S. Pat. No. 1,113,149. 


Will you be our sales agent? We have a most attractive propo- 
sition. Write for descriptive literature and complete —- 


7 «¢ 


CUTTING & WASHINGTON 
RADIO CORPORATION 


445 Security Bldg., 
Minneapolis, Minn. 











baseball scores, sermons, bedtime 
stories, concerts and so on. 

“In our own case, at the beginning 
of our broadcasting work we men- 
tioned for a short time our heating 
and other appliances. but soon found 
that the people revolted. This came to 
us so forcibly that we quickly dropped 
it and have not been advertising any- 
thing, not even our radio apparatus, 
in connection with our broadcasting 
work,” 

Institutional advertising may prop- 
erly be a part of the program, in 
Mr. McQuiston’s opinion, talks on 
styles for women, the well-dressed 
man, sanitation, value of a photograph 
and the like, not naming any specific 
merchant. Toll broadcasting is that 
for which a charge is made, which of 
course means advertising, yet direct 
advertising is not to be allowed i! 
the recommendations of the radio com- 
mittee are followed. The toll busi- 
ness will probably settle down into 
good entertainment, the only advertis- 
ing the client receives directly being 
in the wording of the announcement 
of the selection. 

* * * 


Boosts Radio Sales With 
Contest 


According to H. M. Hopkins, vice- 
president of the Victor Electric Sup- 
ply Co., Detroit, his company has in- 
creased the sales of its radio depart- 
ment to a large extent through a con- 
test among its salesmen, prizes being 
awarded in the form of extra com- 
missions on the sale of radio equip- 


ment. 
* * * 


Exercise Classes Conducted by 
Radio 

Setting-up exercises by radio, be- 
ginning at 7 o'clock each morning, is 
the latest use to which the radio has 
been put. On Sept. 5 a series of 
exercises was inaugurated and broad- 
casted from the Amrad station, WGI, 
Medford Hillside, Mass. as a regular 
feature of its program. 

The object of this course is to 
place at the disposal of all radio 
users the most approved methods of 
securing physical efficiency. Three 
exercise classes lasting 15 minutes 
each are held every morning, being 
conducted by Arthur E. Baird, head 
of the department of physiotherapy 
at Caines College of Physical Culture. 
The three sets of exercises include 
one for the business man or woman 
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Electrical Jobbers 


Send for the Bestone Radio Catalog 


WIRELESs | 





APPaARATU? | 
The Bestone catalog illustrates‘and describes a 
complete line of the latest ‘and most scien- 
tifically-designed radio apparatus, produced by 
a leading manufacturer. 


We offer you an exceptionally high-class qual- 
ity radio line at popular list prices, and a plan 
“BESTONE” of sales co-operation that will mean attractive 
Variometer profits for you. 


Write for Catalog Today 


HENRY HYMAN &CO., Inc. 


MANUFACTURERS 





Branch 
Executive Offices 212 W. Austin Av., 
476 Broadway, New York Chicago, Ill. 





Inci ease Your 
Christmas Sales 





Current Prices 
No. 500 Best Duplex LIST 


Pile... ..2....-.: seme d 75¢ 
No. 1150 Best Heater 
Switch Plug.............--- 80c 


‘“‘None Better than the Best’’ 


HENRY HYMAN & CO. 


Inc. 
Manufacturers 


476 Broadway New York 





USALITE— 


The Outfit that Radiates Satisfaction 


Right NOW— is the psychological time to make 
your selling drive on Christmas Tree Lighting 
Outfits. 





212 W. Austin Av. 


Chicago 
as You can increase your SALES and PROFITS by 
offering your trade USALITE Outfits—because 
they have proven their superior quality year after 
° year. 
aga Send for Sample Outfit 
Discounts 


UNITED STATES ELEC. MFG. CORP. 
476 Broadway, New York City 
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Trade Mark 


yy 


Front View, 
Panel No. 2 


Rear View with © 
Cover Removed, 
Panel No. 9 


HE two panels shown are only the beginning of 
a most elaborate receiving set. While they 
form a complete set with a wave length range 

of from 150 to 8,000 meters embodying bank wound 
inductance, potentiometer, interchangeable grid leak, 
etc., your customer will want to match his original pur- 
chase from time to time with radio frequency, audio fre- 
quency, loop or honeycomb mounting panels and so on, 
that he will ask you to supply. 





Why not find out more about this novel set——devel- 
oped by engineers that know how and built completely ‘n 
a plant with thirty years of manufacturing experience in 
this line of highest grade electrical instruments / 


Our Bulletin No. 802 describes these panels. 
Write for a copy. 


THE E-D-MANUFACTURING CO. 
PI4ILADELPHIA, PA. 

















EE REN OT, TT 
aD OD AY 60 9. Gp 6, Gn 2 oe ~ Gap Op oie 

















| who merely wishes a set of toning-up 


exercises; the second is for those who 


| are over-weight and wish to reduce, 


and the third for those who are 


_under-weight and wish to build up. 
The exercises are accompanied by ex- 


planatory talks dealing with all 
phases of personal hygiene such as 


diet, bathing, recreation and the like. 


* * * 


Sweden to Erect Big Radio 
Station 


A contract for a new wireless sta- 
tion in Sweden, which will insure di- 
rect communication between that coun- 
try and the United States, has been 
awarded by the Swedish government 
to the Radio Corp. of America. The 
plant will cost more than $2,000,000, 
and will be situated in the vicinity of 
Gothenburg, on the west coast of 
Sweden. 

3 0Ok® 
Western Distributors 


The Pacific States Electrie Co., 


| with offices and warehouses in San 





Francisco, Oakland, Los Angeles, 
Portland, Seattle and Spokane, has 
been appointed western distributor 
for the Radio Corp. of America and 
for the De Forest Radio Telephone 
& Telegraph Co. 








Here isa close-up of George A. Boring, 
manager of the Portland, Ore., house of 
the Pacific States Electric Co., and one of 
the men who have done so much in carry- 
ing the electrical idea across to the public 
through the medium of the Northwest 
Electric Service League. 
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fu be The New Fada Rheostat 
+ To Retail for 75c 


ha 
&? 


More than half a million Fada Rheostats were sold at 


$1.00 each in 1921 


\n improved Fada rheostat design, using a special hard 


fiber insulator strip, and now nationally advertised to 
sell at 75c¢ each, promises a sale triple to that of last 
vcar 


A national advertising campaign, using 
these publications, and circulating more 
than 1,000,000 radio prospects each month 
is bound to bring customers into your mark, evidence of good design and construction. Show 
store to ask for Fada equipment. You 
must have Fada instruments and parts to 
sell them. the new reduced price and the sale is made 


This new rheostat carries on its face the Fada trade 
it to your customers, point out the Fada quality, quot: 
Anyone of these radio magazines, opened to Fada 


advertisements, proves to your customers that they are 
buying a nationally advertised product and that they 





can depend upon its reputation. 


New Grade hard New factory facilities, and increased production makes 
fiber will not possible this rheostat reduction. It’s a big sales help 
: for Fada dealers. 
absarb maistvure 
and carrode 


Wires Frank A. D. Andrea 
1581-H JEROME AVE. NEW YORK CITY 
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No. 57 


We now have ready for market 


our latest product 


RADIO FREQUENCY 
RECEIVING SETS 


The Most Sensitive Apparatus Yet Produced 


This will undoubtedly be the best seller of 
the season 


For further information write for 


Bulletin No. 119-W' 
federal Telephone and Celegraph Company 


BUFFALO, N. Y. 































MR. JOBBER, Meet Two 
New Big Sellers 


The big market existing for 
these products, and the attrac- 
tive list prices insures a rapid 
turnover. This, with the large 
discounts to you means big 


profits. These products are 





carefully made, thoroughly 





RADIO TRANSFORMER 
Portable Switch tested, fully guaranteed. LIST $4.25 


List 60¢ 


ANYLITE Portable Switch is used in any keyless or twin socket for 
controlling washing machines, irons, percolators—any appliance—with- 
out the inconvenience of unscrewing or removing the attachment plug. 


Anylite Audio Frequency Transformer operates efficiently over a wide 
range with any tube. Is extremely efficient and gives large amplification 
without distortion or howling. An asset to any outfit and a profit getter 
for every jobber. 


Anylite Electric Co.—Ft. Wayne, Ind. 

















“Sell ’Em Something 
More” Prize Letters 
(Continued from page 10) 


that they have not moved as they 
should have, we then know very well 
that he has neglected those very im- 
portant selling points which enabled 
us to sell him, and which, in turn 
should and would enable him to sell 
to the consumer if he would really con- 
centrate on them at the opportune 
time—which I believe is all the time. 

In short, if we believe in a thing 
constantly it is bound to become a 
realization. I have with me this week 
a specialty and yet it is in reality a 
standard article which costs the dealer 
60 cents, and I believe every dealer I 
called on in the past three days has 
bought some of them. While it doesn’t 
total to a great sum, I will gamble 
that they have not had these. articles 
before, and that I would have had a 
tough job selling them from a cata. 
logue description. I feel confident 
that they will reorder in a very short 
time. 

There is no better way to “Sell ’Em 
Something More” than to have a sam- 
ple with you. 





C. W. Ridinger 

(Continued from page 21) 
of sales and distribution. It is his 
hobby, and he spends practically his 
entire time devising new means of giv- 
ing service to customers, expanding 
the business and broadening the com- 
peny’s market. Right now he is 
working on a chart or tack system 
which will indicate at a glance just 
how long it will take a shipment to 
get to its destination, under normal 
conditions, in any town in the terri 
tory. A system for showing his sales- 
man their weak spots; that is, why 
certain parts of their territories do 
not produce the proper quota of busi- 
ness, is another—but that is a differ- 
ent story. 

The secret of the Iron City Elec- 
tric Co.’s success and continuous 
progress is unity of purpose—team- 
work—all striving for a definite goal. 
And why? Because C. W. Ridinger 
has sold himself to his employes. 
They swear by him, they work for 
him, and incidentally for themselves. 
The rate of turnover among em- 
ployes is about as low as any firm 
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DAYTON RADIO PRODUCTS 


Genuine Moulded Bakelite Variometer and Vario-coupler 


We claim for these instruments 
the following distinctive features: 


1. Use of genuine Bakelite through- 
out, and elimination of all unnec- 
essary metal parts. 


2. Positive contact to rotor by use of 
Pig-tails. 


3. Convenience of mounting to either 
panel or table. 


4. Stator has ledge for mounting an 
inductance coil to variometer, 
making a complete tuning unit, if 
desired. 





5. High polish to bakelite, beauty of 


design, and unequalled efficiency. 


TYPE “A” VARIOMETER 





ge EER re BSE we Boe eee Oe _...$6.75 
With Knob and Dial..................... emeres: Salt ae 7.35 
Why We Use Bakelite 
Infusible Insoluble High dielectric Great strength 


Resistant to moisture, steam, most acids and chemicals. Will not fade. 


We sell only thru Jobbers of 
Radio Supplies. 


You will appreciate the sales 
value of these Moulded Bakelite 
Variometers and Vario-Couplers 
if you see them. 


We will be pleased to ship you sam- 
ples on approval and invoice them at 
our list prices less the Jobbers dis- 
count. If they do not meet with your 
approval you can return them at our 
expense for credit. Write for samples 
today. 


Complete catalog of Dayton Radio 





Products will be mailed on request. 


List Price -........ 5 ae rere EDhe LT. 2S) ER ..$7.00 
With Knob and Dial........... ATRL ke Sh Ee Sane 


The A-C Electrical Mfg. Company, Dayton, Ohio, U.S. A. 


Makers of Electrical Devices for over 20 Years 
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THOUSANDS OF 
EXTRA SALES 


TERMINAL INDICATORS—to 
go under binding posts on new or 
used instruments. They are neat 
little stampings, attractively let- 
tered. Every owner wants them 
on his set; they add distinction. 
Dealer demand created. As easy 
to carry a sample as to carry a 
dime. Every sample shown ought 
to be good for an order. 

JOBBERS—This product is to be 
merchandized through you. Write 
for samples, prices and discounts. 











All - metal 
Model. 
List 15c 





SOMERVILLE 
TERMINALS 


Standardized on two 
models after 5 years’ 


experience in_ radio. sasullahell 

Constant supply in any “7 del 

quantities assured. hat 8c 
is 





Somerville Radio Laboratory 


43 Cornhill 


-- BOSTON, MASS. 
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The Well Known 


G-W Slider 


Continuous spiral tip spring makes absolutely perfect contact Detector Sliders and 
at every point. Slides easier, looks better, lasts longer. The Slider Rods 

only nationally known and preferred slider in the United 
States. Used all over the world, because—IT IS THE BEST. 


G-W Radio Products 


Are Profitable Merchandise to Sell “a. ba” 


They sell on sight and the satisfaction they give brings cus- 
tomers back to the store with their friends. 


Absolute Jobbers Policy 


All inquiries from dealers referred to nearest jobber in the 
territory. Nothing sold direct to dealers. Our discounts are 2 Slide Tuner 
liberal. Write for proposition and catalog. 


High Grade Parts 


for the Simpler Sets 
Most Widely Used 


fo PARTS afford the builder of crystal and 
gs small tube sets, parts of quality as high as 
that of the most expensive sets. Whereas most parts are 
simply “‘stock,’’ G-W products are specialties, each with 
exclusive features. 











Aerial Insulator 














GEHMAN & WEINERT 


Manufacturers of G-W Quality Radio Products 


42 Walnut Street 


Newark, N. J., U. S. A. 











| could get it and because Ridinger 


has always believed in building from 
within. His star salesmen and sales 
managers have been with him from 11 
to 17 years. They have developed 
from shipping clerks and order as 
semblers. 

“We always keep our men moving 
until they find the right niche,” says 
Mr. Ridinger. “One of our best sales 
men fell down on every job we gave 
to him, but I would not fire him un 
tii he had had a chance at everything. 
The last resort was to put him out 
side, and he has been one of our best 
salesmen ever since. 

“If I or my company is successful 
it is because we hire boys and train 
them. They get to know our stocks 
and methods. There are no private 
offices. I sit right here in the open 
among the rest, where anyone can sit 
down and tell their troubles at an) 
time. There is no boss—no big stick. 
I want the entire organization to al 
ways feel free to come up and talk.” 

Why C. W. Ridinger and the busi 
ness is a success can be summed up 


| in the remarks of one of the several 


veteran employees mentioned before: 
“Nothing I could say would be toc 
good for him. I never could find a 
more broad-minded man to work for. 
No matter what you put up to him, be 


| it foolish or sensible, he will always 


| listen and consider it. 


“In my opinion, and I believe that 
of my associates, his predominating 


| characteristic is his personality, and 








particularly his kindliness toward all. 
He always has a pleasant word for 
everyone. He is honest to the ver) 
core. He wouldn’t perform a dis 
henest act against anyone—no matter 
who—on a bet. He is always willing 
to do whatever he can for the em 
ployes and is ever at hand to dig 
into details, if necessary, to give « 
customer service.” 

Disposition is an item that never 
gets down on a_ business statement. 
yet it is a decided asset. No one in a 
commercial institution is in a better 
position to judge the individuals o! 
whom it is made up than the telephon 
opeiator, who says that in her six 
vears in his employ she has yet to 
hear C. W. Ridinger utter a cross 
word. 

The illness of Mrs. Ridinger, and 
her death the first of this year has 
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( OR DECEIVING 


“ANUFACTURED by Risne ) 
t 


Lt PH 
WILLiAMSpoay NOGRADy ae 
Pan 


Y 


SPECIFICATIONS: 


Cabinet: Finished mahogany, and English brown mahogany. 

Receiving Set: Double tuned circuit; detector; three-stage amplifier; indicator dials; 
tube rheostats; plug and jack equipped on detector and all three stages of amplification. 
“A” Battery: Rubber case storage battery in glass container with hydrometer and 
syringe for testing. 

“B” Battery: Three-unit, adjustable type dry-cell battery. 

Charger: Polarized vibrating type, with extension cord to electric light circuit; switch 
for charging. 





Price $300 complete, except vacuum tubes 
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REPUTATION 
IS BUILT ON QUALITY 


/ BERWICK 


SUPREME 


HEAD-SETS 


good 






Show sound mechanical and electrical construction, 


materials and painstaking craftsmanship. 


GUARANTEED 100% FOR EFFICIENCY AND 
QUALITY 


2200 Ohms 
Comfortable 


Aluminum Cups 
Lightweight 


Write For Circular F and Very Attractive Proposition 


TRIANGLE ELECTRO TRADING CO., INC. 
632-634 Broadway, New York City. 

















WIMCO ANNOUNCES 





The Wimco Variable Condenser 


After months of experimentation to produce a really good Variable Condenser, we 
take pleasure in introducing to the trade The WIMCO Variable Condenser, which 
will be furnished in 43, 23.and 3 plate type. Tests conducted by the Washington 
Radio Laboratory show that The WIMCO Variable Condenser of the 43 plate type has 
a resistance, at maximum capacity, of but .018 ohms, and the capacity at zero on 
the scale is but 15 micro-microfarads. These values, we believe, are lower than in 
any other condenser manufactured for general amateur use. 


The WIMCO Variable Condenser is now in production and your orders will have 
our best attention. 

We have a very attractive proposition for the Jobber, and solicit your inquiries. 
Write for complete price list and discount sheet. 


THE WIRELESS MANUFACTURING CO., CANTON, OHIO 
Manufacturers—Distributors. 




















kept him out of active association 
work and civic enterprises for the 


past five years. 


With his 


two 


sons, 21 and 22 years old, respective- 


‘ly, now in his old alma mater, the 


University of Pittsburgh, and about 
ready to graduate, they and their fra- 
ternity, of which he himself is a mem- 
ber, have been his particular hobby 
of late. At the time of this interview 
he was helping them financially and 
personally to fix up their new fra- 


ternity house. 


He is a member of all the Masonic 
orders and the several clubs arouna 
the Iron City, such as the Duquesne 
Club, University Club, Country Club, 
Pittsburgh Athletic Association, ana 
is a trustee in the University of Pitts- 


burgh. 


Though seldom seeking the lime- 
light, says one of his competitors, he 
is a decided factor, not only in his 
own company, but in the electrical cir- 


cles of Pittsburgh. 


way mark with C. W. Ridinger. 
does it well or not at all. 


There is no half- 
He 
Tell the 


whole truth, even though you may lose 
an order, but be honest with your cus- 


tomers. 


It is profit in the long pull. 





New Home for Capitol 
Electric Supply Co. 

The Capitol Electric Supply Co., 
Lansing, Mich., of which R. L. Knopp 
is manager, has purchased a two-story 
brick building at 706 East Kalamazoo 
street, which will be occupied as soon 
as alterations are completed. The new 
quarters will afford a larger amount of 
floor space and better warehouse and 


office facilities. 





Bloodgood Changes 

R. H. Bloodgood, who has traveled 
Iowa and Nebraska for the Commer 
cial Electrical Supply Co., St. Louis, 
for eleven years, severed his connec 
tion with this company Sept. 1, and 
is now traveling the same territory for 
the Westinghouse Lamp Co., from the 


Chicago office. 





Adis Fou ‘lina 


The F. D. Lawrence Electric Co., 
General Electric distributors in the 
Cincinnati territory, has taken on the 
American Blower Co.’s line of “Ven 


” 


tura 


and “Sirocco” ventilating fans, 


; according to a statement—by W. P. 





Sayers, secretary and sales manager. 
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An Aid to — 


“Sell ’em Something More!” 


There is only one kind of selling that produces results—Effective Selling. 
But there are many aids which make selling EFFECTIVE. 


Not the least of these is the constructive work being done by The Society for 
Electrical Development—work which is going on unceasingly 365 days in, 
the year. 


Witness: 


The Conference of Local Electrical Co-operative Leagues, arranged by the 
Society in conjunction with the Joint Committee for Business Development 
and held at Association Island on September 5th, 6th and 7th, just past. 


Here was offered the first opportunity for an interchange of ideas, by con- 
ferees from all parts of the country, on the organization of local leagues. 


The information gained will help your salesmen sell effectively: 
Witness : 


The 64-page illustrated monograph “Organizing and Exhibiting the Electric 
Home,” an authoritative treatise based on practical experience in the putting 
on of Electric Home Exhibitions, credited with being the finest kind of ad- 
vertising yet developed by the industry. 


Witness: 


The stream of publicity in the form of interesting and informative electrical 
items sent out every week to newspapers in all parts of the country—and 
used by them. 


These are some of one month’s efforts of the Society to help make your 
selling effective. 


We submit that such an agency merits the support of every electrical 
jobber, as every jobber reaps the benefit. 


Many jobbers—progressive, far-sighted men—do now support the Society 
both financially and morally. Let us make that support 100%. 


For information as to how this may be done write to Headquarters: 


THE SOCIETY FOR ELECTRICAL DEVELOPMENT, INC., 
522 Fifth Avenue, New York, N. Y. 
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“United” Radio Products 


a , — 












Two Finishes: Black or 
Enamel Buffed Nickel Plated $4.50 


“United” 
Audio Frequency 
Transformers 


Radio Jobbers will find in the 
“United” Transformer the same 
high grade workmanship and en- 
gineering skill which have made 
the “United” Condensers the stand- 
ard in the variable condenser field. 





“United’’ Variable 
Condensers 








43 plate : $4.50 
23 pate......ccoto ... 4.00 
11 plate . 3.50 
5 plate.. 2.75 
3 plate 2.25 


Without dial or knob, 

In every field there is a standard by 
which everything else is compared. 
The fact that “United” Variable Con- 
densers have been accepted as the 
standard is sufficient in itself to war- 
rant your not buying any other until 
you have made a comparison. 


Write for discounts. 





oe ; 

- Mounting made easy 
by our template for 
locating panel holes; 
packed free with 


each condenser. 





-_. 





a 
NOTE 


Any advertised claim of having an 
arrangement with us to sell our products 





at special prices, is fraudulent. 


United Mfg. & Distributing Co. 
536 Lake Shore Drive 
CHICAGO 














Jobbers and Adequate Margins 
on Radio Apparatus 


By C. C. AGATE 


Publicity Manager, Manhattan Electrical Supply Co. 


[>= of the able thinkers in the 
electrical industry in an address 
at the Westinghouse Agent-Jobbers’ 
convention last May stated he believed 
that much of the additional working 
capital the war had developed in the 
electrical industry country 
would be from the mer- 
chandising business and used for other 


in this 


withdrawn 
purposes. He also stated that many 
non-electrical stores would put up ad- 
ditional working capital for radio. 

This latter prediction has already 
been partly fulfilled. Stores of all 
kinds added radio stocks during the 
latter part of last spring and the early 
part of the summer in the hopes of 
This class of 
merchants is, of course, no criterion, 
but their actions do uncover a truth 
which is fundamental. This is that 
capital can be attracted to a business 
or industry if the profits are sufficient- 
ly interesting. 


grabbing easy profits. 


With a summer period now elapsed, 
we again face a period of renewed ac- 
tivity. retrenching, the 
writer believes that electrical jobbers 


Far from 
and dealers will probably extend them- 
selves in the future on the radio line. 
To. this there 
should be reservation—if 


statement, however, 


made one 
the manufacturers of some of the lines 
of radio supplies will improve the 
trade discounts. 

The electrical industry has been 
mentioned, as it was the first to handle 
and catalogue radio apparatus, and 
of course, it comes closer to the elec- 
With 
there 


tical than any other industry. 
the of 
came the radio store, while the hard- 


advent broadcasting, 
ware, department store, and now the 
phonograph stores all include radio 
as a The fly-by- 
night dealer is rapidly being weeded 


matter of course. 


out and the industry is getting its feet 
on solid ground. There are, however, 
some established principles of distri- 
bution which must be more generally 
the 


process is complete. 


accepted. before settling-down 
There are three things to be done: 


(1) 


essary in other branches of business, 


The jobber, accepted and nec- 


must be accepted in radio. 





(2) Prices must be stabilized and 
margins provided that will be attrac. 
tive to the dealer while utilizing to the 
utmost the services of the jobber. 

(3) 


on a quality basis. 


Radio apparatus must be sold 


The fact that there is any question 
about the methods of merchandising 
and the margins is the result of con 
ditions of earlier days. Let us con 
sider these briefly. 

Radio was first the interest of the 
technical “amateur.” It is he who has 
done much for the advancement of the 
art. The amateur of yesterday is to 
day the active brains of much that is 
progressive. As a class they are young 
men, some of them almost boys. This 
has a direct bearing on the case. When 
the broadcasting started the radio 
boom, many of these amateurs went 
into business and started to make or 
assemble apparatus and parts. Some 
of this material was good, much of it 
was questionable, and most of it made 
with little regard for existing patents 
which up to that time were without 
much value. 

Being early on the market when the 
demand became strong, this class of 
merchandise tended to set a level of 
prices and discounts that afterwards 
proved very unfortunate. The reason 
for this is easy to understand, since 
the products of these makers were sold 
without regard for overhead charges 
in many cases, or without regard to 
many of the fixed costs which are part 
of the necessary production budget of 
every Also, 
they were sold to anyone who would 
buy them—consumer, dealer or jobber. 

When later the larger plants began 
to swing into production it was found 
difficult to from the 
the earlier days. Efforts on the part 
of some cf the larger jobbers to tak 
on and push the sale of radio on th« 
same basis as their other lines were 
fruitful of success as the) 
Margins were too 


reliable manufacturer. 


deviate evil of 


not 
should have been. 
close to provide sufficient remuneration 
for the necessary effort. 

Fortunately the situation just: de 
scribed is beginning to correct itself. 
due perhaps to the persistent efforts o! 


as 
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Easy to Work RADION 


There is not another panel stock with the same 
high dielectric strength, beauty and working quali- 
ties found in Radion Panels. 


RADION can be easily cut, drilled, sawed, 
threaded, tapped, sanded, stamped and engraved 
by the amateur without any danger of chipping the 


SQ Fay e os a e . 
ZS te a. material. If you have tried to work other panel 


90 1On ees. ; . “_— e 
= ae ae stock you know how almost impossible it is to avoid 


chipping and ragged edges. 
Radion Panels in Black and Mahoganite (ma- 
hogany grain) stock sizes: 


Thickness Size Thickness Size 


inch inches inch inches 


3-16 6x 7 3-16 12x14 
ce), 6x21 3-16 12x21 
3-16 . 7x18 3-16 14x16 
cS | 10x12 3-16 20x24 

1-4 2228. 10x12 1-4 20x24 


Radion Panels cut to special sizes on quantity or- 
ders. 


RADION Moulded Parts 


Standard Parts include Dials, Sockets, Knobs, Insulators, 
Tubes, Rods, Discs, Bases, Variometer Parts, Ear Tips, ““Y”’ 
Pieces, Acid Proof Trays, etc. 


Send your drawings or blue prints for quotations on 


Special Moulded Parts. 
RADION Catalog Sent on Request 


American Hard Rubber Company 


11 Mercer Street .-. . New York, N. Y. 
Chicago Office 7 ae o Conway Building 


Oldest and Largest Manufacturers of Hard Rubber Products 























































































THE JOBBER'S(AJSALESMAN 














That’s the keynote 
of the Bradleystat 
merchandising 
plan. 






| 


| 
A comprehensive 

advertising cam- | 
paign includes all | 
the leading radio | 
publications with a | 


generous use _ of | 
full-page space 
Nothing is spared 


to make the Bradleystat 


sales plan a huge suc- 
cess. 

In addition, the dealer 
receives an elaborate 
demonstrator with his 
first order. He also gets 
sales helps, and_ the 


Bradleystat is guaranteed 
for one year. 


Last, but not least, the 
Bradleystat gives the most 
perfect control of filament 
current. 


Radio News Item! 


The Bradley- 
stat has been 
awarded the 
Radio News 
Certificate and 
Seal of Ap- 
proval after a 
thorough §lab- 
oratory test. 


Retail, Price 


$1.85 





Co. 


Electric Controlling Apparatus 


492 Clinton St. te: Milwaukee, Wis. 
Mfrs. of graphite rheostats for 20 years. 


GBEGISTERED 


PERFECT FILAMENT CONTROL 





the right thinkers who have held 
out for the necessity of functioning 
through jobbing channels. Radio may 
be technical, but with the advent of 
standardization, it is fast becoming 
stable merchandise which every job- 
ber can easily handle. Jobbers have 
the organization and the selling force 
necessary, and the sooner the manu- 
facturers realize this and utilize this 
the sooner will the radio market set- 
tle down. 

As was said above, to use the job- 
ber he must be given a fair return for 
his investment. A fair standard of 
trade discounts which would be profit- 
able to both dealer and jobber would 
be as follows: 


J OBBERS 
Average discount ............ 35% 
Quantity discount::.......... 40-50% 
DEALERS 
Average discount ............ 25-30% 
Quantity discount............ 30-35% 


Schedules such as these will offer 
the dealer fair profits. They will per- 
mit the jobber to service his trade, 
and to help them sell their stocks. 
Also they will stimulate a healthy de-¢ 
velopment in sales, and will attract 
as much additional capital into the 


field as the field can _ reasonably 
absorb. 
The third thing necessary to be done 


was the selling of only quality mer- 
chandise. This situation is’ clearing 
itself up, and for two reasons. 

First, the public is rapidly becoming 








C. L. Smith, president and treasurer of 
the Michigan Brass & Electric Co., Lans- 
ing, Mich., says the dealers are cleaning 
house, and by the time fall trade is under 
*way. business will be in fine shape. The 
company has recently been appointed dis- 











tributors for Trumbull and Anylite prod- 
| ucts in its territory. 











Selling Is No Snap! 


At best, selling is a real 
man-size job—without con- 
fidence in his goods, a sales- 
man has an almost super- 
human task laid out for him. 


BUT = 


when you sell Signal— 
whether Radio parts or sets, 
or any other Signal item—you 
sell satisfaction. They are the 
product of a plant and an 
organization whose _ experi- 
ence in making Radio equip- 
ment dates back to the earliest 
days of “wireless”—the rest of 
the line goes even farther 
back. 


The Signal Line Includes: 








‘Radio Parts and Sets 
Bells and Buzzers 
Transformers 
Battery Chargers 


Medical Batteries, 
Etc. 


. ‘ ° . 

Signal Junior Detector Units 
The great demand for unit sets, to 
meet the requirements of the amateur 
and also the necessities of the rapidly 
growing commercial field, has led us to 
develop an entirely new line of ap- 
paratus, in which has been incorpor- 
ated the very latest advancement of 
the science of Radio. 


Each individual unit is primarily a 
-Separate and distinct device, complete 
« in itself, but so arranged that by adding 
one to another any combination may be 
obtained, from the simple crystal detector 

through all the stages of Radio frequency 
and audio frequency amplification. Send 
for our Bulletins. 

There is seasoned knowledge 
and experienced handicraft built 
into every item of the Signal line. 
Its finish reflects its» character— 
clean cut, accurate, workman-like 
in every detail. Each piece will 
give the. service expected of it— 
and it “looks the part,” which 
counts for a lot to the Dealer. 


SIGNAL 


Electric Mfg. Co. 
1904 Broadway 


Menominee, Mich. 
(1887) 














BWWWBWBWBWBWBBBVeeeweeesaeeeaaae = 


BULLETIN COUPON 
Signal Electric Mfg. Co., 1904 Broadway, 
Menominee, Mich. 


Please snd Bulletins as indicated by X be- 
low, to name and address written in the margin 
of this page. 


0) Radio Equipment. 

0 Bells & Buzzers. 

(0 Medical Batteries. 

(CD Bell Ringing Transformer. 
D Battery Charger. 

(CD Telegraph Instruments. 
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“Take the guesswork out of 
your Radio buying” 


Buy from a reliable house 
Everything Guaranteed 





A complete line of Radio Parts 
Dials—all sizes and colors 


V. T. Socket Bases 
Condensers 

Contact Switch Knobs 
Strain Insulators 
Jacks—Plugs 


We have a jobber policy—Write us 


RONEL ELECTRIC COMPANY 


WATERBURY, CONN. : 
Bee ae Mt 
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ONE STAGE RADIO AND ONE AUDIO 


— 
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1,000 Miles with One Stage 
ERLA Radio Frequency 


With the simple hook up shown above, using | 
| 





but one stage of ERLA radio frequency ampli- 
fication, Atlanta, Denver and Schenectady are | 
re rly heard in Chicago through a Magna- 
vox. To increase radio enthusiasm, and to 
broaden your market correspondingly, sell 
ERLA radio frequency transformers. 


ELECTRICAL RESEARCH LABORATORIES 


Dept. C, 2515 Michigan Ave., Chicago 


wm SRA is the | 
first transformer 
successfully to | 
overcome th e 
high capacitance | 
effects of do- | 
mestic vacuum | 
tubes. In addi- | 
tion, the capaci- 
tance of the 
transformer _it- 
self has been re- | 
duecd, enabling 
its sucecssful ap- 
plication to as 
many as_ three 
stages of am- 
plification. 


List Price: 
$6.00 ea. 














GANAERITE| 


Detector Crystals 


Twenty years of practical mineralogy | | 
gave us the material to produce the 
highest quality crystal. 

We are now undertaking the largest 
single order for mounted crystals in 
the market. 

We individually test and guarantee to 
replace or refund on any unsatisfac- | | 
tory Ganaerite crystal. 








THE ESSENTIAL GRID LEAK 
FOR TUBE SETS 


he ~ “ts 





actual tst to be the ideal resistance unit for 
better receiving. 
Tubular 
value. 
USE ELECTRAD GRID LEAKS FOR PERFECT 
RECEPTION. 
Attractive discounts to jobbers. 
Write for prices. 
THE ELECTRAD CORPORATION 
of America 
239 Wooster Street, New York City. 
BRANCH OFFICES 
Chicago, Ill. 
Washington, D. C. 
Pa. 


glass-enclosed. Guaranteed resistance 


Atlanta, Ga. 
San Francisco, Cal. 
Pittsburgh, 

















The Harris Laboratory | 


26 Cortlandt Street, New York City | 





The ELECTRAD grid leak has been proven by | 


a judge of what is good and what is 
bad. 

Second, there no longer exists a 
shortage of supplies, and therefore 
buyers can be discriminating. 

By way of summary let us say that 
the time is right, and the jobbers in 
all the principal lines are ready to 
handle radio and to do a good job. A 
move of this kind would be in the 
right direction, but its accomplish- 
ment, generally speaking, is in the 
hands of the manufacturers. 





Firm Market for Schedule 


Material 

Distributors of wiring devices are 
being benefited by the great improve- 
ment in sales of this class of material 
during the last few weeks, and many 
leading manufacturers are now run- 
ning at full capacity of production. 

Healthy growth of building con- 
struction in all parts of the country 
has stimulated the demand to a volume 
of business considerably beyond that 
of the corresponding period of 1921. 
Stocks of finished material which were 
produced during the spring and sum- 
mer have been depleted greatly, but 
at the present time there are enough 
nearly finished items on hand to make 
the situation satisfactory. Manu- 
facturers are experiencing a reason- 
able supply of raw materials, although 
shipments of steel are known to be 
very slow. Considerable attention to 
orders is being paid by these manu- 
facturers lest deliveries fall too far 
behind. Shipments of porcelain are 
being made more regularly, and a 
greater amount of brass is obtainable, 








CROSSED WIRES 





This cat accidently fell into a barrel of turpentine and it 
has sort of gone to her head and made her temporarily wild. 
Anyway in her present state she is unfriendly and in motion, 
and cannot usefully occupy the sphere for cats. 


The contractor who allows himself to use ‘‘Gyp"’ materials 
and do inferior work is framing up a similar scenario 


Electricity properly directed and controlled by good and 
complete wiring is a master servant in the home; uncontrolled 
it is an agent for destruction and disaster 











Nuff sed; except that this pertinent 
cartoon and message to the trade was 
published in a recent issue of The Red 
Shield, the house organ of the Wesco 
Supply Co., St. Louis. 
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Show the Facts 
Sea 


Jobbers and their 
Salesmen can use 
our test reports 
to good advantage. 


Electrica] Testing 


Laboratories 
80th St. and East End Ave. 
New York City 
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RADIO’ CORP’N 


HIGH CLASS 
RADIO SETS 


Write for our proposition 
to™ jobbers 





Works and Office 


HADDONFIELD, N. J. 











NA-ALD 
Small Space 
V. T. Socket 


35c each, 3 for $1.00 





Moulded genuine Condensite. Requires but smal! 
space for mounting. Readily accessible binding 


posts. No excess metal to interfere with effi- 
ciency. Unaffected by heat of bulbs or soldering 
iron. Phosphor bronze contacts; nickel plated 


brass binding screws. Slash-cut slot. 


hag possible only because of enormous produc- 
10n. 


Special proposition for dealers and jobbers 


ALDEN-NAPIER CO. 
52 Willow St., Springfield, Mass. 
Dept. D 
























October, 1922 


THE JOBBER’SfA)SALESMAN 


























HIGH EFFICIENCY 


HEAD SETS 


Army ard Navy Type: 


2500 ohm, per pair.........+-+.. $10.00 

3200 ohm, per pair..........+.+- 12.00 
Swedish-Amer.can Type. 

2306 ohm, per PAIF... ccc ccccees 8.00 
Victor Type: 

Single coil, double magnet...... 6.00 
Jacks, Plugs, Microphones and other 

radio parts. 


Ask for our liberal trade prices. 


Sinerican lect tc 
| COMPANY 
CHICAGO, U. 8S. A. 








35c each _—3 for $1.00 
NA-ALD 
Genuine 
Condensite- Dial 


The dial that runs true. 


Numerals engraved on b<vel and knob so shaped 
that fingers do not hide them. Thin edge with 
clear graduation to make reading easy. Con- 
cealed set ser-w in metal insert. Will not warp 
or chip. Finish and enamel permancnt. 

Low price with this quality possible only through 
automatic production methods. 


Special dealer and jobber proposition—an 
opportunity. 
ALDEN-NAPIER CO. 


52 Willow St., Springfield, Mass. 
Dept. D 








YOUR TRADE IS ASKING FOR 


E. B BINDING 


POSTS 


PVEDbPRPP PERE 





Ensign ‘“‘H’’ Ace Buddy 
Lay in a stock of these live sellers. 
Sold through jobbers at attractive discounts. 
Write for bulletin (0. 
THE H. H. EBY MFG. CO., PHILA. PA. 

















the nearness of many wiring device 
manufacturers to the mills being a | 
favorable factor. Higher quotations | 
in steel are expected but prices of | 
other raw materials 
strong. 


Firm prices prevail and manufac- 


generally are 


turers are apparently trying to in- 
crease their present volume of busi- 
ness without stiffening quotations to 
jobbers. Manufacturers are watching 
collections closely, and distributors’ 
trade acceptances aie being used to a 
considerable extent. 


Carter Electric Co. Outlines 
Policies 

In a recent issue of the Electrical 
South, the Carter Electric Co., 
Atlanta, Ga., had an entire section 
of 382 pages, which contained photo- 
graphs of the offices and warer 
and gave a history of the company’s 
progress, as well as outlining its po!i 
cies in connection with distributing 
electrical products to the trade. The 
remainder of the section was devoted 
to advertisements of manufacturers 
who distribute through the Carter 
Klee! rie Co. 

The following, which gives some 
side-lights on the policies of the com- 
pany, is quoted from the insert: 


Close co-operation between distributor 
and dealer has become the keynote in the 
business code of the Carter Electric Co. 
Realizing that profits can be made only in 
proportion to the profits of the retailer, 
the Carter Electric Co. lost no time in 
starting a movement to work hand in hand 
with its dealers, by assisting them in an- 
alyzing and overcoming their burdens. 

To merely sell goods is only the begin- 
ning of the job. It is the duty of all 
members of the Carter sales and dealer 
service departments to familiarize them- 
selves with retail store management; each 
must be a retail merchant. 

The object of frequent sales meetings 
is to visualize to the men on the road 
the problems that will confront the dealer 
in the future. 

Considering the retailer not as a cus- 
tomer but as an actual part of the dis- 
tributor’s sales organization, the traveling 
salesman is not so much concerned with 
selling a big stock of goods as he is with 
assisting his customer in keeping his stock 
in shape to enjoy a frequent turnover. 
This, in turn, enables the dealer to show 
a better bank balance and an enviable 
credit rating. 

In any number of cases it is decidedly 
to the distributor’s advantage to recom- 
mend to the retailer not to stock too many 
items of similar character in order to 
enjoy a maximum turnover on a mini- 
mum investment. 

The distributor, on account of larger 
and more frequent contact with the busi- 
ness world, is in position to act as a 
clearing house for the merchandising prob- 
lems of its dealers. By working with them | 











“RED STAR” 


Head Phones 


Are Quick 
and Easy 
Sellers — 
and They 
STAY Sold 


ach set is packed in an at- 
tractive box that makes a 
fine showing on shelf or 
counter. 


The set itself is so light in 
weight and so handsomely 
finished that buyers quickly 
give it the preference. 
Then, when they use it, they 
find it so comfortable to 
wear, and its messages so 
clear, that every customer 
becomes a booster. 


Monocoil— 

(2000 ohms) $5.00 
Long Distance— 

(3200 ohms) ..... 8.00 


including head band and 
6 ft. of cord. 


Liberal discounts to rec- 
ognized jobbers and _ their 
dealers. 


Order ONE for ispec- 
tion and comparison. 


General Radio Equipment 


Manufacturing Company 


113514 Diversey Parkway CHICAGO 
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The New “All-American” Shielded 


Audio Frequency Transformers 


To meet a widespread demand we have 
now completely shielded our Audio 
Frequency Transformers. 


The shielding is a highly polished— 
heavily nickeled brass case. 


a} 


“‘All- American’’ Transformers 


Perfected, first, from the standpoint of 
correct engineering by proper turns- 
ratio, impedance and shielding and then, ~ 
in our latest models, given the finishing 
touches of outward beauty that appeals to the more critical eye. 
The new R-21 (Ratio 5 to 1) has an amplification-constant approximately 
equal to thatof our R-13 (10 to 1 Ratio) but can be used on as high as three 
stages without distortion or howling—something your customers will 
readily appreciate. 


Send for Bulletin No. 22 and Our Discount List 


> Raa mea «eis 


35 AU See IL. 
































‘“‘True-I one’ SUPERSENSITIVE. Phones 


3000 Ohms 
ERFECTION in per- 


formance and appear- 
ance. “‘True-Tone’’ Phones 
embody every factor of Scientific 
Design. Clear and Loud 
with all types of apparatus. 







AXIMUM Wire 

Turns ; Super-strength 
magnets of ‘Tungsten steel; 
cups and caps of black compo- 
sition. Cords of highest grade 
construction; head bands ad- 
justable, nickeled, web-covered. 









UICK ‘Turn-Over is 

assured on “‘ True- 
Tone’’—the only quality 3000 
naa Phones in the market 
listing at 



















“True: 1 one” 
SUPERSENSITIVE 













3000 Ohms .00 Worth 
More, 
3000 | Costs 

Ohms 
















Write or Wire—NOW 
Connect up with our 


JOBBERS: Sales Producing Adver.ising 
“TRUE-TONE” RADIO MFG. CO. 


190 No. La Salle Ave. CHICAGO, ILL. 












and teaching short cuts to intelligent sell- 
ing, a confidence can be inspired that will 
tie them closer to the wholesaler and make 
them realize that they can call on their big 
brother for a true picture of conditions 
as they exist. This is the ideal relation- 
ship and the end to which the Carter 
Electric Co. is working and _ steadily 
approaching. 


Let’s Do Our Christmas 
Selling Early 


(Continued from page 6) 
have yet to be formed the Society for 
Electrical Development could do the 
mailing from its headquarters. Deal- 
ers and central stations should be 
looked to for the necessary mailing 
list for each community. 

(5) “Dealers would have vent for 
personal initiative through the me- 
diums of newspaper and direct-by- 
mail advertising. The general plan 
of compaign would put over the ‘buy 
something electrical’ message, and all 
dealers then would have an even 
chance in attracting trade to their re- 
spective shops. The most aggressive 
dealers will secure the major portion 
of the business, just as they will do, 
without any such general campaign. 
So the plan seems fair to all. But 
certainly there will be a bigger vol- 
ume of business to reckon with if all 
unite in a campaign to do our Christ- 
mas selling early.” 


Bowling League in Detroit 

Jobbers, manufacturers’ agents, 
contractors and central-station men in 
Detroit have organized a_ bowling 
league which will meet every Tuesday 
during the winter. The McNaughton- 
McKay Electric Co., Commercial 
Electric Supply Co., General Electric 
Co., Westinghouse Electric & Manu- 
facturing Co., Mutual Electric & 
Machine Co., and the Detroit Edison 
Co. have formed teams. 











Universal Use 


The popularity of radio is merely 
a start in the right direction and the 
average person does not realize its 
usefulness. It is quite possible and 
within reach of the next decade to see 
a receiving set in every home. It will 
be an especial boon to persons living 
in the country or small towns. The 
radiophone will do as much toward 
placing community life in close com- 
munication as telegraphy, both wire 
and radio, has done to place the 
nations in close touch with each other. 









































AAPEX-RGOTAREX 
MONTHLY SALES LETTER 


OCTOBER, 1922 


Straight from the Shoulder Talks to Jobbers’ Salesmen. Issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


SUBJECT: How to Become a Better Salesman. 
To all Jobber’s Salesmen: 


How many fellows do you know who are fooling themselves—who because they 
fill their order books from week to week with business that is fairly thrust upon 
them, think themselves star salesmen and complain about being underpaid / 


How long since you stopped to analyze the resales YOU are getting and to ask 
yourself how far they prove your own ability as a salesman/ 


Maybe the men who pay your salary have told you and maybe they have not, but 
the value of your service to them is determined not alone by the amount of goods 
you take orders for but by the kind of goods you sell by your success in indue- 
ing dealers to take on new lines. But your success in this effort will always 
be limited unless you can teach and show your customers how to resell such goods 


rapidly and profitably. 


The next time you have a couple of hours to wait for a train, borrow from one of 
vour dealers a vacuum cleaner that he has bought from you and go out and 
SELL IT FOR HIM. Or find in any residence neighborhood a housekeeper to 
whom you can sell a washing machine or an electric ironer and take her to his store 
where you can demonstrate it and sign her up. 


If you have never had this experience you have never made this test of your 
ability as a real salesman and it will do you a world of good. At the same time, 
after you have repeated it a half dozen times, you will find yourself a very much 
better wholesale salesman than you ever were. 


Until you have thus acquired actual and personal experience in retail selling, your 
knowledge of the dealer’s problems is too meager—and a little knowledge is a dan- 
gerous thing. 


Try this experiment not only for the sake of your own further development and 
future progress but for the immediate benefits it will bring you. ‘Therefore, you 
will find that any dealer will agree that if you as a stranger can make sales in his 
town, he with his personal acquaintance can surely make them and you will find it 
‘asv to take his orders for washers, ironers and cleaners. 


Helpfully yours 


PH APEX ELECTRICAL DISTRIBUTING CO. 








R. J. Strittmatter: Kk. Sales Manager. 
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Electric Cleaner 
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Suppose You Were'a Dealer 


and you were solicited by a jobber or one 
of his salesmen, you’d take on his line readily 
enough if the article had merit; if it was the 
product of a pioneer manufacturer; if the 
product was backed up by a guarantee and 


ample dealer sales helps; if there was an ex- 


cht To 


Clean’ 


clusive territory assignment and a 
financing plan that protected the 
jobber and permitted dealer par- 
ticipation in an “easy payment” 
plan. 


When you go to your dealers 


and offer them the agency for Sunshine Electric Cleaners you 
can assure them that all the above vital points are an integral part 
of the Sunshine Sales Plan. 
dealer naturally require a minimum of effort. Every sales possi- 
bility has received intensive development as an aid to dealer sales 
and consumer acceptance, 


Sunshine Electric Cleaner sales to the 


Jobbers already selling Sunshine Electric Cleaners report vol- 
ume sales with proportionate repeat orders. 


Investigate the potential Elec- 
tric Cleaner Market in your 
territory and develop it with the 
Sunshine Electric Cleaner. 


Have you considered the op- 
portunities offered during the 
pre-holiday season for the sale 
of Electric Cleaners? 


SUNSHINE SALES CO. 
410 Seventh St. 
NewPhiladelphia,0. 











Shelton Violet Ray Outfit No. 20. 


Before the war, $25.00. During the war, $32.50. 
After the war, $12.50. 


Our original No. 20 Outfit, the standard for 10 years 


$ 50 sis without real competition, if quality is considered. 
=e At the price of $12.50 retail, and with in.proved 


Retail Price 


electrical and mechanical features, it has caused an 
upheaval in the Violet Ray world. It is the combina- 
tion of high quality and low price, 


Sold Through Jobbers that has made the Shelton Violet Ray 


line the acknowledged standard. 





Shelton Violet Ray Outfit No. 21 
Laboratory Model 


Retail Price This No. 21 Outfit includes our laboratory model of special 
shape and design. It represents the highest development in 

$ 50 Violet Ray Apparatus. New features in construction, as for 
— instance, no exposed metal parts, protective boss of insulating 

material at cord-entrance and other perfected details too 

numerous to mention, also special tungsten contacts of large 

diameter make this product still more perfect. While this No. 

21 outfit is higher priced, it fully gives the value in return. 

Just compare Shelton Violet Ray outfits with 

others. You can't help but decide just one 


Sold Through Jobbers way. 





Shelton Violet Ray Outfit No. 23 
Laboratory Model 


Retail Price Our No. 23 Outfit combining Laboratory Model 
00 Machine and five important Electrodes $25.00 
w= retail. This outfit, contained in a handsome silk 

lined case with individual holders for Electrodes 
is ideal for home and professional use. It is 
the Shelton Leader backed by 
Sold Through Jobbers Shelton reputation. 





Shelton Gentry Vibrator 

Though the price of the Gentry Vibrator is low, 

the workmanship and design are excellent. This 
Retail Price instrument is of sturdy construction and is guar- 

anteed in every respect. It is equipped with a 

regulator for mild or strong vibration and is 

made to operate on any lighting circuit, 110 


volts. 


Sold Through Jobbers 





Shelton “Special” Vibrator 
Designed for exceptionally efficient service, this 
Shelton “Special” Vibrator with its high speed pene- 
Retail Price trating stroke is capable of giving a most vigorous 
massage. 
$ 50 On this machine is a lever regulator which permits 
= of a wide range of control, varying from a heavy 
body vibration to the mild vibration desirable for 
facial or scalp massage. Every detail is perfect. Will 
operate on either direct or alternating 110 volt cur- 


Sold Through Jobbers roms. 








Shelton De Luxe Vibrator 


Retail Price The illustration shows the Shelton De Luxe Machine. This 


model has been put to very many uses. It will be found to 


$ 00 be the best all around machine made. Because of its adapt 
ability, its excellent features, its high efficiency, lever regula- 
35- tion and its exceptional strength and durability, this machine 
is recommended to those who appreciate an extremely fine 

instrument. 

Sold Through Jobbers 


CHICAGO, ILL NEW YORK, N. Y. 
30 E. RANDOLPH ST. 16 E. 42nd ST. 
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Detachable heating unit. 


Type F. R. Motor 1-25 H. P. Smallest 

1-25 H. P. 
lathe motor with rheo- 
stat foot control. 


Hair Dryer 
Both hot and cold air blasts, 


Model 4 Mixer 
A handy, sturdy, efficient 
drink mixer. Counterbalanced. 
All heavily nickeled except base 
which is hard glazed porcelain 
enamel, 





Type A. Motor 


Jeweler’s size for laboratory work. 


A with nickel finish. Universal type. 


Once Again Selling 
Promises Keen Sport! 


aes salesman’s occupation has come back! 
Things used to sell themselves. Quality 
didn’t matter. Price didn’t matter. Any old 
kind of service would do. But now—what a 
change! Widespread economy in buying has 
forced a new factor into the sale of goods. 
Salesmen must now give sound reasons why 
the merchandise they offer should have the 
preference. 


Jobber’s salesmen who carry the dominantly adver- 
tised, quick-selling DUMORE line of electric tools 
and appliances will find sales resistance reduced to 
the minimum. — The DUMORE name is an effective 
talking point. DUMORE performance is a constant 
source of satisfaction to user and distributor alike. 
‘To the former it means efficient power service and 
upkeep economy—to the latter it assures pleased 
customers which insure a permanent growth in tool 


Type C Motor 
1-16 H. P. Medium 
Type B same as Type size laboratory motor. 


Type D Motor 


% H. P. Best size for 4g) 
kinds of dental laboratory an4 
jeweler’s motor work. 


No. 1 J. G. Grinder 
\% H. P. motor. 15,000 R, 
P. M. Reach of arm 44”. Ex. 
tension 2”. Complete  equip- 
ment, 


No. 2 O. G. Grinder 
1-6 H. P. Motor. 10,000 R, 
P. M. Motor spindle reach 
2%”. Ball bearings. Complete 
equipment. 


No. 2 A. G. Grinder 
1-6 H. P. motor. Motor spin- 
dle speed 10,000 R. P. M. In- 
ternal spindle 30,000 R. P. M. 
Internal spindle reach 3”, Com- 
plete equipment. 


j : and appliance business. 
Dental Engine (with stand) 


Equipped with S. S. White 
flexible shaft, sheath, hand 


Getting your sales manager to stock the DUMORE 

a en ee line will result in profitable new business for your- 
Seiten” Waake af staue eae self. Remind him that the DUMORE line is com- 
plete. And, as you know, stocking one complete 
line cuts down the investment, speeds up the turn- 
over and increases the percentage of profit. Ask 


him to think it over. wo. 2 B. G. Grinder 
1-6 H. P. Motor. 10,000 R. 
P. M. Reach of arm 10. 


Complete equipment. 


Wisconsin Electric Company 


1613 Sixteenth St., Racine, Wisconsin. 


Manufacturers of 


UMORE 


ELECTRICAL TOOLS 
and APPLIANCES 


Dental Engine (with base) 

Same as stand model above 
except for highly polished 
heavily nickeled base. 


No. 2 C. G. Grinder 
1-6 H. P. Motor. Motor spin- 
dle speed 10,000 R. P. M. At- 
tachment spindle speed 50,000 
R. P. M. Complete equipment. 











Billiard Table Cleaner 


Cleans thoroughly without 
affecting nap of cloth. 


Upholstery Cleaner 
Dumore motor, operat- Model 2 A. D. Drill 
ing on direct or alter- Capacity ”. Stroke 
nating current. Two 34%. Drills to cen- 
leather bound China = ter of 7%”. Ad- 4 
bristle brushes. 10 feet justable table. ; or) 
special vacuum cleaner Model 1 A. D. Drill e ane mceonenee Pe hog 


hose. 25 ft. portable Capacity 14”. Length ‘ 
- 

ie . 

* 


cord. 10”, Helical gears. ff Model 2-B D Drill 
No. 3 Multi-speed Grinder 


Capacity 44”. Stroke 
38%”. Drills to cen- 
¥ H. P. motor. Six interchangeable a 
dles and seven quick-change pulleys. 5? 


ter of 8” piece. Ad- 
justable table. 

speeds 3600 to 50,000 R. P. M. A remar® 
grinder. 


Height 2914”. 


Capacity 4”. Length 


12%”. Ball-bearings. Model 2-B D Drill 


Model 2 A. D. Drill 
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What Influences Buying? 


“Tell me what induced that custo- 
mer to buy and I will tell you what 
kind of a business man he is, and to 
some extent how successful he will 
be,” was a statement of a veteran 
salesman that is worth analyzing be- 
cause there is a good deal of truth 


in it. 

First, you will find the buyer who 
considers nothing but price—he has 
a price standard all his own, and a 
low price always gets his order re- 
gardless of the quality. There is 
always a reason for a low price and 
generally that reason is not in favor 
of the buyer. 

Then there is the “penny wise and 
pound foolish,” to use an old Eng- 
lish proverb, who will buy more than 
he should to get a lower price. The 
result is his goods get shopworn and 
it is necessary to cut the price to get 
rid of them. 

Then there is the buyer who is 
easily flattered and gives the sales- 
man an order because he thinks he is 
a good fellow. Such a policy is bad 
for the buyer as well as the sales- 
man’s house. 

Then there is the real buyer who 
knows that he has a market for a 
certain article, and to fill the demand 
le selects goods that are well adver- 
tised. He buys from a jobber in 
whom he has confidence. He knows 
what he wants and he leaves the bal- 
ance up to the house he buys from. 


His attitude is well expressed in a | 


statement made by the vice-president 
of a bank we were recently talking to. 
Said he, “I have bought for many 
vears all of our stationery from the 
house that salesman represents (indi- 
cating a man who was just closing up 
his order book). Although they may 
be a little higher at times than others 
who wanted to get our business, I 
know they are going to take better 
care of me than the house to whom 
| give an occasional order. Why. 
they have more to lose than I because 
! could only get stuck on one order 
and they would lose a customer they 
lave been building up for 12 years.” 

Investment buying is thrift in its 
common sense form; the merchant 
who will carefully select his buying 
connections, practices thrift and has 
common sense will add to his success 


by his friends’ success.—From the | 
Peco Contact, published by the Pied- | 


mont Electric Co., Asheville, N. C. 

















NATIONAL PRODUCTS 


“All You Require When You Wire” 





Not Only 
“Sell ’em 


Something More” 


But 
“Sell ’em 


Something Better” 





That’s Why National Products Sell Everywhere 


National Metal Molding © 


PITTSBURGH 








GUARANTEED 


Not for Merely ONE Year, but 


For the Life of the Clock! 


Which Is Many, Many Years 












The 
Mercury 


Automatic 
Time Switch 


Is the simplest device of its kind 
ever produced, 
A MERCURY CONTACT 
IS THE SECRET 





It eliminates all friction, arcing and corrosion. 
Many strong selling points, and we protect the jobber always. 
Prompt Service—Liberal Discounts. 


Send for Literature, 


Mercury Time Switch Co. 


31 E. Woodbridge St. 
Detroit, Mich. 


Eastern Representatives 
Manufacturers’ Distributing Co., 291 Broadway, New York City 


“Sell "Em Something More” 

























































Type A. Motor 
Type F. R. Motor 1-25 H. P. Smallest Type C Motor Type D Motor 
Hair Dryer 1-25 H. P. Jeweler’s size for laboratory work. 1-16 H. P. Medium % H. P. Best size for all 
Both hot and cold air blasts, lathe motor with rheo- Type B same as Type size laboratory motor. kinds of dental a and 
Detachable heating unit. stat foot control. A with nickel finish. Universal type. jeweler’s motor work. 


Once Again Sellin3 ee. 


eis of arm 44”. Ex. 


Promises Keen Sport! |} ssc * S's 


ae | ‘HE salesman’s occupation has come back! 
ae con oe. sens , Things used to sell themselves. Quality 
sae al ce cee didn t matter. Price didn’t matter. Any old 
enamel. kind of service would do. But now—what a 


change! Widespread economy in buying has 


forced a new factor into the sale of goods. No. 2 O. G. Grinder 


Salesmen must now give sound reasons why _ % = Boe mae © 


the merchandise they offer should have the 2%”. Ball bearings. Complete 
equipment. 
preference. 


Jobber’s salesmen who carry the dominantly adver- 
tised, quick-selling DUMORE line of electric tools 
and appliances will find sales resistance reduced to 
the minimum. ~The DUMORE name is an effective 


talking point. DUMORE performance is a constant ; 

. . we lik No. 2 A. G. Grinder 
source of satisfaction to user and distributor alike. ; 
~ ; ; > 1-6 H. P. motor. Motor spin- 
lo the former it means efficient power service and dle speed. 10,000 R, P.M. In- 
upkeep economy-——to the latter it assures pleased ee aes saieh 3”, Com. 
customers which insure a permanent growth in tool plete equipment. 


and appliance business. 


Dental Engine (with stand) 

Pi es ge cee Getting your sales manager to stock the DOMORE 

song end we dig Mig he germs line will result in profitable new business for your- 

ia Gan ieee self. Remind him that the DUMORE line is com- 
: plete. And, as you know, stocking one complete 
, line cuts down the investment, speeds up the — 

: ; As 

ly 


over and increases the percentage of profit. 
him to think it over. vo, 2 B. G. Grinder 
1-6 H. P. Motor. 10,000 R. 


. M. Reach of arm 10”. 
Complete equipment. 





Wisconsin Electric Company 


Dental Engine (with buse) 1613 Sixteenth at.. Racine, Wisconsin. 
Same as stand model above 

except for highly polished Manufacturers of 

heavily nickeled base. DUM ORE 


No. 2 C. G. Grinder 


ELECTRICAL TOOLS alr aes, Mogi 


tachment spindle speed 50, “4 


and APPLIANCES soca! ah cain 











Billiard Table Cleaner 


Cleans thoroughly without 
affecting nap of cloth 


Upholstery Cleaner 


Dumore motor, operat- ‘ ' : ‘ Model 2 A. D. Drill 
ing on direct or alter- : - Capacity 1”. Stroke 
nating current. Two 34%. Drills to cen- 
leather bound China " ter of 7%”. Ad- 
bristle brushes. 10 feet justable table. 
special ae ag —- Model 1 A. D. oom 
hose. 5 ft. portable Capacity 14”. Lengt ; 
cord. 10”, Helical gears. f i Model 2-B D Drill y 
: Capacity 4”. Stroke | ‘ = 
38%”. Drills to cen- 4 
ter of 8” piece. Ad- : 
justable table. * Ly 
Height 291%”. v 
No. 3 Multi-speed Grinder 
¥, H. P. motor. Six interchangeable soit, 
= x dles and seven quick-change pulleys. oe e 
Capacity 4”. Length speeds 3600 to 50,000 R. P. M. A remar 
1214”. Ball-bearings. x Model 2-B D Drill grinder. 


\ 
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What Influences Buying? 


“Tell me what induced that custo- 


mer to buy and I will tell you what 
kind of a business man he is, and to 
some extent how successful he will 
be,” was a statement of a veteran 
salesman that is worth analyzing be- 
cause there is a good deal of truth 
in it. 

First, you will find the buyer who 
considers nothing but price—he has 
a price standard all his own, and a 
low price always gets his order re- 
gardless of the quality. There is 


always a reason for a low price and | 


generally that reason is not in favor 
of the buyer. 

Then there is the “penny wise and 
pound foolish,” to use an old Eng- 
lish proverb, who will buy more than 
he should to get a lower price. The 
result is his goods get shopworn and 
it is necessary to cut the price to get 
rid of them. 

Then there is the buyer who is 
easily flattered and gives the sales- 
man an order because he thinks he is 
a good fellow. Such a policy is bad 
for the buyer as well as the sales- 
man’s house. 

Then there is the real buyer who 
knows that he has a market for a 
certain article, and to fill the demand 
he selects goods that are well adver- 
tised. He buys from a jobber in 
He knows 
what he wants and he leaves the bal- 
ance up to the house he buys from. 


whom he has confidence. 


His attitude is well expressed in a | 


statement made by the vice-president 


of a bank we were recently talking to. | 


Said he, “I have bought for many 
vears all of our stationery from the 
house that salesman represents (indi- 
cating a man who was just closing up 
his order book). Although they may 
be a little higher at times than others 
who wanted to get our business, I 
know they are going to take better 
care of me than the house to whom 
[ give an occasional order. Why. 


they have more to lose than I because | 
I could only get stuck on one order | 


and they would lose a customer they 
have been building up for 12 years.” 

Investment buying is thrift in its 
common sense form; the merchant 
who will carefully select his buying 
connections, practices thrift and has 
common sense will add to his success 


by his friends’ success.—From the | 
Peco Contact, published by the Pied- | 


mont Electric Co., Asheville, N. C. 


NATIONAL PRODUCTS 


“All You Require When You Wire’”’ 








But 
“Sell ’em 


Something Better” 


I Not Only 
“Sell ’em 


Something More” 





That’s Why National Products Sell Everywhere 


National Metal Molding © 


PITTSBURGH 




















GUARANTEED 


Not for Merely ONE Year, but 


For the Life of the Clock! 


Which Is Many, Many Years 









The 
Mercury 


Automatic 
Time Switch 


Is the simplest device of its kind 
ever produced, 
A MERCURY CONTACT 
IS THE SECRET 









It eliminates all friction, arcing and corrosion. 
Many strong selling points, and we protect the jobber always. 
Prompt Service—Liberal Discounts. 
Send for Literature. 


Mercury Time Switch Co. 
31 E. Woodbridge St. 
Detroit, Mich. 
Eastern Representatives 
Manufacturers’ Distributing Co., 291 Broadway, New York City 


“Sell "Em Something More’”’ 
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To Assist Deavers in the merchan- 
dising of its products the Smith & 
Hemenway Co., 261 Broadway, New 
York City, “Red 


Devil’ tools, has issued an attractive 


manufacturer of 


booklet which gives numerous sugges- 
tions for the retailing of these de- 
vices. 

THe ENGINEERING DEPARTMENT of 
the Holophane Glass Co., 342 Madi 
son avenue, New York City, has just 
issued a 36-page illustrated booklet 
entitled ‘Modern School 
This booklet differs materially from 
the ordinary booklet in that it not only 
gives general information regarding 
school lighting but contains complete 
tables of utilization constants for all 


Lighting.” 


conditions of room size and decora 
tions. A simple form of reflectometer 
is included so that the reflection fac 
tor of paints ordinarily used for ceil 
ing and walls in school buildings can 
be easily determined. Cross refer 
ence tables also show the types of 
lighting units suitable for all school 
locations such as auditoriums, class 
rooms, drafting rooms, gymnasiums, 
ete. Copies of this new booklet may 
be obtained by addressing the Holo- 


phane Glass Co. 


GeorGe Ricuarps & Co., 557 West 
Monroe street, Chicago, manufactur 
er of ‘“Hemco” plugs, has announced 
a window-trim contest which will be 
open to all merchants retailing elec 
trical goods. The contest will begin 
Oct. 1 and will end Nov. 30. The 
sum of $500 in prizes will be award- 
ed, first prize being $100; second 
$75; third, $50; fourth, $25; next 15 
prizes, $10 each, and the next 20 
prizes, $5 each. The judges will be 
Stanley A. Dennis, editor of Electri 
cal Retailing; Frank Stockdale, pres 
ident of the Stockdale Service, Inc., 
and James H. Pickens, lecturer on 
advertising at the Northwestern Uni 
School of Commerce. All 
windows will be judged the 
point of view of attractiveness and 


versity 
from 
selling appeal. It will not be neces- 
sary for the windows to be trimmed 


“MANUFACTURERS 


NEWS 





New Products, Literature, etc. 
= 


exclusively with “Hemco’’ products, 
but they can include all types of ap- 
pliances to show the service which 
‘“Hemco” plugs render in conjunction 
with the use of appliances in the 
of the contest will 
be announced early in December. 


home. Winners 

Coincident with the announcement 
of the window-trim contest, George 
Richards & Co. have also announced 
the redesigning of all their shipping 
cartoons, display stands and adver- 
All “Hemco” 


ucts are now being packed in a two- 


tising material. prod- 
color striped design display carton. 
In addition to this, dealers are be- 
ing supplied with display stands, en- 
velope stuffers and newspaper inat- 
rices which tie in with the design of 
the cartons. 

















ilere’s a likeness of M. H. Sarben, the 
“vo-getter"of the Bleadon-Dun Co. Last 
July and August he sold so many “Vio- 
letta” machines that his boss, J. J. Blea- 
don, called him “the hot weather baby.” 
Ask Sarben what his “recipe” is and he'll 


say: “Sincerity, faith in your employer 
and in your product, and using one’s 
head.” 








W. S. Rvuae, assistant to the vice 
president, has been appointed gen- 
eral manager of sales of the Westing- 
house Electric & Manufacturing Co. 
The position is a new one in the 
company, and Mr. 
Rugg’s appointment is in recognition 
of his broad experience in the electri- 
cal industry and his capabilties in 
sales work, in which he has been en 


Westinghouse 


gaged for many years. 


THe Frank Apam Exectric Co., 
has appointed J. G. 
Johann, 4209 Euclid avenue, Cleve- 
land, Ohio, its special representative 
in that territory. He was previously 
connected with the Detroit office of 
the Adam company. P. Rabon, who 
has been with the company for a num- 
ber of years, has taken over the Chi 
cago territory, and has also become 
associated with the Major Equip 
ment Co., Chicago. 


St. Louis, 


A Convrest which has for its ob 
ject the sale of equipment for better 
lighting of homes has been announced 
by the National Lamp Works of Gen- 
eral Electric Co., Cleveland. It is 
called the “Lamp the Home” con 
test and is open to all electrical deal 
Prizes ranging in value from 
a Ford to a Gillette will be awarded 
to those making the best sales ef 
forts through window displays, store 
arrangements, word-of-mouth 
tations and mail campaigns. 


ers. 


solici 


ALLEN McR. Harretson has re 
signed as vice-president of the Galvin 
Electric Manufacturing Co., St. Louis, 
to became associated with the Dayton 
Kan & Motor Co., Dayton, Ohio, as 
chief engineer. The latter company 
is in the midst of a large develop 
ment program in the small motor 
field, and Mr. Harrelson has charg« 
of this work. Prior to his work in 
helping to organize the H-G Manu 
facturing Co., later the Galvin com 
pany, Mr. Harrelson was for ten 
years in the engineering department 
of the Emerson Electric Manufactur 
ing Co., St. Louis. 
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Why Jobbers’ Salesmen Should 


Sell Lighting Fixtures 


By C. W. J. PRICE 


Sales Manager, the 


F TAKING on lighting fixtures 
meant merely the adding of an- 
other line to the many already being 
handled by jobber’s salemen, perhaps 
they would not enthuse much over 
the prospect. However, lighting fix- 
tures fall into place as the leading 
item in a sizeable order as naturally 
as “eggs” follow “ham.” Also, light- 
ing fixtures mean profit—easy profit 
and in gratifying percentages. 
When the jobber’s salesman under- 
stands how easy it is to sell lighting 
fixtures, when he senses the volume 
that’s possible, and when he realizes 
the that’s derived, 
knows why lighting fixtures should 


profit then he 


be a leader. “I sell lighting fixtures 
first, and then I sell the things that 
sock 
BX, 


Fixtures are my pet 


go with them and back of them 


ets, wire. boxes, conduits, 
switches, ete. 
opener,” expresses the sound philos 
ophy of one very successful jobber’s 
salesman. 

That is as it should be, and on that 
basis the salesman turns in an order 
which represents a truly. profitable 
return for his time and efforts. Never 


Albert Wahle Co., New York City. 


theless, many salesmen are missin , 
that opportunity daily, getting skim- 
milk returns for their work, but not 
the cream which should be theirs also. 


For example, consider the salesman 























“AMERICAN BRAND’ 
WEATHERPROOF WIRE AND CABLES 


HAS NO EQUAL 


“AMERICAN 


that knows a contractor who has a | 


single house to wire. and goes away 


contentedly with an order for the ne- | 


cessary boxes, switches, wire, and 


conduit, amounting all told to about | 


#50. He realizes fully enough, when 


taking that order that the job cannot | 


be completed without fixtures; and 
having that much of the order it 
would be comparatively easy for him 
to secure it all. But, as often as not, 
he goes away leaving behind an unso- 
licited fixture business totaling, per- 
haps, two or three times the amount 
of the little order he does get. 
Fixture men somehow contrive to 
do those things better, or not infre- 
quently they sell the schedule mate- 
rials too, leaving to the second mar 
but for 


Thus, again, it appears that he who 


nothing trouble his 


makes fixtures his leader stands the 
best chance of corralling all the busi- 


ness. Also. there is to be considered 


the possibility of repeat orders in 








Salesmen of the Union Electric Supply Co., Providence, R. I., Meet to Get Talking 
Points On the Wahle Line of Residential Lighting Fixtures. 


pains. | 


BRAND" 


Weatherproof and 


Bare Copper Wire 
and Cables 


Quality as a 
‘Matter of Fact 


We make nothing else 
but Quality “American 
Brand” weatherproof wire. 





When you recommend 
and sell your customer, 
you have made a friend on 
this product, which means 
/repeat business without 
‘sales resistance on your 
‘part. 


Ask for a sample, that’s 
a step toward conviction. 


American Insulated 


Wire & Cable Co. 


CHICAGO 











“AMERICAN BRAND® 


f WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 
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3-30 RENEWABLE 
FUSE PLUG 


Full Fuse Protection 


On SMALL POWER MOTORS 
Gettne TIME LIMIT and FULL 
FUSE PROTECTION for Prac- 
tically the Same Cost You are 
Paying for Ordinary Fuse Plugs 


Most insurance regulating bodies 
and city electrical codes state that 
on '4 H.P. motors fuses of not 
larger than 10 amp. capacity must 
be used, yet with the ordinary fuse 
plug which does not have time 
element feature, it is necessary to 
fuse up to 30 amp. in order to take 
care of the starting load, thereby 
killing all protection to your motor. 


This same motor is fully protected 
with 10 amp. Federal Three-Thirty 
Limit Fuse Plug, the time limit fea- 
ture taking care of the starting 
load. Other sizes of motors and 
apparatus be similarly pro- 
tected. 


can 


Jobbers Salesmen—that’s the story 
of our October trade paper ad- 
vertising. Write us for full details. 


List Price, 
Complete with 
Renewable Fuse 
Cartridge, 


50c 


FEDERAL ELECTRIC CO. 


Also Manufacturers of Federal-Naticnal 
Multiphase Time-Limit Renewable Fuses 


8700 South State Street 
CHICAGO 


130 W. 42nd St. 91 New Montgomery St. 
NEW YORK SAN FRANCISCO, 
CITY CALIF. 


BRANCHES IN ALL LARGE CITIES 





TIME- LIMIT 
RENEWABLE 








fixtures following without further, or 


| but very little, expenditure of time by 





the salesman. An actual case can 
be cited to make that point clear. 

A salesman, after a week of more 
or less persistent effort, landed the 
business on a_ line-material job 
amounting to $8,800—poles, cross- 
arms, braces, etc. But when the pos- 
sibility of profit and repeat orders 
had been considered that business did 
not appear overly attractive. Another 
jobber’s salesman of the same organ- 
ization, with a much less expenditur. 
of time and effort, brought in a 
blanket order on fixtures amounting 
to $3,425, to be shipped to one cus- 
tomer monthly until further advised. 


| That, perhaps, is an extreme case, 


but it serves to illustrate the point. 

Admitting the profitable profit that 
attaches to the sale of fixtures, the 
next best thing is that the jobber’s 
salesman need have but little special 
knowledge in order to sell them: 
The dealer knows fixtures—finish, 
materials, design and other such es- 
sentials. Also, he is up on prices 
and knows good value when he sees 
it. The salesman’s chief responsi- 


_ bility is to merit the good-will and 


confidence of his dealers’ prospects, 
and every salesman worth his salt can 
pass a creditable examination on that 
score. 

What’s the answer? Simply this: 


| That jobber’s salesman who handles 








a satisfactory line of fixtures and is 
on a friendly basis with his customers 
can secure a lot of such business for 
the asking. The truth of that state- 
ment has been proved over and over 
again in actual practice, and it is made 


without fear of contradiction. 


Jobbers’ salesmen are finding it 
easy to develop a winning selling talk 


_ on fixtures, and their customers as a 


rule are quite ready and willing to 
talk “fixtures” with them. Easy sales, 
good profit, repeat orders and pleas- 
ant relationships that in a nutshell 
cxpresscs the opportunity that lies 
before the jobber’s salesman in fix- 
tures. 


Tue Boustep Evectric & Manvu- 
FACTURING Co., Minneapolis, has been 
appointed Northwestern distributer 


for the Ideal Electric & Manufactur-— 


ing Co., Mansfield, Ohio, manufac- 
turer of squirrel-cage direct-current 
and synchronous motors, alternating- 


current and direct-current generators 
up to 1000 kw., motor-generator sets, 
electroplating outfits, etc. The Bous- 
tead company has for years special- 
ized in rebuilt motors and generators, 
and at the present time maintains 
one of the largest repair shops in the 
Northwest. The company also man- 
ufactures a complete line of switch- 
boards. 


Frank S. BeEarpDsLee, one of the 
pioneers in the manufacture of light- 
ing fixtures, died at Santa Monica, 
Calif., Aug. 25. He was born in 
Sycamore, Ill., Dec. 28, 1861, and 
early in boyhood his parents moved 
to Clifton, where he obtained his edu- 
cation. In the early 80’s he became 
connected with the W. S. Edwards 
Scraper Co., and about 1887 joined 








Frank S. Beardslee 


the then newly organized W. S. Ed- 
wards Manufacturing Co., manufac- 
turer of lighting fixtures. He contin- 
ued with this company until 1901, 
when he formed the Beardslee Chan- 
delier Manufacturing Co., of which 
he became president and later chair- 
man of the board of directors. His 
hard work and enthusiasm contributed 
to the success of the company in its 
early days, while his wise counsel car- 
ried it through many a crisis, and ul- 
timately made it one of the largest 
manufacturers of lighting fixtures in 
the United States. Because of ill 
health, Mr. Beardslee has not taken 
an active part in the business during 
the past few years. Although he 


made his home in South Pasadena, 
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Calif., he retained Chicago as his 
residence, and never lost inicrest in 
the business. In 1891 he married 
Charlotte Isabelle Harland, daughter 
of Edward Harland, one of the pio- 
neer brick manufacturers of Chicago. 
Mrs. Beardslee died June 11, 1922. 
Their only child, Harland F. Beards- 
lee, is left to mourn their loss, though 
innumerable friends in the trade join 
in extending their heartfelt sympathy. 


THe Cutiter-HamMer MANUFAC- | 
TURING Co., Milwaukee, has placed | 
on the market a standard line of | 
starters and controllers for use in | 
public and office buildings, theaters | 
and schools. Heretofore this class of | 
control equipment has differed some- | 


what for each set of specifications 


and was not offered as a standard | 
line. The new types are based on | 
many years of experience in designing | 


equipment of this type and are suited 
for many varied applications. The 


controllers and starters are enclosed, | 


free from both fire hazard and injury 


to the operator. Manual or auto- | 
matic controllers are made for all | 


kinds of motors, both adjustable and 
constant speed, alternating or direct 
current. 


Tue Signat Evectric MANUFAC- 
TURING Co., Menominee, Mich., has 
acquired the Hulbert patents and 


taken over the assets and liabilities | 


of the Hulbert Electric Manufactur- 
ing Co., Chicago. Under this ar- 
rangement production of the Hulbert 
battery charger will be increased and 


others of the Hulbert patents will be | 
developed and put into production. | 


C. H. Hulbert will hereafter be iden 
tified with the Signal Electric Manu- 
facturing Co. in the capacity of re- 
search and development engineer. 


Tue WestincHouse Exectric & 
MANUFACTURING Co., East Pitts- 
burgh, Pa., has issued a 64-page illus- 
trated booklet on mining apparatus. 
In addition to line material, it con- 
tains information on mine safety 
switches, solderless connectors, tapes, 
babbitts, solders, micarta gears and 
mine locomotives. 


Tue F. W. WakeEFIeELp Brass Co., 
Vermillion, Ohio, has issued discount 
schedules on commercial lighting 


hangers, readjusted Sept. j1. The | 


lower prices will affect ““Red Spot” 
standard hangers, ornamental hang- 
ers and general purpose hangers, of 
both suspension and ceiling types. 








“Safety” Box Hanger 








Sar h \ety 
Ss 





o 
° () 
For side wali and 
other outlets where 
Strap is 14 _ inches studding is closer to 


long, allowing hanger to gether, the strap can be 
be nailed to ceiling joists, placed on an angle by 
which are regularly bending ends out or it 


placed on 16-inch centers. as required. 


Show your contractors how they can simplify their installations by 
using the “Safety’’ Box Hanger on all construction jobs. Eliminates 
loss of time, saves money and assures a neat, permanent job. An easy 


seller and a good repeater. 


We have a hundred per cent jobber policy and_ will 
gladly send a sample and prices to interested jobbers. 


Safety Electric Products Co., Inc. 


Los Angeles, Calif. 











YOU CAN SELL ’EM 
Circle S) Safety Switches 


There’s a_ posi- 
tive re-action from 
Circle S Safety 
Switch sales. 

Jobbers’ salesmen 
ARE SELLING 
Circle S Safety 
Switches and 
they’re getting re- 
peat orders. 

Circle S Safety 
Switches are just 
what the name im- 
plies; you need not 
hesitate in recom- 
mending them to 
your customers. 

This is an un- 
usually profitable 
line for jobbers to 
tie to. There are 5 
a few choice territories stili open for 


| 
| 





the right jobbers. In the complete line of Circle S 
Get our catalog and post yourself Safety Switches there’s a safety 
on our products. switch to meet every requirement. 


S. Schmukler & Son 
706 S. 2nd St. Philadelphia, Pa. 


Our Meter Switch has been approved for the state of New Jersey. 
Also in Brooklyn, N. Y 
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New Electrical Products, Illustrated 

















































Full i Interlock rat 
; Door? Bracket i Rendie "4 













Quick make and 
aor - nism 
insi - 
rating, drum 


Locking off 
‘acke 


Provision for » 


Sealing or pad: 
“Ocking outer 
door 








Interlocking Thermal 
Latch rod. Cutouts: Safety Barrier 


A line of motor starters which afford complete protection 
to the operator and the motor has been developed by the 
Westinghouse Electric & Manufacturing Co., East Pitts- 
burgh, Pa. There are four types of these starters, with 
capacities ranging from the smallest motor up to those of 
15 hp., 550 volts. They possess many protective features. 
All of them are equipped with a device for locking the switch 
in the “off” position to protect those working on the ma- 
chines. A door which is interlocked with the switch 
mechanism that it can be opened only when the switch is in 
the “off” position, covers those parts requiring inspection and 
occasional renewal. 


inner’ Door 
Overs’: Cutouts, 








George Richards & Co., 557 West Monroe street., Chicago, 
have announced an addition to the present “Hemco” line 
of plugs. It is called the “Hemco Trip-Lite” and has three 
outlets, all of which are threaded so that the “Uno” type of 
shadeholders can be screwed directly on the threads. ‘The 
clamp type of shadeholders fasten over the threaded ends 
of the plugs. The “Trip-Lite” is moulded in one piece of 
condensite, and is claimed to be unaffected by rough usage, 
moisture or excessive heat. The list price is $1.10. 








V. G. Fullman, P. O. Box 182, North Side Station, Pitts- 
burgh, has placed on the market a wire clamp designed for 
use with attachment plugs, heater plugs, sockets, rosettes, 
ete., for relieving the strain on the binding screw contacts. 
The holes in the fibre parts forming the clamp are punched 
off center and put a slight twist in the wires, which are thus 
gripped securely when the clamp is set in position, relieving 
all strain on binding screw contacts. These clamps fit all 
standard makes of No. 18 flexible twisted lamp cord, twisted 
heater cord, re-inforced cord, etc. It is claimed that this 
clamp provides a practical and economical means of comply- 
ing with Rule 82-g of the National Electrical Code, which 
requires that binding screw contacts be relieved of all strain. 
Another advantage claimed is the elimination of expensive 
service calls by appliance dealers on troubles which are fre- 
quently caused by loose contacts in attachment and heater 
plugs. Samples will be furnished upon request. 








An electric light and power plant for use where central- 
station service is not available has been developed and 
recently placed on the market by the Westinghouse Electric 
& Manufacturing Co., East Pittsburgh, Pa. The plant, a 
feature of which is its simplicity of operation, no mechanical 
skill or knowledge being required for that purpose, has 
been designed particularly for furnishing both light and 
power for all the requirements of farms, camps, boats, 
suburban houses, churches and missions. 





A charger for use with auto- 
mobile batteries which plugs into 
an ordinary lighting circuit, has 
been developed by the Valley 
Electric Co., 3157 South Kings- 
highway, St. Louis. It will 
charge either 6 or 12-volt bat- 
teries, and is equipped with an 
ammeter, 8 ft. of extension cord 





and two 5-ft. battery leads. 














One 01 vac ana seacures o1 the “Liberty wouc: G” cleaner 
recently brought out by the Electric Vacuum Cleaner Co., 
Cleveland, is that the main part is cast in one piece, afford- 
ing exceptionally rugged construction. 
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New Electrical Products, Illustrated 














The Central Flatiron Manufacturing 
Co., Johnson City, N. Y., has placed 
on the market the “Betsy Ross” hot 
plate. It is claimed to be unique in 
construction and appearance. The 
grill is of heavy nickeled steel made 
strong enough to support a very heavy 
dish, and the top may be readily re- 
moved to clean the heating element 
and parts that would not otherwise be 
accessible. 

















A new hair clipper is being marketed 
by the Harrah Manufacturing Co., 
Kansas City, Mo. With the exception 
of the blades the clipper is being man- 
ufactured at the Fort Wayne Works 
of the General Electric Co. The 
clipper is claimed to be a very small 
and compact device, possessing many 
desirable features such as_ lightness, 
coolness, speedy operation and ease of 
manipulation. It is driven by a small 
G-E motor in the handle of the de- 
vice. The handle is made of aluminum 
and shaped to fit the hand. No stand 
or trolley is necessary, as it has a 
thoroughly flexible lead which attaches 
by means of a plug to any convenient 
outlet or lamp socket. 

















~s 





Some of the features of the “Per- 
fecurl” electric curling iron recently de- 
veloped by the Rogers Electric Co., 507 
South 4th St., Minneapolis, Minn., are 
that the heat is maintained uniform, 
continuous and evenly distributed, and 
that it cannot become overheated. The 
iron has a rounded tapered point which 
facilitates use. The list price is $2.50. 








Pass & Seymour, Solvay, N. Y., have 
placed on the market a receptacle for 
use in connection with ceiling lights, 
ceiling bands and other standard and 
special units, to provide individual con- 
trol. The switch is designed to fit the 
standard 1.5-in. throat of ceiling units. 
The wiring terminals are enclosed in a 
porcelain shell which permit these re- 
ceptacles to be used where weather- 
proof devices are required Each re- 
ceptacle is furinshed with an extra bell 
mouth which may be placed in the ceil- 
ing unit so that the chain or cord falls 
free of the glassware. 








A violet ray machine of substantial 
construction, designed to meet the de- 
mand for a good machine at a low 
price, has been brought out by the Blea- 
don-Dun Co., 213 South Peoria street, 
Chicago. The principal parts are made 
of molded material. The machine 
has a good appearance and is guaran- 
teed for one year by the manufacturer. 
The outfit is packed in a special box ar- 
ranged so that when the cover is 
opened it shows printed matter an- 
nouncing the price and other selling 
points, so that it can be used advan- 
tageously for window and counter dis- 
play. 








A portable switch of many uses has 
been put on the market by the Anylite 
Electric Co., Fort Wayne, Ind. This 
switch can be installed in any “Edi- 
son” base socket and any light or ap- 
pliance controlled by it. It is partic- 
ularly adapted for kitchen wall 
sockets to control electric irons having 
no switch in the cord, and thus elim- 
inating the inconvenience of removing 
the plug to break the circuit. 























s 


The Benjamin Electric Manufactur- 
ing Co., Chicago, has placed on the 
market a new 20-ampere surface recep- 
tacle designed for farm lighting cir- 
cuits, to connect home appliances, some 
of which, on account of low voltage 


require a current in excess of the 
capacity of the ordinary 10-ampere 
receptacle. An important advantage 


claimed is the fact that the slots are 
designed to take both the Benjamin 
20-ampere cap and the Benjamin or 
any standard 10-ampere paralie! 
blade cap. The point gained in this 
feature is that the appliances, such as 
vacuum cleaners, washing machines, 
portable lamps, requiring less than 10 
amperes, may be attached without 
changing from the cap furnished with 
them. 








The new No. 38 “Dim-a-lite,” man 
ufactured by the Wirt Co., German- 
town, Pa., embodies all of the features 
of a regular pull chain socket plus the 
convenience of the “Dim-a-lite.” It 
is made to accommodate any standard 
husk or shadeholder, and has a snap 
fastening on the cap and shell. Ac- 
cording to the manufacturer, this 
socket is easily wired, strongly built, 
of neat appearance, approved by the 
Underwriters, and guaranteed for 5 
years. It gives six changes of light. 
The socket can be furnished in any 
finish or voltage, and is packed 10 in a 
cartoon and 100 in a standard package. 
The list price is $1. 
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The “Hold Heet” percolator shown above has been placed 
on the market by the Russell Electric Co., 340 West Huron 
street, Chicago. It is constructed of aluminum, and the 
heating element is claimed to be so durable that it will not 
burn out, even if the percolator should run dry. The list 
price is $8. 














ooo S 


Special flexible 


Spring—jUSt |) — 


enough 


Practically 
unbreakab 
casing 





Strain relief 


The 2 fingers of the contact are 
clamped together and wire con 
fined under screw head 


The equalizing Gripal!l contact, 
—brass shoe for contact and 
phosphor bronze spring for grip 





The “Gripall” heater plug brought out by the Beaver 
Machine & Tool Co., 625 North Third street, Newark, N. J., 
is claimed to possess a number of distinctive features, chief 
among which is that the contacts are made to adjust them- 
selves for either round or flat terminals. The contacts con- 
sist of separate shoes suspended from the gripping springs 
by flexible hinged joints. 





An electric space heater that 
has many possible applications 
in industry, business, and the 
home is being manufactured 
by the Westinghouse Electric 
& Manufacturing Co., East 
Pittsburgh, Pa. This heater, 
which is made in many sizes 
and in several wattages and 
voltages, can be used for heat- 
ing metal, heating water tanks, 
baking and drying in ovens, heating presses, rolls and tables, 
heating isolated rooms and booths, ripening fruit, protecting 
windows from frost, or wherever the temperature required 
does not exceed 800 degrees F. 





.) Y 
0 CARBON cCOMPAN 





A handy assortment of carbon brushes for counter display, 
and to facilitate their selection, is being put up by the Ohio 
Carbon Co., Cleveland. It includes ten sizes of brushes and 
four sizes of springs suitable for replacements in practicall 
all kinds of fractional horsepower motors. 

































An engine driven welding equipment for use where elec- 
tric power for motor drive is not available and for job weld- 
ers who must work in widely scattered districts has been 
developed by the Westinghouse Electric & Manufacturing 
Co., East Pittsburgh, Pa. This apparatus, which is made 
in stationary and portable models, also has the advantage 
of making it unnecessary to waste time applying for a per- 
mit or making proper connections before work can _ be 
operator welding generator geared to a Doman four-cycle, 
started. The equipment consists of a Westinghouse single 
two-cylinder, low-speed, marine type gasoline engine. The 
generator is direct current, has a rated capacity of 175 
amperes and a maximum capacity of 225 amperes, at 1750 
rpm. 
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Manufacturers’ News 


R. W. Gunruer, salesman for the 
Brooklyn branch of the Western Elec- 
tric Co., for the past two years, has 
joined the forces of the Albert Wahle 
Co., 224 Fifth avenue, New York 
City. His experience and wide ac- 
quaintance in this field will add ma- 
terially to the efficiency of the rapidly 
growing Wahle organization. He be- 
gan the new work Sept. 11 and will 
call upon the electrical supply job- 
bers with particular reference to 
working with the jobber’s salesmen 
in presenting the Wahle plan of mer- 
chandising home electric fixtures to 
the trade. 


For THE Purpose of affording bet- 
ter service to its customers the Mutual 
Electric & Machine Co., Detroit, has 
divided its sales organization into two 
The standard products di- 
vision will handle the sales of all ma- 
terials carried in distributors’ stocks, 
such as “Bull Dog” safety switches, 
knife switches, cutouts and cable term- 
inal lugs. The apparatus division 
will handle the sales of “Bull Dog” 
panelboards, switchboards and other 
products which require en- 
gineering service. Joseph H. Rohs, 
who has been with the Mutual com- 
pany for a number of years, has been 
appointed sales manager of the appar- 
atus division. 


divisions. 


special 


THe American Lamp Co., 25 West 
13rd street, New York City, has ac- 
quired the factory of the former New 
England Products Co. in Stamford, 
Conn., previously owned by the Borg 
Products Co., for a consideration said 
to be about $40,000, and will occupy 
the plant at once for the manufacture 
of incandescent lamps, including the 
refilling of burned-out lamps. 


THe Stranparp EL ectric SALes 
Co., 105 West Monroe street, Chi- 
cago, has been appointed central west- 
crn distributor for the King Electric 
Manufacturing Co., New York City, 
manufacturer of battery re-chargers, 
nd for the Lawsam Electric Co., 
‘vew York City, manufacturer of rad- 
0 equipment. 


THe Jewett Exvectricat INstrvu- 
MENT Co., 1650 Walnut street, Chi- 
cago, has increased its sales organi- 
zation by the addition of representa- 
tives in six cities. This change was 
required by the growth of its instru- 
ment business and a more intensive 


selling program. It will also allow 
these representatives more time to de- 
vote to the sale of instruments. The 
following men were appointed: John 
Forshay, New York; L. B. Under- 
wood, Philadelphia; J. H. Burroughs, 
Buffalo; P. J. Burrill, Cleveland; F. 
T. Morrissey, Dallas; Eicher & Bratt, 
Seattle. 


Rosert G. Pitkineton, of Chica- 
go, has been appointed sales engineer 
in the fuse department of the Federal 
Electric Co., Chicago. Mr. Pilking- 
ton has had many years of experience 
as a mechanical engineer in the auto- 
motive and allied industries, and his 
services will be available to customers 
of the company in any part of the 
country. His duties will be largely 
advisory, and in all lines of manufac- 
ture. 


Cuances Wuicu INctupeE the es- 
tablishment of merchandising divi- 
sions in many of the district offices 
of the Westinghouse Electric & Manu- 
facturing Co., to co-operate with the 
new merchandising department es- 
tablished several months ago, have 
been made to keep pace with increased 
business, and seem to indicate a defi- 
nite upward trend in business condi- 
tions. C. W. Underwood, manager of 
the Buffalo office, has been appointed 
northern representative, with offices in 
Buffalo. The territory of the Buffalo 
office has been united with that of the 
New York office and A. E. Allen, 
manager of the New York office, wili 
have charge of both. W. R. Marshali 
has been appointed branch manager 
of the Buffalo office; E. W. Loomis. 
manager of the industrial division of 
the New York office; W. A. Dossell, 
special power representative of the 
combined districts, and G. T. Dunk- 
lin manager of the merchandising 
division of the New York office. The 
supply and power divisions of the 
latter office have been merged into the 
central station division, with C. E. 
Stephens as manager. In the San 
Francisco office, the power division 
is changed to the central-station divi- 
sion and W. P. L’Hommedieu has 
been appointed manager. He will also 
be responsible for the sale of supply 
apparatus. The establishment of a 
merchandising division, with H. L. 
Garbutt as manager has also been 
announced. The appointments of S. 
W. Perry as chief clerk, W. F. Barnes 
as manager of the industrial division, 
J. S. Warren as manager of the mer- 














New Emerson 


Motor Price Bo ok 





On September lst, 
1922, new prices 
were made effective on 
Emerson motors, 2 hp. 
and smaller, and 
Emerson motor appli- 
cations, these prices 
representing an ad- 
vance of five per 
cent. (5%) 


Steady advances in 
manufacturing costs 
during the past six 
months have made this 
price advance inevit— 
able. 


New list prices on 
all styles of Emerson 
motors appear in new 
Emerson motor price 
book No. 55. The new 
price book has been 
enlarged and improved 
by the addition of 
complete lists of 
split-phase, repul- 
sion start type, 
multi-phase and 
direct current motors. 


In its distinctive 
and substantial cover 
the new price book is 
convenient for any 
salesman to carry. 

If you did not re- 
ceive it, let us send 
you a copy. 


The Emerson Electric 
Mfg. Co. 


New York St. Louis 
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AT LAST 


UST what the trade has 

been waiting for- 
THE “BARNES” + SELF 
WINDING TIME SWITCH. 
Has all the features of ordinary 
key winding time 
with at least a dozen 
improvements, plus being 100% 
100% automatic. 


switches 
added 


electric; 


Service on the part of the con- 


tractor is not required after 
installation. 

Any time switch that needs 
constant repairing is unprofit- 
able. 

THE BARNES SELF 


SWITCH 


unin- 


WINDING TIME 
is guaranteed to give 
terrupted automatic service. 
BARNES SWITCHES are 
profitable to install. They 
make big profits and satisfied 
customers. It is easy to sell 
your customer the BARNES 
SELF WINDING TIME 
SWITCH. 

Send for descriptive circular. 
**BARNES’’—THE WATCHMAN 
THAT NEVER FORGETS. 


Your local jobber will give 


you immediate delivery. 


J.O. MORRIS, CO. 


Suite No. 1266 


1270 Broadway, New York City 


BARN E §S 
Self-Windin 
TIME SWITCH 




















chandising division comprise the 
changes made in the St. Louis office. 
W. L. Southwell has been made man- 
ager of the merchandising division of 
the Atlanta office, and E. V. Peterson 
has been appointed to a similar posi- 
tion in the Seattle office. J. W. Rob- 
inson, manager of the central-station 
division of the Chicago office, has also 
been assigned the general responsibil- 
ity for the sale of supply apparatus 
in the Chicago territory. Changes 
in the Boston office included the estab- 
lishment of a central-station division, 


_ with C. M. Bates as manager and F. 
LL. Nason as assistant manager. A 


merchandising division has been es- 


| tablished in that office with Mr. Nason 


as acting manager. 


EXPERIMENTS made recently at the 
Philadelphia plant of the William 


Cramp & Sons Ship & Engine Build- 


ing Co., by the I. P. Morris depart- 
associate, the Pelton 
Water Wheel Co., are said to have 
demonstrated the success of water- 
wheels built according to a design 
vadically different from anything 
the market. Small 
wheels of the new type built for test 
purposes have shown higher efficien- 
cies than can be expected from im- 


ment and_ its 


heretofore on 


| pulse wheels of ordinary design and 








are said to be efficient over a wide 
range of heads, including those in 
the neighborhood of 800 ft. to 1,000 
ft., where the relative merits of re- 
action and impulse types are fre- 
quently in dispute. The new design 
follows the principle of the impulse 
wheel, but instead of a jet or jets 
tangentially disposed to the periph- 
ery of the runner, the flow in the new 
design is normal to the runner plane. 
Further, instead of one or more sep- 
arate jets to which the buckets are 


subjected during only part of a 
revolution, the new design applies the 
spouting water to all the buckets 
simultaneously and continuously 
around the entire periphery of the 
wheel; that is, the water reaches the 
runner in the form of an annular ring 
whose diameter is equal to the diam- 
eter of the runner. The flow in this 
ring contains both tangential 
axial components. Regulation _ is 
effected by an annular plunger mov- 
ing axially to close the orifice of the 
nozzle. A section through the annular 
nozzle as taken in plane containing 
the turbine axis shows a contracting 
water passage somewhat similar in 
form to a section through the ordin- 
ary needle nozzle. Runners for 
wheels of this design can be built of 
extremely small diameters, it is 
claimed, as compared with impulse 
wheels of ordinary design, and units 
of this type are to be put on the 
market in commercial sizes as soon as 
the present experiments are completed 
and details of construction in larger 
sizes have been worked out. Two 
types of the new design are being 
studied. 


and 


Tue Anyuite Evectric Co., Fort 
Wayne, Ind., manufacturer of lamp 
socket dimmers, portable 
and radio transformers, has announc- 
ed the opening of a Chicago sales 
office at 2014 Wabansia avenue, in 
charge of W. F. Miller. 


switches, 


A New PvusticatTion on_ street 
lighting is being distributed by the 
Westinghouse Electric & Manufactur 
ing Co., East Pittsburgh, Pa. The 
publication, Folder 4439, shows the 
advantages of adequate illumination, 
describes some of the Westinghouse 
lighting fixtures, and gives illustra 














Owing to the need for increased manufacturing facilities, the Apex Electrical 
Manufacturing Co., Cleveland, has purchased an additional factory site at East 75th 


street and Bessemer avenue. 


brick and concrete construction, with a frontage on Bessemer avenue. 
ings are being altered for the use of the motor division and foundry departments. 


It comprises three separate fireproof buildings, o! 


These build- 
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A Constructive Suggestion 


To those Electrical Supply Jobbers of vision 
and foresight who in the light of successful 
stabilizing influences are now making their 
plans for increasing their business and realiz- 
ing the increased profits thereby accruing, 
we stress these facts:— 





One of the most potent factors in increasing 
business—aside from the ability of an organi- 
zation’s personnel—is the catalog. 


Well-coordinated and modern Electrical 
Supply Catalogs—intelligently distributed 
and paralleled by efficient work of the sales 
group—will do more than almost anything 
else to increase volume and make it more 
profitable. 


The Fall of 1922 has ushered in a resumption 
cf business, and that the succeeding year will 
record a pronounced increase is the convic- 
tion of the informed man. Those who pre- 
pare for it from the outset will get the larger 
share with resultant profits. 





In our organization are men qualified by 
experience to assist Electrical Supply Jobbers 
in accomplishing their purposes—men whose 
ability is being sought by our customers. 


Those who have deferred the issuance of new mane 
Electrical Supply Catalogs can now no 

longer be without them. Your business 

cannot afford that you delay. It is time 

for action. 


WYNKOOP HALLENBECK CRAWFORD CO. 
“Printing Headquarters” 


Compilers and Printers of Electrical Supply Catalogs 





THE COLUMN Be UNIT CATALOG © 
NATIONAL. STANDARD SIZE 


80 LAFAYETTE STREET NEW YORK CITY 
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MORE SALES 


WITH 


Hydro-Proof 


Insulating 
Tape 


In every locality there is a de- 
mand for Tape which is weather- 
proof, age-proof, water-proof. 








You can Satisfy this need if you 
stock HYDRO-PROOF IN- 
SULATING TAPE. 
Recommend it,— 
and increase your sales and 
profits on tape. 
Sell it,— 
ana make permanent custo- 
mers by the service it gives. 


Elkhart Rubber Works 


Elkhart : 


Indiana 



































BRUNT 
PORCELAIN 


HIGHEST 
QUALITY 


_ Our goods ~ 
marketed 
through the 
jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 














tions of a number of the company’s 
typical city installations. One of the 
products described is the Westinghouse 
disconnecting pothead, which device 
automatically disconnects the wires 
from the underground circuit in case 
a pole is broken and also completes 
the cable circuit so that the other 
lamps remain in operation. 


THe Waker Venice Co., Chi- 
cago, manufacturer of commercial 
electric vehicles, has announced that 
it will soon open a Buffalo sales office, 
in charge of J. J. Sellers, who will 
cover the western part of New York. 
An official of the company states that 
it has been operating its factory at 
full capacity, and now is planning to 
operate a night force, due to increas- 
ing sales. 


Tue Kvuniman Evecrric Co., Bay 
City, Mich., has issued Bulletin No. 
113, which describes the new Kuhl- 
man disconnecting type series-multi- 
ple transformer for street lighting, 
which does not require splicing when 
connecting, and is self-protected from 
water and the elements, making it 
particularly valuable for street light- 
ing work. 


THe WaGNner Evecrric MaNnvu- 
FACTURING Co., St. Louis, Mo., has 
changed its name to Wagner Electric 
Corp. It is understood that the 
change will in no way affect the poli- 
cies or personnel of the organization, 
and that the new company will take 
over all the rights and assets of the 
old one. 


Tue Evectricat APPLIANCE Man- 
UFACTURING Co., Waterbury, Conn., 
has increased it’s capital stock from 
$10,000 to $100,000. The issue will 
be used to provide greater production 
facilities. 


H. C. Bosweux, formerly district 
manager of the Philadelphia office of 
the Allen-Bradley Co., has been trans- 
ferred to the Cleveland office, where 
he will act in the same capacity. 


Tue Nationa, X-Ray REFLECTOR 
Co., Chicago, has announced that its 
Los Angeles offices have been moved 
from 804 Security building to 631 
Pacific Finance building. 


THe JEANNIN’ Exectric Co., 
Toledo, Ohio, has recently moved into 
its new factory, with 10,000 sq. ft. 
of floor space, situated near the 
Baltimore & Ohio and the Wheeling 





& Lake Erie railroads, Toledo. Much 
of the development of the company 
is in single-phase motor construction. 
The new plant is operating at 100 
per cent capacity and additions are 
planned to increase production. 


SPEAKING ABovut business condi- 
tions, F. A. Wilson-Lawrenson, vice- 
president of the National Carbon Co., 
recently stated to a representative of 
Tue Jopser’s SacesMaN that there is 
no doubt that this fall flashlight and 
flashlight battery sales will be the 
largest in the history of the business, 
and that this will be due to the antici- 
pated Christmas demand added to the 
normal consumption. The company 
is increasing its consumer publicity 
by conducting a broadened advertis- 
ing campaign in national and trade 
publications. Manufacturing _facili- 
ties have been augmented so that now 














and 


Where 


Flashlights 
Batteries Are Made. 


“Eveready” 


the company is devoting all of its 
modern fireproof building, which is 
eight stories high and occupies a city 
block, to the manufacture of ‘“Ever- 
eady” products. This factory is in 
Long Island City and in easy reach- 
ing distance of New York City, being 
only a 15-minute ride from the Granc 
Central terminal. 


Tue Corrin-Perry Co., Columbus, 
Ohio, has recently moved its offices 
to larger quarters at 36 West Gay 
street. The company represents the 
Thomas & Betts Co., Edwards & 
Co., Brunt Porcelain Co., and other 
electric manufacturers in Ohio, Ken- 
tucky, West Virginia and western 
Pennsylvania. 


THe CuHesrrRE MANUFACTURING 
Co., West Chesire, Conn., has been 
organized, and officials of the com- 
pany announce that they will shortly 
take over a large plant in that city. 
The company will manufacture var- 
ious electrical novelties and _ radio 
parts. F. Cranston Thomas, presi- 
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“CENTRAL” 


Rigid Steel 
CONDUITS 


We have what every Jobber 
wants—a first-class product; 
large stocks for quick deliv- 
eries and a policy that makes 
friends and builds business. 


“Central White” Conduit 
may be bent like a piece of 
soft annealed wire. The 
pipe and finish remain un- 
impaired—features exclu- 
sively “Central.” 


“Central White”—zalvanized 
“Central Black’ — enameled 


Central TubeCo. 


PITTSBURGH, PA. 














Manufacturer’s Agents 


WANTED 


To handle new type of 
storage battery. Exclu- 


sive territory basis. Prod- 
uct supplants other types 
of storage batteries as 
wellasdrycells: Has en- 


joyed large sales. Is 
backed by national adver- 
tising. Liberal commis- 
sion. Address letter giv- 
ing qualifications in de- 
tail, personality and bank 
references to 


Magno Storage Battery Corp. 
Aeolian Bui ding, New York Cit, 

















Na-ald 
De Luxe 


V. T. Socket 


Contact strips of 
laminated phosphor 





bronze press firmly 


against contact pins, regardless of variation 
in length. No open current trouble possible. 
Socket, moulded from genuine Condensite. 
Practically unbreakable. Special protected 
slot, with exterior reinforcement. Un- 
affected by heat of bulbs or soldering iron. 


All excess metal eliminated, aiding recep- 


Watt power tube. 
Price 75c. 


tion. May be used for 5 
Highest quality throughout. 


Special proposition to dealers and jobbers. 
ALDEN-NAPIER CO. 
52 Willow St., Springfield, Mass. 
Dept. D 











| manager of the 


is president of the new company, and | 


| George A. E. Jones, of the United 


States Electrical Co., New London, 


Conn., is an official. It is announced 


that the company has received an | 


| 


order for 40,000 cabinets, similar to | 
| those used for phonographs, for radio ' 
| receiving sets. 


Tue Votume oF Business at the 
Schenectady plant of the General 
Electric Co., continues to increase, 
officials there have announced. Addi- 
tional men are taken on each week 
and orders are coming at a good 


rate. The plant is turning out an 


| unusally large amount of radio ap- 


| paratus. 


Frank ApaM, chairman of the boar2 
of the Frank Adam 
died recently in St. Mr. 
Adam was a pioneer electrical manu- 
facturer in that city, founding in 1890 
the company which bears his name 
and which is best known to the trade 
its extensive manufacture of 
switches and switchboards. 


Louis. 


for 


THe Micuia@aNn Rapio Corp., 


Grand Rapids, Mich., has been organ- | | 


ized with a capital of $800,000 to 
manufacture radio apparatus and sup- 
Fred G. Barrett, formerly 
Lansing Electrical] 
Engineering Co., has been appointed 


plies. 


| sales manager. 


| by 
| General Electric Co., 627 West 34th 
| street, New York City. 


Erectric Hoists of the WX type 
are described in a new bulletin issued 
the Sprague Electric Works of 


These hoists 


| are of the worm-drive type and are 





manufactured in one-half and 1-ton 
capacities. 
Tue Warp Leonarp’- EL LeEctTrRIc 


S  Co., Mount Vernon, N. Y., has ap- 


pointed Willis D. Bishop of Montreal 
as sales representative in the Province 
of Quebec. He has been actively en- 
gaged in the selling of control appar- 
atus and switchboards since 1904. 


THEODORE WaaceE, secretary of 
the Waage Electric Co., Chicago, is 
making a tour of the Pacific Coast 
cities in the interests of his company. 


A New Caratog illustrating and 
describing the “Aladdin” line of elec- 
tric lamps with glass, silk and parch- 
ment shades has been issued by the 


| Aladdin Manufacturing Co., Muncie, 
| Ind. A novel feature is that space 





dent of the Natural Deywoods, Inc., | 


| 
| 





Electric Co., | 














White Frosting Solution 


Produces a smooth white frosted 
surface on any clear electric lamp 
by dipping the lamp in the solution 
and washing in water. Five or more 
lamps can be frosted in five min- 
utes, at a cost of a fraction of a 
cent each. Etch-O-Lite is clean, 
rapid and economical. Safe to use 
—no harmful or acid effect on hands 
or clothing. 


Guaranteed 
Permanent - Heat Proof 





D'stributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Northern Electric Company. 


Canada: 











Every Business 


of consequencs ought TATION card 
WIGGINS 
Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—supPeriori:: 
of engraving and the 
convenience of the ber' 
form style ex- 
plains why. 
Send for 









The John B. Wiggins Company 


Established 1857 
Engravers Plate Makers Die Embossers 


. Wabash A 
se region Gas Bide. CHICAGO 














EARLY’S 
COMMUTATOR 
CEMENT 


Repairs pitted com- 
mutators in ten min- 
utes. Every factory, 
repair shop and deal- 
er is acustomer. Ask 
them to buy. 


The Edward E. Early Co. 


Canton, Ohio 
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Dongan Electric Manufacturing Co, 


BELL RINGING & RADIO TRANSFORMERS 
Detroit. Mich 











YAGER’S 


Soldering Flux 


Standard for 
nearly halfa 
century. Keeps 
diy and granular 
in new stylecon 
tainer. Non-cor 
rosive. See that 
your dealer has 
sufficient stock. 


ALEX. R. 
BENSON 
COMPANY 
HUDSON, N. Y. 








TTITITITLLLLIL LLL LLL 


































The Valentine- 
Clark Co. 


CEDAR POLES 


New York Toledo 


Minneapolis 


Chicago 
Spokane 


HE secret of wood preser- 


vation is simple: Poison 
your wood so it will not be at- 
tacked by fungi at the ground 
line, by using a HIGH-BOIL- 
ING OIL OF COAL TAR: 
This will forever hold the poison 
and not leach out. Results are 
permanent if properly applied. 


Specify V-C Butt Preservation. This 
guarantees you a perfect Process of 


Pole Butt Preservation. 














| for dealers to copy their discounts in 
| their own code, thus permitting the 
| catalog to be used for retail sales. 
| Jobbers’ salesmen can use it in the 
| same way. 


| State Radio Co., 825 South Meridan 
| street, Indianapolis, Ind.. 


| banking business in Chicago and New 


| radio apparatus. 


is provided on the inside front cover | 


Artuur D. Jenkins has_ been 


appointed sales manager of the Tri- 


Mr. Jen- 


kins was formerly in the investment 
York City. 


Tur Ouro Brass Co., Mansfield, 
Ohio, manufacturer of electrical trans- 
mission equipment and supplies, has 
purchased a tract of land at Niagara 
Falls, Ont., as a site for the erection 
of a large plant for Canadian trade. 


G. P. Arxrnson, who has been as- 
the Weston 
Instrument Co., for the past six years, 


sociated with Electrical 
will also represent the Ward Leonard 
Electric Co. in the Atlanta (Ga.) dis- 
trict. 


Tue Trico Fuse MANUFACTURING 
Co., Milwaukee, announces that it has 
established a branch office in Pitts- 
burgh. It is located in the State 
Theatre Building, 335 Fifth street, 


and is in charge of P. J. McGivern. 


Tue NorrHeAstern Raptio Co., 
807 Adams street, Bay City, Mich., 
has been organized to manufacture 
The company has 
developed a vacuum tube receiving set 








PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 


Butt Treated 


T. M. Partridge 
Lumber Company 














which it is placing on the market. 


BuLLetiINns descriptive of ‘‘Emer- 
son” single-phase motors of the split- 
phase and repulsion start types have 
recently been issued by the Emerson 
Electric Manufacturing Co., St. Louis, 
Mo. 


Tue Economy Fuse & Manurac- | 
TURING Co., Chicago, has moved its 
Detroit office from 1012 Majestic 
building to 1528 First National Bank 
building. 


Utimity Evectricat Pro- 
Co., 4550 Congress street, 
Chicago, has issued a circular describ- 
ing its line of receiving sets and radio 
parts. 


THE 
DUCTS 


THe Stranparp Exectric APPLI- 
ANCE Co., Beverly, N. J., has issued 
a new list covering price reductions 
in its line of “Standard” electric heat- | 
ing pads. 











POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 
220 Broadway, 2844 Summit St., 
New York Toledo, O. 


Rialto Bldg., 
San Francisco, Calif. 














NORTHERN WHITE 
WESTERN RED 
GUGRANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashIn On BELL Poles 


} SEND FOR BOOKLET CONTAINING 
VALUABLE 


INNY 


\ 
} 


‘Wi 
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The ELECTRIC half 


includes: 


An Electric Oven or 
Insulated __ Fireless 
Cooker, 18x18x14, an 
Electric Broiler, and 
an Outlet Receptacle 
for Washing Ma- 
chine, Flat Iron, etc. 
These are operated 
in front from our 
(Pat.) Switce h- 
Board. The equip- 
ment is “Edison,” 
standard throughout 
the country. 
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Furnished in Ebony Black or 
Pearl Gray Porcela Finish 
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Write us for full information 





















The GAS half 


includes: 


Five Gas Burners, 
which are lighted 
automatical- 
ly—Just Press the 
Button. For Boil- 
ing and All Cook- 
ing in Pots and 
Pans, Gas is a 
Most Desirable 
Fuel, as it is In- 
stantaneous. The 
Gas Table as well 
as the Oven can 
be obtained in 
either right or 
left hand position. 


A Cabinet Range 3 Electric and 4 Gas a Little over Four Feet 
Long That Offers Extraordinary Cooking Capacity—and a Cool 
Clean Kitchen. An Ideal Combination, Economical and Effective. 


| The Magee ElectriGas Uses the Two Fuels, Electricity 
: and Gas, in a Manner in Which Each 
.of These Fuels Excel 


The Most Remarkable Range Since the Introduction of the Magee ElectriCoal 


MAGEE FURNACE COMPANY 


38 Union Street, Boston, Mass. 
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The $112.50 lroner Is Here 


Live Sales Organization Wanted 
in Every Territory to Sell it 








JOBBERS _looking 
for a high-grade low- 
priced ironer to add to 
their home appliances’ 
department— 


JOBBERS desirous 
of organizing a home 
appliance department 
to their already estab- 
lished business— 


SPECIALTY 
SALES ORGANIZA- 
TIONS that want to 








The above illustration shows the beauty of line which, combined with 
low price and high efficiency, makes this new $112.50 ironer the best 


selling proposition available to live distributors today. 


HIS NEW $112.50 IRONER pre- 
sents the greatest opportunity in the 
motor driven appliance field. The 
fact that it retails for $112.50 is only half 
the story. For this $112.50 ironer repre- 
sents the latest developments in ironing 
machines. It will do anything that any 
other ironing machine will do—do it bet- 
ter and more easily; and some things that 
no other ironing machine will do. It is 
the one ironer that does ALL the ironing. 
The outstanding feature is the full de- 
tachable end that throws the 46-inch roll 
wide open along its entire length. This 
feature is fully covered by patents. This 
machine has been tried out, proved and 
improved, and stands today a reliable 
machine. 


add another leg to their 
selling stool— 


The name has been determined on but 
can not be announced as it has not passed 
the Patent Office as yet. As the company 
will take its name from the ironer, that 
too, is in suspense. 

Meantime, on behalf of the manu- 
facturer, a capable highly successful busi- 
ness man, we are opening up distributing 
outlets throughout the country. We are 
interested in talking only with financially 
able organizations that undeistand that 
selling means doing doorbell ringing 
themselves or showing the dealer how to 
do it and seeing that he does it. 

Strong selling helps, co-operation in 
local advertising, and a national adver- 
tising campaign are included in the sell- 
ing plan. 


The Burns-Wolaver Company, Advertising Agents 
5005 Euclid Ave., Cleveland, Ohio 





EVEREADY 





| EVEREADY STANDARD 















As the longer evenings approach, this is 
HU WEwEWeGuM| the time to keep telling your dealers about 
Naeem) the greater sales, greater profits, and other 
advantages of selling Eveready Unit Cell 
Batteries for flashlights to the exclusion 
of all others! Eveready Unit Cells are — 


Universal—they fit and improve all makes of flashlights—no need of 


keeping money tied up in miscellaneous brands and types of batteries 


Only 2 Sizes to Carry—from which the 


needs of the entire community are filled 


Little Capital Invested—small stock to 
carry — capital investment is insig- 
nificant 

Fast Turnover — frequent re-orders in 
proportion to sales create the quickest 
turnover known in the battery trade 


sites 


Big Profits—just a few dollars worth of 
Eveready Unit Cells, with the dealer 
telling the public that he has them 
to “ fit and improve all makes of flash- 


lights,” can bring more profits per dollar invested than anything else 
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= = in the store 

=e Guarantee—Eveready Unit Cells are now made so well we have in- 
vERE Ap creased the shelf life 50% — No. 950 are now guaranteed for 9 
 LASHLIGEN months, and No. 935 for 6 months. 


ae 


And, very important, the Eveready Line keeps people revisiting the 
store for renewal batteries and lamps — giving the opportunity to 
personally present other merchandise for them to buy. 


It will pay you to remember this 
and talk it strong! 


NATIONAL CARBON COMPANY, Inc. 


Long Island City, N. Y. 
Atlanta Chicago Cleveland Kansas City San Francisco 
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It takes but a small investment 5 ' 
to carry a well assorted stock of q a E 
Eveready Flashlights I I aa 


EVEREADY 






















RRIGATION is a service in which equipment reliability is of para- 

mount importance. The pump and motor do not receive the expert 
care and constant attention machinery receives in the factory. They are 
often poorly housed and the plant is usually located on isolated farms or 
ranches many miles from any source of repair service. A break-down 
may mean a long interruption in the service with a disastrous loss in 
crops. 


The records of the thousands of R & M motors, which have won the 
favor of users, pump manufacturers and engineers in this exacting service, 
match the records they have made in all classes of industrial service 
under all sorts of operating conditions. 


Motor users, contractors, dealers, and jobbers who are interested first of 
all in the quality of a product, find real motor satisfaction in the R & M 
line. 


THE ROBBINS a ao: COMPANY 


SPRINGFIELD, OHIO 


ae & Myers —— 


aaa ONTARIO 




















